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l THREADS 4 SIZES PIPE 
| with one set of chasers 
















type chasers cut true 
ite threads on 1” to 2” 
over and under size, 
threads, short nipples 
ht irom, steel or brass 


Centering device operated by 
knurled gauge ring, with only i 
one screw to tightsn on work- 


holder. 


Workholder can be set to size 


i “ before die is put on pipe. 


Pull of handle directly over 
chasers—no wobbling. 


} 
po lever which closes 
ooens chasers for back- 
off saves thread and lens Sin 


e's. Same lever auto- 


Ratchet stock made with 
feet to stand up. 








Write for 
complete information 


The Ridge Tool Company 
Dept. MS, Elyria, Ohio 
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EVER mind your whis- 

kers — think of your 

face!” says a certain shaving 

cream slogan. Paraphrase 

the slogan for your business 

—‘‘Never mind your costs— 
think of your profits!” 


No one ever made a dollar 
buying. Profits come when 
goods are sold! Full shelves 
don’t mean profits. Profits 
come when shelves empty 
themselves. 


Greenfield tools are not shelf 
warmers. Neither are they 
bargains—for bargains only 
exist as proof that someone 
couldn’t get his price. So, 
there are no “buyers’ bar- 
gains’” among Greenfield 
tools. Neither must you make 
sellers’ bargains of them to 
move them off your shelves. 
“Never mind your costs— 
think of your profits.” 


GREENFIELDS 


fate’ 


SMALL TOOL LINES 


Taps. 

Dies. 

Screw Plates. 
Twist Drills. 
Reamers. 
Gages. 


Pipe Tools. 


Canadian Plant: 








This catalog is the key that 
wise buyers are using to unlock 
the door to small tool profits. 
Because it lists a full line of 
small tools—all well-known— 
all high quality—all easily sold 
items—it permits concentration 
of purchases with consequent 


* 


t 





saving in buying time, account- 
ing and other incidental ex- 
pense. 

And complete factory stocks in 
Chicago, New York and Green- 
field act to reduce stock car- 
rying charges of Green field dis- 
tributors. 





GREENFIELD, 


New York: 15 Warren st. 


MASS..U.S.A. 


Chicago: 611 W. Washington Blvd. 


Detroit: 228 Congress St., West 


Greenfield Tap & Die Corp. of Canada, Ltd., Galt, Ontario 
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Mill Supplies 


Believes— 


1. More selective 
selling is necessary. 


2. Industrial distrib- 
utors should sell in- 
dustry on their eco- 
nomic necessity. 


3. Local group meet- 
ings should be held 
frequently for they 
are helpful in com- 
bating price-cutting, 
territory - jumping 
and other evils. 


4. Suggested resale 
prices should be set 
up and lived up to 
wherever possible. 


5. Manufacturers 
should establish defi- 
nite, national sales 
policies. 


e7wed 


E. N. GRANTVEDT 
Sales Manager 
E. J. McOSKER 
Sales Promotion Manager 
H. W. BARCLAY 
Merchandising Counsellor 
JOHN ORA 
Field Representative 
Chicago 
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D. R. EGBERT 
Business Manager, C. E. D. 
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From your INDUSTRIAL SUPPLY DISTRIBUTOR 


A wide range of stock 


Immediate service is a hidden profit—take it! 
The economics of place is undisputed. Careful 
selection coupled with desired delivery denotes 
sound progressive principles in buying. 
Your INDUSTRIAL SUPPLY DISTRIBUTOR 
has stocked Yale Chain Blocks and Trolleys await- 
ing your order for rush shipment. 


There is a complete Support this sound, economic policy. 


stock of Yale Hoists ; 
*% THE YALE & TOWNE MFG. CO., STAMFORD, CONN., U. S. A. 


near you. Canadian Branch at St. Catharines, Ontario 


YALE MARKED IS YALE MADE 


YA L E Hoistin p °nd Conveying Systems 
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Coupled with Republic's Policy of selling only through Distributors, 
is their merchandising of your entire business. Not just a promotion 
of their products through you, but a sincere effort is being made 
to increase your business in every line that you represent. The 
thought back of this is sound—if you are able to sell consumers in 
your territory any of the items that they may need, isn't it logical 
that you will be in a preferred position when they are in the mar- 


ket for Republic products? 


Republic's policy includes three methods in which you may repre- 
sent them. You can carry any item in their entire line of products. 
You can select any one line of products; or, you can secure the 


entire Republic Franchise for all products. 


If you are not familiar with what Republic is doing to help the Dis- 
tributor move stock—with the helps that others are cashing in on, 
it would be well to become acquainted with them at once. Write 


at once, or better still, wire for this information. 


THE REPUBLIC RUBBER CO., YOUNGSTOWN, O. 
REPUBLIC’S 5-POINT SALES POLICY *&* * * * * 


1. A line of rubber items sufficiently complete to permit effectively supplying the requirements of the trade solicited. 


2. A quality of products uniformly good and capable of delivering service results that should reasonably 
be expected. 


3. A price basis inducing and making possible aggressive competition with reasonable profit return. 


4. Freedom from competition from his source of supply, either direct or indirect, among the trade covered 
by his day to day solicitation. 


5. Selling helps of reasonable amounts so that his sales force may be given the advantage of spe- 
cialized training and a knowledge of the product sold. 
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ANOTHER 20 YEARS 
and WOOD'S 













HE last 20 years have witnessed many 
changes, many advancements in the field of 
industrial distribution. But the end of this 
period finds the products of the T. B. Wood's 
Sons Company in a far stronger position 
than they were back in 1911. Strict adher- 
ence to a policy of manufacturing only high- 
est quality products, of keeping abreast or 
ahead of the times and of furnishing distrib- 
utors a complete line of mechanical power 
transmission products has kept Wood's a 
consistent standout in the field. And so on 
into the future will this company maintain 
its position of leadership. 


CENTRALIZED 
RESPONSIBILITY 


Hundreds of industrial plants are being modernized 
today, and hundreds of industrial engineers are speci- 
fying Wood's products—not an item here, an item 
there, but Wood's power transmission throughout. 
In short, they insist on standardization on Wood's 
equipment. The mill supply distributor who cen- 
tralizes power transmission responsibility in this 
old established house, has a tremendous sales 
advantage. Once correctly installed, Wood's 
Transmission Equipment gives permanent 
satisfaction—and its sale brings substan- 

tial profits to distributors. 


TB Wood's Sons Co 


Chambersburg, Pa. 


New England Branch: Southern Branch: 


Cambridge, Mass. Greenville, S. C. 
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Exactness in our methods 
is essential to serve the 
needs of our customers. 
From raw material to fin- 
ished product, we take 
nothing for granted. The 
first step is a check for size 
—the last examination cov- 
ers size, strength, fit, finish. 





BOURKE 


i STEEL SECURITY 


IF THE inside story were to be told of EMPIRE Bolts and Nuts, we 
should be willing to rest our case with the engineers and the purchasing 
agents. They must be exacting. On their vigilance depends the reputation 
of the things their companies make. Just as they know the outstanding 
merits of the motor car — the tractor —the machinery they are build- 
ing, so do they know the plus values in EMPIRE Bolts and Nuts. That 
means quality and accuracy far beyond their demands. If you are an 
executive in charge of purchases — investigate these definite R-B-W 
advantages: advanced facilities in equipment — and service that is alert 


and understanding. Inquiries welcomed by any R-B-W sales office. 








RUSSELL, BURDSALL & WARD BOLT & NUT CO. 
PORT CHESTER, N. Y. ROCK FALLS, ILL. CORAOPOLIS, PA. 
Sales Offices at Philadelphia, Detroit, Chicago, San Francisco, Los Angeles, Seattle, Portland, Ore. 


XUM 








- MILL SUPPLIES 


a SLX Speeds 


Flexible Shaft 


bring you new sales 












(Pat. No. 1477052. 
Other Pats. Pend.) 


WORLD of new opportunities for sales! A 
A product with improved and patented fea- 
tures which only you can sell in your territory! 


A sizable unit price! A good discount! 


These are what you can now have with the 
new broad line of U. S. Flexible Shaft Machines. 
And distributors everywhere who are specializ- 


ing on these machines are enjoying very worth- 


1000 to 6000 R.P.M! 


For the first time in the history of 
flexible shaft machines, it is now pos- 
sible to obtain SIX different speeds from 
one machine: 1000, 1500, 2100, 3000, 
4000 and 6000 R. P.M. And changing 
from one speed to another is only a mat- 
ter of seconds, simply a “twist of the 
wrist.” 


This splendid, new feature is in wide 
demand for several big reasons: It as- 
sures better finished results. Maximum 
output per man. Longer life from rotary 
files, grinding wheels, polishing pads, etc. 





Atlanta 





These different speeds are made pos- 
sible by attaching the patented U. S. 
Speed Changer (shown above) to any 
standard U. S. Flexible Shaft Machine 
(none other). This is the famous Gibbs 
V-Disc Transmission of GRAPHITIZED 
MICARTA. It shows highest efficiency in 
power transmission. Positive in action— 
will not slip. Maintains constant speed— 
no back lash. Quiet. Durable. Low in 
replacement cost. Economical. It is not 
obtainable for any other flexible shaft 
machines anywhere. 





U. S. Flexible Shaft Machine in shops 
of The Union Metal Manufacturing 
Company, Canton, sold by The White 
Tool & Supply Co., Cleveland. 


«The United States 


2498 West Sixth Street 


Export Sales Representatives—WESTINGHOUSE ELECTRIC 


Boston Chicago Cleveland 


Dallas 


Denver 


Canadian Division—MAPLE LEAF 


Detroit Minneapolis 





XUM 





XUM 


JANUARY, 1931 MILL SUPPLIES 7 


from NEW US. 


Machines 


opportunities! 





a R GREE 647 + bean” 
ey, 


Se eeadl “rn, 


* 


while increases in profits and in sales volume. 


You have a wide field for sales with U. S. 
Flexible Shaft Machines. They are in real de- 


mand for many purposes in many industries: 





Filing, Grinding, Polishing, Sanding, Engrav- 
ing, Wire brushing, Burring, Lapping, Drilling, 
Send for U. S. Catalog No. 31 for 


etc., etc. 


One of the exclusive advantages of 
U. S.' Flexible Shaft Machines is a copy- 
righted, simple chart which enables 
mechanics to determine easily the proper 
tool or attachment and the proper speed 


. " F for any particular job. 
complete information, prices, ete. 


A Complete Line! 


Another excellent reason why U. S. 
Flexible Shaft Machines pay big is that 
they comprise a complete line for every 
purpose. They range from 4 to 3 
H. P. And they come in all styles of 
mounting: Overhead or vertical. Trolley. 
Floor or stand. Bench or horizontal. 
And a full line of tools and attachments 
is included. The files are mill cut and 
have twice the life of any other. 


Even the hand piece turns on ball bear- 
ings in a grease-tight compartment. It 
is specially designed to assure easy han- 
dling, accuracy, to run cool and free 
from vibration at this important point. 


In every respect the new U. S. Flex- 
ible Shaft Machines qualify for the right 
to be known as “The Good Mechanic’s 
Choice”—just as all the other U. S. 
equipment has ever since U. S. brought 
out the world’s first portable electric 
drill and grinder. Wire or write for the 
U. S. Distributor’s Proposition today. 





Still another big selling feature is the 
genuine U. S. high-grade construction: 
Ball bearings throughout. Vibrationless. 


U. S. Flexible Shaft Machine with 


U. S. “V-Disc’’ Speed Changer operat- 
ing grinding wheel in dressing off 
castings in a Cincinnati plant. 


Electrical Tool Co. 


Cincinnati, O. (Dept. H) 


INTERNATIONAL CO.—150 Broadway, New York City 
ELECTRIC TOOLS, Ltd.—Toronto 


New York Philadelphia Pittsburgh 





San Francisco St. Louis Seattle Syracuse 
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THERE ARE BIG REASONS why distributors 


find Jenkins Valves a profitable line . . . Since 1864, valve users have 


PRR 
associated the Jenkins Diamond Trade Mark <JENKINS > with valves of 
entire Cre 


quality ... The Jenkins line includes valves in bronze, iron and steel for 





Valves are known. .. advertised . . . and sold by distributors everywhere 
... Jenkins Bros., 80 White Street, New York, N. Y.—Boston—Philadelphia 


—Chicago— Houston. . . Jenkins Bros., Ltd., Montreal—London. 


~ — Jenkins 


BRONZE IRON STEEL 


VALVES 


Since 1864 





XUM 


i r wy 
With Which Is Consolidated INDUSTRIAL DISTRIBUTOR AND SALESMAN 


FOUNDED IN 1910 BY ELMER CRAWFORD 
And Combined With Mill Supply Salesman, Founded by Ernest H. Smith 





‘OLUME XXI 


JANUARY, 1931 NUMBER 1 


MILL SUPPLIES 


begins its third decade of service 
to Industrial Distribution » » » 


UST 20 years ago this month Mitt Sup- 
PLIES made its initial appearance. Its 
“purpose, in the words of Elmer Crawford, 
founder and first editor, was to lead in the dis- 
cussion of problems and methods of vital import 
to the mill supply industry. 

The publishers in those early days had to do 
a lot of pioneering. Business men were not so 
free in discussing their problems then as they 
are now. They were particularly skeptical about 
giving out information concerning their methods 
of doing business. If they had a worth-while 
idea they kept it to themselves. Cooperation 
among competitors was the exception rather 
than the rule. 

The industry was faced with definite problems 
in those days—problems of selling, of manage- 
ment, of stock keeping, of service — problems 
which could be solved only through an inter- 
change of ideas. 

Mitt Suppties had its job cut out for it in 
1911, but it was equal to the occasion. It en- 
couraged distributors to exchange ideas, plans 
and methods and took the lead in bringing the 
distributor to a realization of his economic 
importance. 

As the years rolled on, changes occurred in 
the industry. From a loosely knit, comparatively 
small industry, it has grown to one of tremen- 
dous importance. Where sales of the industrial 
distributor back in 1911 were measured in mil- 
lions, today they are measured in billions. While 
there were comparatively few distributors doing 
an annual business of a half a million or more 


trucks were simply unheard of two decades ago. 

The business of the industrial distributor has 
shown a remarkable growth and, of course, with 
it has come more complicated problems, keener 
competition. Probably the most important trend 
of recent years has been that toward specializa- 
tion and creative salesmanship. Years ago, the 
order-taker could get by. Not so today. 

The distributor who expects to survive and 
prosper in the years to come must really sell. 
Performance, not price, is the determining fac- 
tor in getting business on modern industrial 
products. 

MILL Suprpties has long since recognized this 
definite trend toward selective selling and has 
shaped its editorial plans to meet it. 

No one will deny that considerable progress 
in industrial distribution has been made these 
past 20 years, but it is my prediction that the 
accomplishments of the coming two decades will 
far outstrip anything that has yet been seen. 

The task of Mitt Supptigs is clearly apparent 
today even as it was in 1911. The industry still 
has with it the problems of selling, management, 
stock keeping, service. But they are different 
problems today than formerly, in many respects 
more complex than ever. However, we look 
forward to our third decade of publishing serv- 
ice to industrial distribution thoroughly aware 
of our responsibility to a great industry but con- 
fident of our ability to carry on in the future 
with even greater success than in the past. 





plete stocks of today, the spacious warehouses, PRESIDENT 
the efficient sales forces, the fleets of delivery == a5 SSE SSE See a 








20 years ago, today there are many. The com- , Shrhivk 
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ing conditions. Creative salesmanship is essential today 
where order-taking could get by in the old days. Rule- 
of-thumb management has been replaced by scientific 
management. Larger and more complete, but more care- 
fully chosen stocks are maintained now than in 1911. 
Perpetual inventory systems and scientific stock records 
have taken the place of guess work. Delivery service 
has been improved greatly. Credit facilities have been 
enlarged. Simplification has been applied by distributors 
whenever possible and this, of course, has enabled them 
to eliminate considerable slow- 
moving stock. The tendency of 
recent years, also, has been to do 
away with distant unproductive 
territories. This concentration of 
effort, obviously, has brought 
about greater efficiency on the 
part of the distributor—better 
representation for the manufac- 
turers whose lines he handles and 
more intelligent service for the 
users on whom he calls. 

The establishment of hand-to- 
mouth buying policies has also 
been a real factor in improving 
the position of the distributor 
over what it was in 1911, for 
hand-to-mouth buying makes 
industry more dependent than 


An office view of James 
McGraw, Incorporated, Rich- 
mond, Virginia. 


Stockkeeping in the modern dis- 
tributing house is illustrated in 
this picture taken at Charles H. 
Besly and Company, Chicago. 


HE industrial life of this 

country has changed tre- 

mendously in the past two 
decades. New and important 
industries have sprung up; oth- 
ers have passed on; while still 
others have developed from small 
beginnings to positions of out- 
standing importance, 





For example, 20 years ago, aviation was just begin- 
hing to attract attention ; the automotive industry was 
in its infancy; radio as we know it today was unheard 
of; the use of steel and concrete for construction pur- 
poses was in the experimental stage, while the facilities 
for generating electric power were crude in comparison 
to what they are today. Along with the actual changes 
in industry itself have come decided improvements in the 
operation of industrial plants. Hand labor has been 
replaced by machines ; new tools and modern machinery 
have been developed; entire industrial processes have 
been speeded up. 

The whole buying structure of industry has changed. 
Where one man, 20 years ago, was held responsible for 
purchases in the average plant, today, on the average, 
four men have a hand in it. 





I Ratt anbiebeie hie aleve tn the oc ake wibitniiie How the house of Samuel Harris and Company, 
n order to maintain his place in the economic picture. Chicago, looked years ago. Samuel Harris is on the 
the industrial distributor has to keep pace with chang- extreme right. 
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HINDUSTRIAL DISTRIBUTION 


In 20 years, the industrial distributor’s business has grown from 
the million to the billion dollar class 


ever upon the distributor. 

As industry has grown, 
so, too, has industrial dis- 
tribution. Today, for ex- 
ample, there are more than 
1800 distributors who are 
factors in getting indus- 
trial supplies and equip- 
ment to the ultimate user. 
In 1911, there were per- 
haps half that number. At 
present there is more than 
$800,000,000 capital in- 
vested in industrial dis- 
tributing organizations ; 20 
years ago but a fraction 
of that figure. 

In Connecticut alone, 
according to C. B. Lyon, 
The C. S. Mersick and 
Company, New Haven, 
there are 17 more industrial distributors now than 
before the war. This is typical of the growth throughout 
the country. 

To get a true picture of the industrial distributing 
situation today as compared with 1911, let’s glance at 
the results of a recent questionnaire which was answered 
by more than 125 distributors. 

Distributors, according to this nation-wide survey, are 
now covering more concentrated territories than for- 
merly, but there are far more accounts to serve in these 
territories than there were in larger ones years ago. 
Eighty-nine out of 107 distributors said they are serving 
more customers today than they used to in spite of con- 
centrated territories, while 97 out of 106 are representing 
more manufacturers at present than 20 years ago. 


Industrial distributors to- 
day offer nationwide mar- 
ket coverage. This map 
shows stock-carrying dis- 
tributors by states. 


HAT users are buying more from the distributor 
than formerly is the opinion of 66 out of 90 distribu- 
tors. The reasons for this trend toward the distributor 
are: the development of hand-to-mouth buying on the 
part of users; a realization by users that the distributor 
can render them better service at a lower cost ; a recogni 
tion by manufacturers that the distributor, in most in- 
stances, can do the most efficient distributing job for them 
most economically; and the fact that distributors today 
are covering their territories more thoroughly and intel- 
ligently than ever before. 
Those few who believe that buying from distributor 
is on the decline attributed the fact to direct-selling 
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competition on the part of a number of manufacturers. 

In our survey among distributors, we asked in what 
ways industrial distributing conditions has improved in 
the past 20 years. Eighty-eight say that manufacturers 
are cooperating more closely (Continued on page 102) 


L. L. Ensworth and Son, Hartford, Connecticut, is 

said to be the oldest industrial supply house in the 

United States. The two cannons at the entrance 

were used by Washington’s Army during the Revo- 
lutionary War. 
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EVOLU TION 
of Industrial Buying 


TANDARDIZATION 
S as a major factor in 

determining purchases 
has assumed increasing pro- 
portions during the past 20 
years. Due to the necessity 
for maintenance economies 
resulting from interchange- 
ability of parts and uni- 
formity in types of prod- 
ucts used, 27% of main- 
tenance items are purchased 
under systems of standard- 
ization. To meet this re- 
quirement of users, the 
distributor must standard- 
ize his stocks. However, 
before he can do this job of standardizing two things 
must be determined. He must have accurate knowledge 
of the buying potential on each manufacturer’s product 
in the territory he serves, and sufficient facts about the 
use of products, so as to provide information required 
by users. Securing this information and using it as a 
basis for planning sales constitutes market determina- 
tion. Market determination is not in extensive use at the 
present time because manufacturers have not provided 
simplified information on the use of their products in 
industry, nor have distributors classified information on 
their customers in such a way that territorial buying 
potentials can be accurately estimated. 















































By H. W. BARCLAY 


Merchandising Counsellor, Mill Supplies 


The increasing demand of users for products 

which will cut down plant maintenance costs 

and step up production efficiency places a 
new responsibility upon distributors 


There is a trend, however, on the part of manufac- 
turers to recognize thé need of supplying distributors 
with simplified data. At the same time, distributors are 
showing an increasing appreciation for the need of 
developing specialized selling plans based on this 
information. 

Before a plan of market determination can be used by 
a distributor, it is necessary to determine which lines 
are profitable to sell, and which customers have a buying 
potential large enough so that a net profit can be made 
on the business. In other words, distributors must deter- 
mine key products and key buyers, and concentrate sales 
effort upon them. 

During 20 years, industrial mar- 
keting has assumed a highly compli- 
cated nature, which has brought up 
many new problems. New and im- 
proved products have been developed 
to meet the present demand of indus- 
trial buyers for tools, supplies and 


The value of specialization is indicated 
by this chart which shows the large 
percentage of customers of ialized 
salesmen standardizing on lines sold 





36 % 33% A Case Study of 
6 Salesmen 
9 
bs ties 6% 44% 
Specializd Salesmen » Non Spec/alized Salesmen » » 
12 


compared with the few customers of 
non-specialized salesmen who have 
stan ized. 
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sible for selection of the 
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Valves are typical of 
most products sold by 
distributors. Ball bearing 
truck casters, portable electric 
tools, special paints, wire wheel 
brushes, conveyor equipment, 
pumps, fire extinguishers and 
safety equipment indicate a few of 
the other products developed to 
meet the demand brought about by 
industrial modernization. 

The development of these prod- 
ucts by manufacturers has been 
carried on in an effort to meet 
modern service applications by in- 
creasing efficiency in plant opera- 
tion. The effect has been to pre 
cipitate problems of selection and 
comparison by the user in order to 
determine which products meet 
each buyer’s individual problem. 
Because these service advantages 
are usually not obvious, the user 
must have more complete informa- 


tion about products in order to make fair comparisons. 

A recent survey shows that buyers want information 
on the following points: uses, typical installations, work- 
ing data, cost data, new mechanical features, service 


applications, and how the product 


a responsibility upon the salesman to know more about 
his products, where to sell them and how they are used. 


He must also call upon more 


because division of responsibility in industrial organiza- 
tions has resulted in delegating authority for purchasing 


between several individuals. A r 
shows that, in 90% of the plants 


of four individuals function in buying equipment and 
supplies. Because of the importance of service applica- 


tions, production and maintenance 
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New and improved products have been developed 
to meet the present demand of industrial users. 


Three New 
Responsibilities 
of Distributors 


I. Meet the demand of users for 
products which lower costs. 


2. Give better representation by 
planned selling of products made 
by manufacturers with fair sales 
policies. 

Be Develop progressive, simpli- 
fied methods of securing and us- 
ing marketing data. 


is made. This places 
industrial executives, 


ecent national survey 


reporting, an average increasing demand. 


executives are respon- 


In summarizing the 
evolution of industrial 
marketing, it is apparent 
that the distributor has 

three new responsibilities in mod- 
ern marketing, which did not exist 
20 years ago to the same degree 
that they exist at present. 

1. He must meet the demands 
of users for products which lower 
costs. Therefore, sales presenta- 
tions based upon performance of 
products in actual use must be 
increased. 2. He must give better 
sales representation by planned 
selling of products manufactured 
by concerns which have fair dis- 
tributor sales policies. 3. He must 
develop progressive, simplified 
methods of securing and using 
marketing data which will enable 
him to make greater profits, give 
better service to his customers, 
and provide manufacturers with 
better representation. Distributors 


who recognize these responsibilities and carry them out 
in practice can look forward to increasing their impor- 
tance to industry during the years to come. 

Modern improvements in production and maintenance 
processes will continue to create new demands for new 
products which perform more economically in service 
than the products which they replace. 
will be constantly faced with problems of distributing 
these new products. 
the user and the manufacturer, distributors must keep 
pace with progress by selling products which are in 


Manufacturers 


In order to meet the needs of both 


Intelligent analysis of user demand provides distribu- 
tors with a sound basis for progress. 
who contribute plans which (Continued on page 158) 


Manufacturers 


13 






































‘he increased demand on the part of users for specific infor- 

mation concerning products and their applications, the need 

of manufacturers for representatives who will really sell 
their merchandise, and the recognition by distributors of their 
new responsibility to customers and sources of supply have given 
rise to a different kind of selling than existed years ago 


O study of industrial distribution during the 

N past two decades would be complete unless 

it considered the important problems of sell- 

ing. For surely selling is the most vital part of every 

industrial distributor’s business. Therefore let us 

look into the sales problems of years ago and see how 
they shape up with those of today. 

How does selling today compare with years ago? 
Can the old-time drummer get by in these days? Is 
order-taking more or less noticeable now than 
formerly? What about specialization and creative 
selling? Are they more or less necessary now than 
they used to be? How about competition? Is it 
keener or less keen than 20 years ago? Have terri- 
tories been expanded or contracted? What has been 

, , the effect of hand-to-mouth buying? Has it made 
- Yt the distributor’s salesman a greater or less important 
factor? 

In seeking answers to these questions, the coopera- 
tion of many prominent distributors was enlisted. 
Therefore, the conclusions arrived at represent the 
consensus of a nation-wide group of distributors. 



























“There was a 
time when I 
would make a 
trip into the tim- 
ber country of 
Canada and get 
orders for a 
year’s supply of 
goods. Now, 
however, buying 
is done on a 
hand - to - mouth 
basis.” W. ‘ 
Banks, Chase, 
Parker Compay, 

Boston. 

“Today the good industrial sup- 

ply salesman is a specialist. No 

matter how many items his house 
carries. there are some few on 

which he is an expert.” H. C. 

Merrill, Chandler and Farquhar 

Company, Boston. 


“Customers and salesmen are busier today 

than they were 20 years ago. A salesman 

makes more calls and gets more orders.” 

George H. Gibson, Casanave Supply Com- 
pany, Philadelphia. 
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of the SALESMAN 


That the sales problems of industrial distributors 
today are more complicated than in 1911 is almost a 

































unanimous opinion. The set-up in industrial plants “Due to present 
today is more complicated. Not one person but a keen competition 
1 F in business, the 
number must be sold before many sales can be con industrial supply 
summated. The development of hand-to-mouth buy salesman is of 
ee = - ES = == ca 4 greater import- 
oC a 99 
ing policies ainong industrial users has placed a a: si aaa 
greater responsibility than ever upon the distribu- E. W. Graham, 
tors’ salesman. Modern industrial products need Manning, Max- 


well, and Moore, 


to be sold intelligently and aggressively, therefore Steer Cesk. 


salesmen must be thoroughly informed as to their 
advantages and applications. 

Territories covered by the average distributor arc 
much smaller than in the old days. Industrial cen 
ters are more concentrated and each is served by 
local distributors. 

The tendency is for distributors’ salesmen to serve 
fewer customers than formerly but to serve them 
more effectively, thus procuring a greater volume 
of profitable business. 

The most noticeable trend in selling on the part of 
distributors today is that toward specialization and 
creative salesmanship. No longer can the order- 
taker keep step. He must elevate himself to the class 
of the real salesman or step out of the picture. 
Industry today demands intelligent sales service. 
Users have no time to waste on the fellow who is 
merely seeking an order. They are demanding at- 
tention from men who are fitted to assist them in 
working out their own problems by providing prod- 
ucts which increase ‘production or cut down mainte- 
nance costs, or both. 

Manufacturers, 
too, are becoming 
less and less inter- 
ested in the order- 
taker. They are seek- 
ing the sales repre- 
sentation of distribu- 
tors who have more 
to offer than local 
prestige, warehous- 
ing space, delivery 
service and _ credit 
facilities. Manufac- 


“IT have been calling on 
the textile mills for 38 
years and to me the out- 
standing development 
has been the increasing 
demand for quality 
products.” B. N. Shaver, 
Charles Bond Company, 
Philadelphia. 


turers are insisting 
on the kind of sales 
service which will in- 
sure the driving 
home to users of sali- 
ent points concern- 


“Demonstration is in vogue today. Salesmen 
who invite their prospects to operate tools 
ing their products. themselves have the best chance to land the 


order.” W. A. Kemmerer, The Bittenbender 
Company, Scranton, Pennsylvania. 


(Turn to page 112) 
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TWENTY YEARS AGO 





A study of the past, present and future of industrial 
distribution shows a slow but steady development of 
improved distributor-manufacturer relations, and a 
pronounced trend toward profitable specialization 


By CARL A. CHANNON 


Vice-President, Great Lakes Supply 
Company, Chicago 





HEN one goes back 

\\ in retrospect over 20 

years in the industrial 
supply business, it is impossi- 
ble to pick out any spectacu- 
lar development or sudden 
change in policy or set-up be- 
cause industrial distribution is 
not that kind of a business. 
Most of us are like Topsy— 
“We just grew.” 

Our company, like several 
of our Chicago colleagues, 
started as ship chandlers 
There is but little similarity 
between the nature of our 
1910 business and that of 1930. At least 80% 
of our volume in 1910 was done with steam- 
ships, and about 20% with industrials. This 
year our industria! business is 981%4% of the 
total, and but 144% is marine. Changes in 
the character of lake shipping have caused 
practically all of the old time ship chandlers to 
go into the industrial supply business. 

Thus, from the limited and specialized ma- 
rine supply business, we have stepped into the 
almost limitless general industrial supply busi- 
ness. 

A few comparisons wil! be of interest. In 
1910 our gross business was 9% of the 1929 
volume, with one motor truck, one salesman, a 
total of eight persons employed and 10,000 
square feet of floor space. In 1929 we oper- 
ated 14 motor trucks, with 10 salesmen, 85 
persons employed and 92,000 square feet of 





Carl A. Channon 


floor space. Now this looks 
like a right pert growth, and 
it is—in everything but prof- 
its. As our business has 
grown, the ratio of net profit 
to sales has diminished. 

I get quite a kick out of 
outlining to some of our pres- 
ent force what a sinecure I 
had two or three decades back. 
I was not required to report 
for work until seven o’clock 
in the morning, and if I was 
all through with my few sim- 
ple tasks, I was allowed to 
leave at six p.m. I was also 
allowed to work the same hours on Saturday, 
and Sunday was all my own, providing there 
were not a couple of steamboats in need of 
supplies. If this was the case, I was privileged 
to work until the aforesaid orders were prop- 
erly filled and delivered. 

The duties of a junior executive were varied. 
He was allowed to help put up orders, answer 
the telephones, load the truck, do a little book- 
keeping, billing, and writing such letters as 
were necessary (by the pick and hunt system), 
interview salesmen who called, and, in his spare 
time, entertain the visiting seafaring custom- 
ers, said entertainment consisting of trips over 
to the corner merchant with the swinging door. 
These entertainment duties were not consid- 
ered as arduous. 

A comparison of the inventories of the years 
1910 and 1930 is most interesting. Our 1910 
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inventory amounted to $55,000 and consisted 
of about 4,000 items. Our 1930 inventory will 
run about $450,000 and consists of 27,000 
items. 

Enough of my own experience or those of 
our company. What has been the outstanding 
development in industrial distribution during 
the last two decades ? 

As I mull over this question, I can find but 
one answer—the development of a more 
cooperative spirit between distributors and 
manufacturers and among distributors them- 
selves. This improved feeling throughout the 
industry has been brought about largely by the 
work of associations, both national and local, 
and, more lately, by the Joint Merchandising 
Committee of the Mill Supply Business. 

Annual meetings of distributor and manu- 
facturer associations have been instrumental in 
improving manufacturer-distributor relations, 
while local industrial supply clubs have done 
much to improve the relationship of distribu- 
tors toward one another by serving as clearing 
houses for ideas, elevating the ethics of the 
industry, and promoting a friendly cooperative 
spirit among competing houses. 

I believe manufacturers are recog- 


tor’s function, and the modern distributor 
recognizes and accepts this responsibility. 

There is no doubt in my mind but what 
specialization on good, profitable lines is the 
trend of the day—and the logical one. Fur- 
thermore, I believe specialization will eventu- 
ally be recognized by a majority of distributors 
as the only solution to their profit problems. 
For the manufacturer, it will mean the best 
possible type of sales representation. Distribu- 
tors and manufacturers who are thinking in 
terms of specialization are, I believe, thinking 
along the right lines. Those distributors who 
are now specializing—with the co-operation of 
the manufacturers on whose lines they are con- 
centrating—are already enjoying the greater 
returns accruing from this effective type of 
selling. 

Looking ahead into the next decade, I feel 
certain that the progress made in the last two, 
so far as industrial distribution is concerned, 
will be out-distanced, with honest co-operative 
effort on the part of manufacturers and dis- 
tributors to solve their common problems in a 
manner profitable to all. 





nizing more as each year passes, the 
value of properly functioning distri- 
bution through distributors. The 
responsibility for the misunderstand- 
ings that existed 20 vears ago between 
manufacturers and distributors was 
probably a fifty-fifty proposition, 
most of which was traceable to lack 
of confidence in and suspicion of 
each other. 

An honest effort through the years 
on the part of thinking manufactur- 
ers and distributors has done much to 
dissipate this feeling of antagonism. 
[ think that most present day dis- 








tributors are concentrating on an 

















“In 1910, our gross business was 9% of the 1929 
volume, with one motor truck, 8 persons employed, 
one of which was a salesman, and 10,000 feet of floor 
space. In 1929, we operated 14 motor trucks, em- 
ployed 85 people, 10 of which were salesmen, and 


intelligent effort to do a great deal 
more than warehouse the goods of 
manufacturers. Real sales effort is a 
most important part of the distribu- 




















occupied 92,000 feet of floor space.” 
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THE SOUTHERN 


By ALVIN M. SMITH 
Secretary-lreasurer, Southern Supply and Machinery 
Distributors’ Association 

N April 15, 1902, the Southern Supply 

and Machinery Dealers’ Association came 

into being with 19 charter members at 
Charleston, South Carolina. The Association was 
organized to correct the unfair practices and poor 
business standards that, even in those days, existed 
in the south. C. B. Jenkins, at that time president 
of The Cameron and Barkley Company, Charles- 
ton, who was also the first president of the .\sso- 
ciation, sounded a keynote in his opening remarks 
at the first meeting when he made a plea for the 
setting up of a permanent organization which 
would bring together competitors yearly and en- 
able them to discuss their difficulties and exchange 
ideas. Mr. Jenkins emphasized the fact that the 
Association was in no way to come to any agree- 
ment or effect a combination for the regulation 
of prices. 

The aims of the Association as stated in the by- 
laws were as follows: “The objects of this Asso- 
ciation shall be the promotion of more friendly 
business relations, mutual confidence and good- 
will with each other and with manufacturers ; and 
to encourage and promote the commercial inter- 
ests of the supply and machinery business of the 
south in every possible way.” 

The first regular meeting of the Association 
was held in Memphis, Tennessee, on November 
12 to 14, 1902. At that time the membership had 
grown to 30. C. B. Carter of Knoxville, Tennes- 
see, Was appointed secretary, and plans were made 
for holding the second regular meeting in New 
Orleans, April 8 to 10, 1903. I succeeded Mr. 
Carter as treasurer in 1906 and the next year 
became secretary-treasurer. 

From the very first the principal efforts of the 
\ssociation were directed toward establishing the 
fact that the supply and machinery distributor was 
entitled to preferential recognition by the manu- 
facturer in the distribution of his products. The 
efforts met with such success that by 1907, nearly 
all the manufacturers in the supply and machinery 
industry of the south had accepted honorary 
membership in the Association. 

Out of this beginning, grew the idea of having 
a manufacturers’ association, and at the Savannah 


convention of the Southern Association held on 
April 25 to 28, 1905, the American Supply and 
Machinery Manufacturers’ Association was formed. 

In Cincinnati, 1907, the first joint meeting of 
the American Supply and Machinery Manufac- 
turers’, The Naticnal Supply and Machinery Deal- 
ers’, and Southern Supply and Machinery Dealers’ 
Associations was held. 

Our organization has always worked to improve 
conditions within the industry and today is taking 
an active part in the activities of The Joint Mer- 
chandising Committee of The Mill Supply Busi- 
ness. We firmly believe in the plan outlined by 
the Committee and feel that it merits the support 
of every member of the industry. 

The Southern Association has grown from the 
group of 19, which organized it nearly 29 years 
ago, to an Association of 125 members. While we 
can look back with pride on our accomplishments 
of the past, our eyes are fixed on the future and 
every effort will be put orth to make our industry 
an even better one than it is today. 


THE AMERICAN 


By R. KENNEDY HANSON 
Secretary-Manager, American Supply and Machinery 
Manufacturers’ Association 

HE American Supply and Machinery Man- 

ufacturers’ Association was formed in 1905 

at Savannah, Georgia, founded on a plan 
drawn up by a committee appointed by Peter 
Blow of Knoxville, Tennessee, then president of 
the Southern Supply and Machinery Dealers’ As- 
sociation. The men serving on this committee 
were: Edward I*. Hinman, president, American 
Steam Pump Company, Battle Creek, Michigan ; 
Samuel L. Moyer, vice-president, The Lunken- 
heimer Company, Cincinnati; Melville M. Mix, 
president, Dodge Manufacturing Corporation, 
Mishawaka, Indiana; Charles F. Aaron, vice- 
president, New York Leather Belting Company, 
New York City; and S. P. Browning, vice-presi- 
dent, The Ohio Valley Pulley Works, Incor- 
porated, Maysville, Kentucky. 

This organization meeting was held following a 
convention of the Southern Association held in 
Savannah and then as now, the two associations 
worked together harmoniously for the good of 
both organizations and the mill supply industry. 

Edward F. Hinman was elected the first presi- 
dent and Fred D. Mitchell the first secretary- 
treasurer with the following officers and directors : 
M. W. Mix, first vice-president ; Charles F. Aaron, 
second vice-president; John J. Vorhees, fourth 
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vice-president ; Samuel L. Moyer, chairman, ex- 
ecutive committee; and S. P. Browning, N. A. 
Gladding, and J. H. Grubb, members of the ex- 
ecutive committee. 

Most of the work of the Association since its 
organization has, of course, been undertaken with 
the general purpose of helping to solve the prob- 
lems met by the members in the distribution of 
their products, and with contacting the distributor 
associations. 

With the appointment of strong committees, it 
has been possible to do a great deal toward ac- 
complishing this aim. The Research Committee 
is studying the costs of distribution of many prod- 
ucts; the Education Committee is working out a 
program intended to help the industrial supply 
distributor’s salesmen prove to the industrial user 
the value of buying through the distributor, and 
a “Group by Industry” idea is being developed 
now which is expected to solve many problems 
affecting manufacturers. 

One of the most important steps taken during 
the past two years has been the appointment by 
President David C. Jones of a Merchandising 
Committee which, for over a year, has met and 
planned what later developed into the Joint Mer- 
chandising Campaign, now under way. 

At the present time the officers and directors 
of the Association are: David C. Jones, president ; 
W. C. Allen, first vice-president; J. Harvey Wil- 
liams, second vice-president; George T. Bailey, 
treasurer; R. Kennedy Hanson, secretary-man- 
ager ; William H. Fisher, chairman executive com- 
mittee; and G. H. Halpin, B. A. Keiley, W. F. 
Kilborn, H. F. Seymour, and Edward H. Ball, 
members of the executive committee. 


THE NATIONAL 


By H. R. RINEHART 
Assistant Secretary-Treasurer, The National Supply 
and Machinery Distributors’ Association 


HEN the charter members of the Na- 
W\ tional Supply and Machinery Distribu- 
tors’ Association assembled in Cleveland 
on February 15, 1905, to form the nucleus of the 
present organization the mill supply business was 
in its infancy; in fact it was only beginning to 
gain recognition as a separate branch of industry. 
The men attending that meeting, however, had 
the vision to see the tremendous future possibili- 
ties for the distributor and to realize that organi- 
zation would give added strength for developing 
these potentialities. 
Many of those attending the initial meeting are 
still actively identified with the Association and 
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their continued growth and success is in itself an 
effective proof of the importance of the distribu- 
tor. The companies represented at this first meet- 
ing were: C. S. Mersick and Company, Charles 
H. Besly and Company, Machinists’ Supply Com- 
pany, Manning, Maxwell and Moore, Vonnegut 
Hardware Company, Chandler and Farquhar 
Company, T. B. Rayl Company, Charles A. Stre- 
linger Company, F. E. Satterlee Company, W. R. 
Colcord Machinery Company, J. W. Wright and 
Company, Beals and Company, Syracuse Supply 
Company, Troy Belting and Supply Company, 
kX. A. Kinsey Company, E. K. Morris and Com- 
pany, Queen City Supply Company, Cleveland 
Tool and Supply Company, W. M. Pattison Sup- 
ply Company, Strong, Carlisle and Hammond 
Company, White Tool and Supply Company, 
George Worthington Company, Hazelton Ma- 
chinery and Supply Company, Brown and Zort- 
man Machinery Company, Frick and Lindsay 
Company, Pittsburgh Gage and Supply Company, 
Somers, Fitler and Todd Company, Charles Bond 
Company, Maddock and Company, Scranton Sup- 
ply and Machinery Company, and Phillip Gross 
Hardware Company. 

In the early period of the Association’s exist- 
ence, its progress was retarded by many difficul- 
ties. Association work was new to the industry 
and many, therefore, doubted that results could 
be obtained. In addition, the Association pro- 
gram was restricted by limited funds. The suc- 
cess of the organization in the face of these ob- 
stacles is largely due to the capable leadership of 
the late Captain FE. E. Strong, of the Strong, 
Carlisle and Hammond Company, who served as 
president during the first two years, and George 
Puchta, of the Queen City Supply Company, who 
was unanimously chosen to succeed him. 

As it grew in strength and prestige, Association 
officials were able to expand its. activities and 
broaden the character of the service rendered. 
At present this service has assumed many differ- 
ent forms. Frequently it is personal in character, 
intended to assist members with their individual 
problems. In its broader and more general as- 
pects, however, the Association aims to bring dis- 
tributors together in a united effort to advance 
their individual and general welfare, to encourage 
improved relations between everyone in the in- 
dustry, place business ethics on a higher plane, 
and create improved (Continued on page 100) 
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THE VIEWS OF MANUFACTURERUS! 


The Distributor Will Become a Greater Factor 


“ ANUFACTURERS are begin- 

ning to realize that the most eco- 
nomical way of reaching industrial users, 
particularly on items where technical ad- 
. vice is not essential, is through the indus- 
trial distributor. 

“It is expensive for manufacturers to 
maintain stocks and contact users. The 
manufacturer who sells through the dis- 
tributor has lower expenses and can, ac- 
cordingly, make lower prices. Just 
recently, three manufacturers who have 
maintained stocks in Chicago, told me 
that they are going to discontinue them after the first of 
the year—even though one of them still has a year’s 
lease on his present quarters. 

“From the standpoint of the user of industrial sup- 
plies, it seems to me that drawing frequently upon a 








stock in reasonably small quantities is 
far more to his advantage than buying 
large lots direct from the manufacturer, 
for it means a lessened inventory invest- 
ment and a proportionate decrease in ob- 
solescence losses. Very often these ad- 
vantages more than outweigh any price 
saving effected by large quantity pur- 
chases. 

“Because of these advantages both 
from the manufacturer’s and_ user’s 
standpoint, the distributor of industrial 
supplies is going to be a greater factor 
in the future than he has been in the past. Particularly 
will this be true on items which do not require technical 
skill for installation or servicing.” C. J. Whipple, presi- 
dent, Hibbard, Spencer, Bartlett and Company, Chicago, 
Illinois. 


We Are in an Age of Spectalization 


66 HIS is an age of specialization. 

Many products that are put on the 
market require demonstration, instruc- 
tion, and service. In selling products of 
this kind, either the distributor must 
recognize the need for technical knowl- 
edge or else quit handling them. 

“My feeling is that the distributor will 
have an important position in the picture 
so long as he functions as a distributor 
and so long as his sales force is compe- 








tent to give the information and assistance 
that is required in selling merchandise. If 
the distributor makes himself of value to 
manufacturers, certainly they are not go- 
ing to be short-sighted enough to attempt 
direct’distribution. 

“In other words, the future of the dis- 
tributor depends very largely on what he 
himself makes it.” Fred S. Durham, 
vice-president and treasurer, Bonney 
Forge and Tool Works, Allentown, Pa. 





The Industrial Distributor’s Position Is Safe 


so J [ seems to me that the industrial 

distributor is in a safe position for 
some time to come, especially as com- 
pared with distributors in some other 
lines of business. In fact, it is our ob- 
servation, that the present depression has 
to some extent strengthened his position 
due to the fact that many large industries 
which previously bought in very large 
quantities direct from the manufacturer, 
are now buying on a hand-to-mouth basis 
through the distributor. It is more than 
likely that these habits of hand-to-mouth buying, and 
rapid turnover, will prevail for a long time, and if the 
distributor is on his toes and capitalizes on this oppor- 
tunity to regain lost business, his position with users 
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is bound to be strengthened. Further- 
more, his position will be strengthened 
with manufacturers many of whom may 
set up more equitable distribution pol- 
icies. 

“In the last analysis, the welfare of 
the distributor, of course, depends en- 
tirely, as in every other business, on 
the enterprise, business acumen, and will- 
ingness to work of the individuals back 
of the business. 

“Those distributors who perform an 
economic service for industry most assuredly will survive 
and prosper as time goes on.” S. Duncan Black, presi- 
dent, The Black and Decker Manufacturing Company, 
Towson, Maryland. 
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Tendency Is to Support and Strengthen the Distributor 


7 HE future of industrial distribu- 
tion is in the balance today with 
the final answer depending chiefly upon 
the distributor, but also somewhat upon 
the cooperation he receives from manu- 
facturers, not only in their capacity as 
sellers but likewise in their disposition to 
purchase through the distributor. I say 
the future of the distributor depends 
chiefly upon his own efforts because, de- 
spite all the good will in the world, the 
extent to which this manufacturing co- 
operation can be commanded depends largely upon the 
extent of the distributor’s ability to give his customers 
and his vendors the best and cheapest service. 
“Most manufacturers, in fact, all but a very few of 
the largest ones, would like to see the distributor main- 
tain and strengthen his economic status and their incli- 








nation is to help him to do so. They 
sympathize with him in the pressure to 
which he is being subjected by new forms 
of distribution and, in some cases, by the 
reluctance of the larger consuming units 
to encourage him with their patronage. 
In the industrial supply field the inherent 
tendency is to support and strengthen the 
distributor and few believe that his de- 
mise is yet in sight. 

“The eventual life or death of the dis- 
tributor is going to be determined by his 
customers and vendors according to the castle or the 
grave which, in cooperation with his fellow distributors, 
he builds for himself. 

It’s up to the distributor, therefore, to make his future 
secure.” J. Harvey Williams, president, J. H. Williams 
& Company, New York. 





Importance of the Distributor Cannot Be Ignored 


*€ ANY industry desiring to build its 

business into one enjoying long 
prosperity cannot and most certainly will 
not ignore the importance of the indus- 
trial distributor. 

“Tt is my belief that industry is today 
recognizing the distributor as an import- 
ant factor in contributing to reductions in 
the cost of operation as well as to ad- 
vantages in speed of production. 

“Tt is difficult to visualize at this time 
any other agency of distribution replac- 
ing the industrial distributor, but it is not at all difficult 
to see how the distributor can and should operate to 
make his future secure. The large and important in- 
dustries want well known and thus well advertised 
commodities and therefore, the successful distributors 








of today and the future as well will be 
those who capitalize on proved lines 
made by responsible and widely known 
manufacturers. 

“In my opinion, opportunity for the 
distributor to impress his importance 
firmly on the industrial world, was never 
greater than it is today. A secure posi- 
tion in the future will not come to the 
distributor who makes excuses for being 
out of stock nor to one who carries a 
line just as good, but it will come to the 
distributor who recognizes the real and sales values in 
lines of known value and who carries a sufficient stock 
to give exceptional service.” William E. Cross, vice- 
president, Victor Saw Works, Incorporated, Middle- 
town, New York. 





Mass Distribution Is Making Headway 


66 HE statement is often made that 


to gain the greatest benefits from 
production, we must bring about mass 
distribution. Mass production means get- 
ting together in one place all the materials 
that enter into the production of an arti- 
cle, together with sufficient power both 
in machines and human labor to produce 
the article. Mass production is a cen- 
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tralizing process. One of the finest il- 
lustrations is, of course, the Ford organ- 
ization in Detroit. 

“Mass distribution on the other hand, 
is a decentralizing process, a scattering 
process, a carrying from a central point 
to widely scattered portions of the coun- 
try the articles manufactured at this 
central point. (Continued on page 124) 
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In the old days, deliveries 
were made by horse and 
wagon. 


The distributor of today 
operates a fleet of trucks. 


a 
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How the stockroom at Manning, Maxwell and Moore’s 
looked years ago. Quite different than the stockroom of 
the distributor of today shown below, isn’t it? 


C. A. Moore, Jr., pres- 
ident of Manning, 
Maxwell, and Moore, 
dictating. Notice the 
contrast with photo- 
graph of years ago as 
to office furnishing and 
secretaries. 


C. A. Moore, founder 
of Manning, Maxwell 
and Moore, dictating 
to his secretary. M.S. 
Clayton, who is now 
assistant treasurer and 
secretary of the firm. 
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The 1930 triple convention 

of the National, Southern 

and American Associations 

at Memphis was well at- 
tended. 


Styles have changed as is 
indicated by the photo- 
graph of the 1905 conven- 
tion of the Southern Asso- 
ciation at Savannah. 


The accounting department at Manning, The original home of the Bittenbender Company, Scranton, 
Maxwell, and Moore, as it appeared in Pennsylvania, shown above, looks quite different than the 
1904. Note the difference when com- main buildings of today. The present quarters of the com- 
pared with present-day offices shown pany occupy 64,000 square feet of floor space. 


above. 
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WHO 


A review of the regular monthly depart- 
ment in Mill Supplies in which 1s published 
the biographies of outstanding distributors 
of industrial supplies and equipment 


MILL SupPviEs launched its ““Who’s Who” 

department and each month since then it has 
carried the biography of some outstanding dis- 
tributors of industrial supplies and equipment. 

To say that the “Who’s Who”’ feature has 
come to be of real interest to readers of MILL 
Supplies would be putting it lightly. It is 
more than interesting. It is constructive, edu- 
cational, historical, and thought provoking. 

And why not? Why shouldn’t distributors, 
particularly those who are just starting their 
climb up the ladder, be enthusiastic about seeing 
how the fellow who has already reached the 
top got there. 

Many times we are inclined to think of the 
man who is heading the parade as being lucky. 
Our reaction is apt to be that he got his place 
because the breaks went his way. Perhaps he 
did get the breaks, but if so it was probably 
because he made them. 

None of these outstanding men whose pic- 
tures appear on the opposite page and whose 
biographies have been published in past issues 
of this magazine has had smooth sailing to 
reach the important position he holds in his 
company today. Every one of them has had 
to work hard and overcome any number of 
obstacles to reach the pinnacle. But all of them 
had the courage and the ambition to do each 
job assigned them just a little better than the 
other fellow. When the going was roughest, 
they worked hardest. The positions of respon- 
sibility they hold today are evidence enough 
that their efforts have been rewarded. 


I: was just a little over two years ago that 


There are opportunities aplenty in the mill 
supply business today, more opportunities than 
ever before as a matter of fact, because dis- 
tribution is just beginning to come into its 
own. Already a business in the billion dollar 
class, distribution through the industrial dis- 
tributor gives promise of wide expansion in 
the years ahead. Manufacturers are coming 
more and more to realize that the distributor 
is performing a definite economic service to 
industry and as a result are more inclined than 
ever to turn the job of distribution over to him. 
Users, too, are finding it profitable to buy from 
the distributor and hence are patronizing him 
to a greater extent than in years gone by. 

All this means that the industrial distributor 
will become an even greater factor in the future 
than he is today. Obviously, as the distrib- 
utor’s business expands, new opportunities will 
arise. Capable help will be needed to man the 
posts. The cub salesman and others just break- 
ing in the business today will be the leaders of 
tomorrow. 


FOR these men, destined to carry on in the 
years to come, the biographies of such lead- 
ers as the Puchtas, Bonds, Rogers, Holmgreens, 
Todds are inspirational. They should encour- 
age a man in his efforts to reach the top and 
fire him with an enthusiasm that won’t be 
denied. Add to this the human interest appeal 
which the biography of every outstanding man 
carries with it and you have the answer as to 
why “Who’s Who” is a regular monthly fea- 
ture of Mitt SuppPties. 
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LATHE CHUCKS 


Modern production methods make the self-center- 
ing chuck almost an indispensable part of lathe 
equipment. The body is of steel and each jaw a 
solid piece of steel hardened and ground to an 
exact gauge. Scrolls are also of steel on which 
the spirals and teeth have been cut with precision. 
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TOOL HOLDERS 


This boring tool holder will come in 

handy in the tool room or in boring work 

of small internal diameter. Boring bars 

furnished are of the best tool steel con- 
struction. 


> 


LATHE DOGS 


These bent tail lathe dogs are drop forged 

from a special grade of open hearth steel. 

The square head screw is of alloy steel 
and hardened on the point. 
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Momething More- 


MACHINE LOOL 
ACCESSORIES 


DRILL PRESS VISE 


Drill-press vises can be 
fastened on the bed plate of 
any drill press for holding 
small objects to be drilled. 
They can be attached in a 
few minutes and being abso- 
lutely rigid prevent slipping. 


lj 





KEY DRILL 
CHUCKS 


Key drill chucks are light 
in weight and particularly 
adapted for use on electric 
drills where a small, sure- 
gripping chuck is essential. 
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Sell Him Something More 


MICROMETERS 


A sufficient number of microm- 

eters should be kept around a shop 

so that workmen can get them 

quickly when needed. You will 

find this instrument absolutely 
accurate. 


YS 





SY 


COMBINATION SQUARES 


A combination square is a handy tool for it can 
be used as a depth gauge, will square a mortise 
or a mitre, and with an auxiliary center head 
furnish a centering square both inside and outside. 





CALIPERS 


Keep a good supply of calipers on 
hand for measuring diameters, 
both inside and outside. 
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* Published by The Osborn Manufactur 





General Offices of The Chas. A. Strelinger Co. 


HE Chas. A. Strelinger 
Company of Detroit 
has made Osborn Brushes an 
important part of their busi- 
ness by the correct application 
of selective selling methods. 


An official of the company, 
cited Osborn co-operation 
as a big factor in their success. 


“Industrial distribution to- 
day,”’ he said, ‘thas no place 
for high-pressure sales meth- 
ods. Knowledge ofthe product 
by the salesmen and practical 
co-operation on the part of 








KNOW THE LINE OF 
OSBORN BRUSHES 


Wire Wheel Brushes 

Fibre Wheel Brushes 

Paint and Varnish Brushes 
Wire Scratch Brushes 

Floor Brushes 

Push Brooms —Wire and Fibre 
Upright Bass Brooms 
Counter and Bench Brushes 
Window Brushes 

Rotary Brushes 

Flue and Heater Brushes 
Special Purpose Brushes 


Tne Ostorn MAnuracturinG COMPANY 
5401 Hamilton Ave. - Cleveland, Ohio 


Sales Branches 


New York, Detroit, Chicago, San Francisco, 
Los Angeles 
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THE CHARLES A. 
STRELINGER CO. 
BUILDS BRUSH 
VOLUME WITH 
OSBORN LINE 


the manufacturer are essential 
to the successful sale of a 
product or line. 


‘We cover the first point by 
holding daily meetings to dis- 
cuss each day’s sales, prospects 
developed, follow-up work 
and other important matters. 


‘Every Saturday morning, we 
hold an educational meeting to 
keep our salesmen informed of 
product usesand developments 
in industrial salesmanship. 


“On some occasions, one of 
our own salesmen is assigned 
to discuss a certain line which 
he must study thoroughly pre- 
liminary to his talk. 


‘‘At other times we invite a 
manufacturer’s representative 
to demonstrate and explain 
his product or line. 


“We have called in Lloyd 
H. Weber, Advertising Man- 
ager of The Osborn Manufac- 
turing Company. Mr. Weber 
gave a most interesting and 
informative talk on brushes, 
supplemented with displays of 
raw materials, finished prod- 
ucts, manufacturing, sales 








Home of The Chas. A. Strelinger Co., Detroit, Muh. 


and advertising charts that 
proved most helpful to our 
salesmen. 


‘Such discussions have a 
most stimulating effect 
upon the entire sales force 
as they obtain a workable 
knowledge of the products 
they have to sell. 


“Osborn Brush Sales have 
grown thru frequent adver- 
tising effort and carefully 
planned sales work, backed 
up by willing and ethcient as- 
sistance from representatives 
of the Osborn Company.” 





~ , ” 
ARE YOU READY?P? 
A brand new year is ready for action. We 
haveall been bombarded with forecasts about 
1931. Everybody has guessed. One guess 
is as good as another. Now let’s get going. 


You want more business. Everybody does. 


Why not get it ? But how ? Here’sone way— 


Go after every customer’s brush business 
It’s worth getting —on a selective selling 


basis. It’s the best way te build customer 





good will ; increase repeat business ; quicken 


turnovers; cut sales expense; and make 


brushes an outstanding leader, 

The Osborn Plan of Co-operation can help 
|} you do it. Everything you need to put your 
| brush businessinto the leaderelass is provided 
for. We're ready for action. Are YOU? 

C. W. TITGEMEYER 


Vice Presidentof The Osborn Manufacturing Co. 





Building Bigger 


H. VAN BAALEN, a representative of L. Best Company, 
New York City, is the ‘‘brush conscious”’ salesman in this 
month’s planned selling suggestion. 


Before making this call, Mr. Van Baalen planned to discuss 
Osborn Wire and Fibre Wheel Brushes as he knew this company 
had numerous operating and maintenance uses for them. 


“In your plant’? —states Mr. Van Baalen 
after leading up to the point in his usual 
way, ‘there are a good many uses for 
wheel brushes. Some of these jobs are 
more or less standard. But there are prob- 
ably times when it’s puzzling to know 
what type of brush is just right for the job. 


“*T would like to work with you on these 
matters. Here’s the Osborn Catalog that 
illustrates the wide scope of the Osborn 
line of wire and fibre wheel brushes. Next 


time you have a brush problem, try me 
> 





out. I know I can be of assistance to you.’ 








{A few days later, the buyer telephoned Mr. Van Baalen, asking 
him to call. Upon arrival at the customer’s office, Mr. Van Baalen 
was introduced to the master mechanic.) 


**Bill tells me you have a wheel brush for every kind of job,’” said 
the master mechanic. ‘*Well, here’s a tough job for any brush. 
Solve this and you'll help me out of a hole.’* 


**T believe that'll be easy for an Osborn Master Wheel,”’ replied 
Van Baalen. ‘‘Wait a minute, I have one in my car. Let’s try it 
out in the shop.”’ 


(Out im the shop, Van Baalen explains the features of the Osborn 
Master Wheel to the mechanic) 


“These Osborn Adaptersare made in varioussizes. I'll snap 
these into the standard 2-inch opening of the Osborn 
Master Wheel. I can fit any size arbor by using the cor- 
rect size of Osborn Adapter,’’ explains Mr. Van Baalen. 
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brush business 
with Osborn Wire and Fibre Wheel Brushes 


WIDE RANGE of industrial requirements for 
Osborn Wheel Brushes makes it possible for 

the “brush conscious” salesman to build good volume 
business with this important part of the Osborn line. 
9 In many cases, it is comparatively easy for a sales- 
man to recommend the correct Osborn Brush as soon 
as he learns the customer’s requirements. In other 
cases, it is necessary that the customer try out two or 
more different types of Osborn Wheel Brushes to find 
the one that best meets the conditions. 9 It is sometimes 
desirable for the salesman to call in an Osborn factory 
representative to help meet an unusual requirement. 


See next page for illustrations and de- 
scriptions of various types of Osborn 


Wire and Fibre Wheel Brushes. 


**Now let’s see what the 
Osborn Master Wheel does 
with this job.”” 

**That’s the stuff!*? said the 
master mechanic, ‘fYou have 
certainly solved a problem 
for me.”” 

**Call me any time,’” was 
Van Baalen’s hearty reply. 
“Remember that there’s an 
Osborn Wire or Fibre Wheel 
Brush made for practically 





every operating and mainte- Back in his office, Mr. Van Baalen has a chat with 
nance job that a brush can do. Mr. Best 
If you ever get a job that has me peli aii 
7 €Crg~ - . 
stopped, Vil have an Osborn This is not a large order,’’ says Van Baalen, “‘but 
factory man help us out, I believe it is the beginning of some real volume business. 
“’That’s fine,’” said the master You know what influence the master mechanic has in 
o. ne ee: . x 7 
mechanic, “I’m going to that plant. Well, he told me this morning that he’s 


ree me that we stand- . . . 
recommend : ‘ going to recommend that his company standardize on 


Osborn Wheel Brushes.”’ 


ardize on Osborn Brushes.’’ 


‘ . ” hry 

“Good work,’’ commented Mr. Best. ““That’s the 
kind of constructive selling that has put our brush 
business in the leader class.’’ 
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Important note: Due to space limitations, the chart on 
this page deals only with the broad, general differ- 
ences in the various styles of Osborn Wheel Brushes. 
Supplementary charts are available showing different 


WIRE AND FIBRE WHEEL BRUSHES 
FOR OPERATING AND MAINTENANCE WORK 


gauges of coarse, medium and fine wire used in the 
various styles of wheels. The exact job conditions and 
customer requirements must be known before the cor- 
rect style and size of Osborn Brush can be selected. 





Economy Steel Wire Sections. 

Made without hub. For most 

standard requirements, a set of 

Economy Sections is used with inter- 

locking hub. For special require- 

ments, Economy Sections are usu- 

ally mounted without hub directly 

on shaft. Width of face limited 

only by length of shaft or arbor. 
Osborn Economy Steel Wire 
Section. Sizes range from 


2” to 15” in diameter. 


y 


The Interlocking Hub. 
Made with various sizes of arbor 
holes, for use with sets of 


Economy Wire Sections. 
Osborn Interlocking Hub. 


Monitor Steel Wire Sections. De- 
signed for use without hub. Can be 
usedseparately ascomplete wheel, 
or witha number of sections, any de- 


sired width of face canbe built ur 


Osborn Monitor Steel Wire 
Section. Sizes range from 
6” to 15” in diameter. 





Osborn Master Wheels. 
Built as a complete unit in various 
diameters. Each size has standard 
2-inch opening taking any one of 
various sizes of Adapters. Osborn 
Master Wheels can be adapted 


to practically any size of arbor. 


Osborn Master Wheel. Sizes 
range from 4" to15" in diameter. 





Osborn Adapters, 
which fit all sizes of Master Wheels, 
are made withvarious sizesofarbor 


holes from %” 


One ot a Pair of Osborn 


Adapters. to 14” inclusive. 








Riehl Wire Sections. Designed 
for use without| hub. Construction 
permits greater amount of wire in 
this brush which takes fewer num- 
ber of sections to build up any 
required width of face. Riehl Sec- 


tions are noted for great durability. 


y Osborn 
Riehl Wire Section. Sizes 
range from 3” to 15” in diameter. 


Triumph Tampico Sections. Made 
without hub. For most standard re- 
quirements, a set of Triumph Tam- 
pico Sections is used with aluminum 
hub. For special requirements, 
Triumph Tampico Sections are usu- 
ally mounted without hub directly 
on shaft. Width of face limited 
only by length of shaft or arbor. 


yy Osborn Triumph Tampico 
Section. Sizes range from 
6” to 16” in diameter. 
Two-piece aluminum hub. Adijust- 
able and self-locking. Hub can 
be refilled with new sections when 
the original brushpartsarewornout, 


Osborn Aluminum Hub. 


\y 


Osborn Wood Hub Wire Drawn 
Fine Wire Wheels. This is a popu- 
lar type of Osborn Wheel Brush for 

nditions requiring very fine wire. 
Platers and various metal fin- 
ishers prefer this type. Made in 


various sizes of arbor holes. 
Osborn Wood Hub Fine Wire 
Wheel. Sizes range from 
3” to 6” in diameter 


Osborn CoarseWire Cup Brushes. (ne 


Designed for use on air tools 


for removing rust and scale, 


\ 


Osborn 
Coarse Wire Cup Brush 
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‘| OOKING BACK 


On 


two decades of 


Publishing Service 


By CARL W. MILLER 


VERY business begins with an idea. The idea 

of a magazine published solely in the interests 

of industrial distribution found a champion in 
the mind of Elmer Crawford early in 1910. For years 
he had been associated with a publication covering the 
plumbing and heating trades. At that time industrial 
supplies were sold also by many jobbers of plumbing 
and heating supplies, and the publication was used to 
serve both lines. But some of the leading manufacturers 
and distributors of mill supplies were not satisfied to 
have their business considered by business paper pub- 
lishers as a secondary one and it was their encouragement 
that led Mr. Crawford to enter the field as an independ- 
ent publisher. 

Those who knew Mr. Crawford may remember his 
liking for bright colors, and especially his red cravats. 
It was not surprising, therefore, when MILL Supplies 
made its first appearance in January, 1911, that the 
front cover was generously bedecked with red, and that 
each page of the entire magazine carried a red border. 

As with most new enterprises, the magazine had many 
difficulties to overcome before it took its place among 
well established business publications. There were times 
when the help of a. friendly bank was needed to satisfy 
the printer and the paper dealer. There were months 
when the editors seemed to have exhausted the possi- 
bilities for feature articles, but something new always 
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turned up in time to save the issue. There were many 
arguments with manufacturers who doubted the ability 
of the new publication to assist them in securing na- 
tional sales via the industrial distributor. There were 
manufacturers who were not able to see far enough 
into the future to envision a well developed, nation-wide 
group of distributors who could relieve them of their 
distribution problems. To some manufacturers, selling 
supply house distribution was selling blue sky. Others 
tried the new publication and gave up when distributors 
did not respond immediately to their advertising. But 
the far seeing ones kept hammering away, determined 
that their lines should be the leaders in their respective 
groups. ‘To these persistent advertisers, Mitt Sup- 
PLIES Owes much of its success. With reputations well 
established you will find them still advertising to the 
distributor as they did 20 years ago. 

A magazine cannot have advertising without readers, 
so the matter of circulation was one of the problems 
of the new publication, For years it paid third class 
postage along with other printed matter. 1 well remem- 
ber the time when the rate on printed matter was 
changed and Mitt Suppvirs was put into another class. 
The issue had been mailed Saturday morning and the 
office was about to close for the half holiday when a 
message came from the Post Office that the issue could 
not be mailed except as parcel post. The entire office 
force—there were five of us—spent the afternoon sort- 
ing the papers by states and getting them back to the 
station so that they might be delivered to our readers 
Monday morning. But there came a time when the 
number: of paid subscriptions met the postal require- 
ments and Mitt Suppties became a full fledged second 
class publication, with membership in the A. B. C. and 
the A. B. P. 


STORY of the magazine’s success would not be 

complete without mention of men who served it 
during its first two decades. Mr. Crawford gave it his 
undivided attention for the first five years, when death 
claimed him in 1915, Clay C. Cooper served continu- 
ously as editor and business manager for 19 years, until 
his death in 1929. Mr. Cooper’s long previous experi- 
ence as a newspaper editor served him well in keeping 
the magazine in the path laid out for it, and his courage 
in standing for the right as he saw it made him warm 
friends among manufacturers and distributors. Wil- 
liam H. Burnell was an associate editor and wrote 
among other things the editorial on (Turn to page 98) 
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We Celebrate the Past and Look 
Ahead to the Future 


HIS month, Mixt Supp.iss begins its 

| twenty-first year of publishing service 

to distributors of industrial supplies and 

equipment. While we are proud of our 

achievements of the past, our thoughts are 
of the future. 

Industrial distribution, which has shown 
a tremendous growth in the last 20 years, 
given promise of forging ahead even more 
rapidly in the years to come. 

Manufacturers are scrutinizing more closely 
their costs of getting finished products from 
their plants into the hands of the user. A 
multitude of manufacturers have long since 
recognized the distributor as the logical out- 
let for their products. Others are finding 
that they cannot duplicate the services of the 
distributor for anywhere near the cost, and 
hence are readjusting their organizations to 
make room for his services. As time goes 
on, still others will come to a realization that 
it pays to sell through distributors. 

Users, too, are checking more carefully 
into the distribution methods used to get 
products they need into their hands. For, 
they realize that distribution costs make up 
a good percentage of the price of an item 
and therefore want to be certain that the 
most economical methods are being utilized. 

For most manufacturers of industrial prod- 
ucts, the distributor offers the cheapest and 
most effective means of distribution. 

This fact has been proven time and again 
in actual practice. There are approximately 





200 manufacturers represented in the adver- 
tising pages of this very issue, who will attest 
to the truth of that statement. 

Therefore, it is apparent that those manu- 
facturers who expect to survive and prosper 
must depend more and more on the distribu- 
tor. Thus, the distributor, provided he 
keeps step and continues to perform the 
functions of distribution better and more 
cheaply than any other source, is sure to 
grow in importance in the years to come. 

As the distributor becomes more impor- 
tant, as his business increases, as his problems 
become more complex, the opportunities for 
service on the part of Mitt Suppuies be- 
come greater. 

Therefore, as we celebrate our twentieth 
anniversary, reviewing the growth of an out- 
standing industry and the part we have 
played in its development, we look ahead to 
the bigger job of service which awaits us. 

And when we have occasion to celebrate 
another 20 years of service, we are confident 
that industrial distribution as we know it, 
will appear a small industry in comparison 
to what it will be then. 


ewe 


Sell the Idea of Industrial 
Modernization 


66] T is not enough that an industrial plant 
and equipment be kept in a good state 
of repair. If the integrity of the plant 

is to be maintained, it is necessary, in the 

course of time, that modern machinery be 
substituted for that which has become obso- 
lete, even though the latter may still be as 
efficient as it was when originally installed,” 
says a recent issue of the monthly bulletin 
published by The National City Company, 

New York. 

In other words, industrial plants to keep 
in the swim must maintain up-to-date equip- 
ment. If they don’t, some competitor who 
recognizes the importance of industrial mod- 
ernization, will take their business from them 
by producing better products at less cost. 

One of the important jobs facing the dis- 
tributor is to see that the plants in his terri- 
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tory are modernized. Make sure your cus 
tomers are informed as to the newest, most 
efficient equipment. By so doing, you are 
performing a real service for your customers 
and at the same time increasing your own 
sales and profits. 


Ceo 


The Merchandising Campaign is 
Progressing 


INCE the last meeting of The Joint 
S Merchandising Committee of the Mill 

Supply Business, considerable progress 
has been made. 

The advertising committee has met and 
approved a plan for obtaining further sup- 
port from the industry. It calls for a com- 
bination of magazine and direct mail adver- 
tising and is to be launched this month. 

The research committee has also been 
active. H.W. Barclay, who has been given 
a leave of absence by Mitt Suppuigs, has 
been appointed to head up the work of gath- 
ering the research data. 

The plan of securing facts calls for the 
sending out of questionnaires to thousands 
of industrial users, manufacturers and dis 
tributors. The information obtained through 
questionnaires will then be checked by more 
than 300 personal calls in various sections 
of the country. 

It is the plan of the research committee to 
have a complete report of its activities to date 
ready for presentation to the triple conven- 
tion in Washington next spring. 

The finance committee has been active, 
too. Bills have been mailed to subscribers 
and a good portion of the money due has 
been collected. Several new subscribers 
have gotten behind the campaign, also. 

Another meeting of the entire committee 
will be held in Chicago early in February at 
which time the activities to date will be re- 
viewed, and plans laid for going ahead. 

The merchandising campaign is undoubt- 
edly the most progressive ever launched in 
this industry. It deserves widespread sup- 
port. If you are not already backing it, do 
so at once. For, after all, the success or 


failure of the whole program depends en- 
tirely upon the support given it by the indus 
try at large. 

You — every industrial distributor and 
manufacturer selling through the distributor 
—have a definite part to play in making this 
campaign successful. Are you assuming 
your share of the responsibility—or are you 
passing the buck to the other fellow? 


e@2@sd 


‘‘The Construction Equipment 
Distributor’’ 


NDUSTRIAL distributors, who are also 
selling construction machinery, equip- 
ment and supplies will welcome the new 

section of MiLu Supp.ies, headed “The Con- 
struction Equipment Distributor’, which 
makes its initial appearance this month. 

For here will be considered problems per- 
tinent to the distribution of this particular 
kind of equipment. In addition to experience 
articles, this section will also contain news 
of construction equipment distributors and 
manufacturers, data concerning new prod- 
ucts, and a chart giving the trend of business 
on specific items. 

Every effort will be put forth to make this 
new service interesting and helpful. Let us 
have your comments and suggestions con- 
cerning this new feature of Mitt Supp.igs. 


e@oa 


The Washington Convention 


T is not too early to begin thinking about 
| the. coming triple convention of the 

National, Southern, and American As- 
sociations to be held in Washington on 
April 27, 28, and 29. 

One of the most constructive programs in 
the history of the associations is in the mak- 
ing. Don’t fail to take advantage of this 
opportunity to get together with manufac- 
turer and distributor friends from all sections 
of the country to discuss your mutual prob- 
lems. Make your reservations now at the 


Wardman Park Hotel. 
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Wauat WAS THE NEWS 
20 YEARS AGO. 


* The items shown on this page are 
reprinted from the issues of Mill 
Supplies published in 1911 


This picture of 
George Puchta, 
president of the 
ueen — Supply 


issue of 
the publication. 





Cleveland Tool and Supply Buys Out 
Detroit Distributor 

Cleveland Tool and Supply Company, 

Cleveland, has purchased the stock, fix- 

tures, and good will of the Excelsior Sup- 

y Company, Detroit, distributor for 

helby seamless mechanical steel tubing. 


Georgia Supply Opens Branches 
Georgia Supply Company, Savannah, 
Georgia, opened a branch house in Tampa, 
Florida, on October 1. The company is 
also building a three-story and basement 
warehouse and office building at Jackson- 
ville, Florida. 


Bickford and Francis Adds New Lines 


The Bickford and Francis Belting Com- 
pany, Buffalo, has added a full line of 
power transmission equipment and a line 
of hoisting and conveying apparatus. A 
department to handle these lines has been 
established. 


Jenkins Brothers Move to Larger 
Quarters 

Jenkins Brothers, New York, which has 
been located for many years at 71-75 John 
Street will very soon move to new quar- 
ters at 82-88 White Street. A large 5- 
story building has been secured and is 
being remodeled. 


Williams Valve Moves to New Quarters 

The D. T. Williams Valve Company 
moved into new quarters in December, 
1930, where it has facilities four or five 
times greater than before. A modern com- 
plete brass foundry to occupy the entire 
third floor, is being installed. 


New Storehouse, New Catalog for 
J. Russell and Company 

J. Russell and Company, Holyoke, 
Massachusetts, is erecting a new two- 
story brick storehouse, 50x100 feet. The 
firm has just issued a new 776-page cata- 
log. The book was printed by R. R. Don- 
nelley and Sons Company, Chicago. 


U. S. Electrical Tool Increases Capital 
Stock 
The U. S. Electrical Tool Company, 
Cincinnati, has increased its capital stock 
from $25,000 to $100,000, and the foun- 
dations have all been completed for the 
company’s new plant. 


John Trix Plays Santa Claus 


John Trix, president of the American 
Injector Company passed out presents the 
day before Christmas to every person in 
his employ, their entire families and the 
poor people of the neighborhood. 


Brierly-Lombard Succeeds Crawford and 
Company 

Crawford and Company, Worcester, 
Massachusetts, has been succeeded by The 
Brierly-Lombard Company. This house 
claims the distinction of being the oldest 
mill supply house in America. It was 
founded in 1847 by Sumner Pratt. 


Dodge Spends $200,000 in Improvements 
During 1910 

Dodge Manufacturing Company, Misha- 
waka, Indiana, spent $200,000 in building 
improvements during 1910. The improve- 
ments included a brick foundry 80x360 
feet; two cupolas giving an additional 
capacity of 40 tons of metal a day; 4-story 
steel and concrete warehouse, 112x250 
feet; and considerable new machinery. 


Vonnegut Separates Its Business 

Vonnegut Hardware Company, Indian- 
apolis, announces that on the first of the 
year, it separated its machinery depart- 
ment from its hardware business and 
opened a separate store for the sale of 
machine tools, power transmission ma- 
chines, belting and shafting, forges, blow- 
ers, exhausting fans, chain hoists, etc. The 
new company will be known as the Von- 


*negut Machinery Company. 


Somers, Fitler and Todd Lands Big Order 


The following order from the Pitts- 
burgh and Buffalo Company for use at its 
model mine at Marianna, Pennsylvania, is 
reported by Somers, Fitler and Todd Com- 
pany : 

A 400-ton hydro-pneumatic car wheel 
press, with cast steel cross head and cast 
steel cylinder lined with copper; a 26-inch 
by 48-inch swing patented double spindle 
lathe with a 26-foot bed, motor driven; a 
Schatz patented shearing machine combined 
with a sectional bar cropper and punching 
machine, motor driven; and a steam loco- 
motive crane. 
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Alvin M. Smith, president of 
the Smith-Courtney Company, 


Richmond, Virginia, sec- 
retary of ‘the Southern Asso- 
ciation, who told “How 


ill aflX.. This Lg how 
Alvin looked th 





W. T. Todd, as he a pees 
when, as secretary of 

Fitler and Todd, Pittsburgh. 
he contributed an article to 
the first issue of Mill Sup- 
lies. Mr. Todd is now pres- 
ident of the Somers, Fitler 

and Todd Company. 





omg how Nelson — Glad- 

vicespresident and man- 

pom sex ot sales of > < Atkins 

, _ Indianapolis, 

one ad tee March, 1911, 

when his picture appeared in 
this magazine. 
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Safeguard Automatic 
Liquid Level Gauge 





Gas Engine 
Lubricator Oiler 





Plain Compression 
Grease Cup 





Snap Lever 





The leadership of Pen- 
berthy Products is the 
inevitable result of years 
of conscientious effort to 
put better materials and 
a greater measure of 
skill in their manufac- 


ture. 


The highly satisfactory 
performance of Penber- 
thy Products creates re- 
peat business and good 
will for the distributor 
who handles them. 
Penberthy Products are 
sold only through the 
jobbing trade. 





Ejector, Syphon or Jet Pump 





Screw Plunger 
Grease Cup 


Navy Type Liquid 
Level Gauge 





Plain Brass 
Oil Cup 


Spring Com: 








Grease Cup 


PENBERTHY INJECTOR COMPANY 
DETROIT 


ESTABLISHED 
IN 1886 


CANADIAN PLANT 
WINDSOR ONT. 
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(CONGRATULATIONS 


A few of the many congratulatory messages commenting 
on Mill Supplies’ Twentieth Anniversary 


Yours Is An Interesting 
and Valuable Magazine 


66 TT seems like only a short time 

since the first issue of your 
very interesting and valuable maga- 
zine was published, and I have been 
a steady reader of it during all these 
20 years. Along with your many 
other friends, I want to congratulate 
you on the valuable service which you 
have rendered to the industry and 
particularly to the mill supply dis- 
tributor. My sincerest wishes are 
that your useful work may be prof- 
itable to you and continued for many 
years to come.” Charles Bond, presi- 
dent, Charles Bond Company, Phila- 
delphia. 


Your Magazine Is Better 
Than Ever 


66) BELIEVE I can very well 

claim to be one of your old- 
time readers, as, if I am not mistaken, 
I was the first stockholder after El- 
mer Crawford, when he organized the 
original company. I have always en- 
joyed Mitt Suppties and I believe 
it has grown and improved with the 
years. In my estimation, it is being 
ably edited at the present time; is a 
better publication than ever before, 
and I look for continued growth.” 
S. P. Browning, president, The Ohio 
Valley Pulley Works, Maysville, Ken- 
tucky. 


I Read Mill Supplies from 
Cover to Cover 


66]N the many periodicals and 

magazines I receive and look 
over monthly, one of the most inter- 
esting is Mitt Suppries, which I 
usually read from cover to cover. 
The articles featured are not only in- 
teresting to read but are very instruc- 


tive. Reading the various advertise- 
ments keeps one in touch with the 
standard products of the various man- 
ufacturers and also with the new 
products which are being brought 
upon the market. In fact, one can- 
not help but note the rapid advance 
Mitt Suppiies makes from month 
to month, and I want to congratulate 
you on this achievement of 20 years’ 
service, and wish you every success 
in the future.” Charles E. Allinger, 
The Charles A. Strelinger Company, 
Detroit, Michigan. 


I Heartily Recommend 
Mill Supplies 

ba | HAVE been reading Mitt 

SuPppPLiEs .constantly since the 
first number was published. It is a 
publication that has the industry it 
serves at heart, and publishes many 
articles that are worth while. It has 
also done splendid work in helping 
bring about better conditions in the 
industry. I heartily recommend Mitt 
Supp.ies to all industrial distribu- 
tors.” George Puchta, The Queen 


City Supply Company, Cincinnati, 
Ohio. 


The Industry Needs Such 
a Magazine 


66 REMEMBER very distinctly 

Mr. Crawford, the original 
owner and publisher of Mitt Sup- 
PLIES, calling on me in regard to the 
need for a publication to serve the 
mill supply industry. I felt then, as 
I do now, that the industry needs 
such a magazine, and it has been very 
fortunate in having such capable edi- 
tors for it as Crawford, Cooper and 
Paxton. All of these men have had 
the industry’s interest at heart; and, 
I trust that the policy of the magazine 
in the future will not be different than 


it has been in the past.” I. W. Lem- 
aux, Indianapolis Brush and Broom 
Manufacturing Company, Indianapo- 
lis. 


I Have Read Mill Supplies 
Since Its Inception 


66] WAS one of the original read- 

ers of the first issue of Miti 
Supp wigs, back in the days when my 
friend, Elmer Crawford, was the pub- 
lisher, and I have read it religiously 
ever since, because I admire its edi- 
torial writings and its continued loy- 
alty to the interests of the mill supply 
distributors of the country. It is one 
of our very best friends in the pub- 
lishing field, and I express the hope 
that it will have more years of circu- 
lation and prosperity.” Alvin M. 
Smith, Smith-Courtney Company, 
Richmond, Virginia. 


Your Efforts Have Been 
Constructive 


66 J REMEMBER that during the 

course of the years I have spent 
in the mill supply industry, Murti 
Suppiies has always taken a con- 
structive interest in the relationship 
between producers and distributors, 
and I want to congratulate you on 
your efforts, which, in my opinion, 
have done much to improve and stabi- 
lize the distributing conditions in this 
country. Accept my good wishes, and 
the hope that you may celebrate many 
more decades.” Farnham Yardley, 
president, Jenkins Brothers, New 
York City. 


Your Work is Progressive 


iT) E have been very much 
pleased with the progressive 
work Mitt Sup- (Turn to page 124) 


7 


Ss 


~~, ~*~ re 0 








XUN 


~ FF ot OP WH 


- 


JANUARY, 1931 


MILL SUPPLIES 


39 





A Sales Policy 


which is 9 parts engineering 


The sales policy for Goodyear 
Mechanical Rubber Goods is 
inseparably combined with 
It is a funda- 


mental reason for the success 


engineering. 


of Goodyear Belting, Hose, 
Packing and Molded Rubber 
Goods in all industries—the 
development laboratory is a 
sales office —the sales office 


is a development laboratory. 


It is this state of affairs 
which creates the unique 
value of the dealer franchise 
for Goodyear Mechanical 
Rubber Goods. You are im- 
mediately in touch with all 
the latest developments in 
hose and belting for indus- 


trial use — you are con- 


stantly backed by a line of 
industrial products in rub- 
ber which does not stand 
still. You have goods for 
sale which sell for the good 
reason that they are exactly 


engineered for their work. 


The Goodyear Compass 
(Cord) Endless Belt and the 
new Goodyear Thor Seam- 
less Belting are outstand- 


ing examples of recent 


BELTS 
MOLDED GOODS 
HOSE 
PACKING 


Goodyear developments. 
Goodyear Emerald Cord Air 
Hose and Goodyear Emerald 
Cord Hy-Pressure Water 


Hose are radical innova- 


tions in hose. 


Such products are unique- 
ly a result of Goodyear’s 
combined sales and engineer- 
ing policy. You cannot find 
such backing nor such fa- 
vorably known Mechanical 


Rubber Goods elsewhere. 


It will pay you to inves- 
tigate advantages in the 
Goodyear franchise. Just 
write to Goodyear, Akron, 
Ohio, or Los Angeles, Calif., 


for complete information. 
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THE GREATEST NAME IN RUBBER 
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Have You Heard That-- 


Up-to-the-minute news from the field 
about INDUSTRIAL DISTRIBUTORS 


and their salesmen 








Merchandising Campaign 
Committees Active 


, | \ HE campaign being conducted 
by the Joint Merchandising 
Committee of the Mill Supply 

Industry is going forward, propelled 

by additional subscriptions and active 

committees. 

New subscribers since November 
15, are: Logan Hardware and Sup- 
ply Company, Logan, West Virginia; 
Sees and Faber Company, Incorpo- 
rated, Philadelphia; Service 
ply Corporation, Philadelphia; Long- 
Lewis Hardware Company, Birming- 
ham, Alabama; Smith Meadow Sup- 
ply Company, Birmingham, Alabama ; 
and Rogers-Bailey Hardware Com- 
pany, Chattanooga. 

The sub-committee on advertising 
met in Chicago, December 10, and 
in accordance with the wishes of the 
Joint Merchandising Committee as 
expressed at the Cincinnati meeting 
on November 18, elected to put into 
effect a program, to consist of a four- 
piece direct by mail campaign to as 
complete a list of industrial supply 
distributors as can be obtained and 


Sup- 


to manufacturers serving them, with 
a three-month advertising campaign 
in Mitt Suppvies and Mill and Fac- 
tory Illustrated to back up the direct 
by mail work. The direct by mail 
work is to consist of one piece per 
month during the months of Janu- 
ary, February, March and April. The 
supporting trade paper advertising is 
to consist of one page each, during 
the months of February, March and 
April. Work will be started immedi- 
ately, by the Reed G. Landis Adver- 
tising Agency, Chicago. 


The research committee also formu- 
lated definite plans at a meeting held 
in Indianapolis, December 16. It was 
decided to secure statistical informa- 
tion on the field by sending direct 
mail questionnaires to 2,500 manufac- 
turers, 5,000 users, and all industrial 
distributors. This will be followed 
up by case studies made through per- 
sonal calls on over 200 industrial 
users, 50 manufacturers and 50 dis- 
tributors. The work has been out- 
lined so that the information to be 
secured will be obtained from a rep- 
resentative cross-section of the indus- 


try classified according to the impor- 
tance of products manufactured by 
different types of plants —cross- 
checked against the geographical loca- 
tion of these plants so as to secure 
proper returns from an adequate 
number of plants in each state. 


*x* * * 


Reports on Business 
Conditions 

Inter-State Equipment Company, 
Aberdeen, South Dakota, writes that 
1930 treated that company well, and 
that its volume is slightly ahead of 
1929; the Nashville Tractor and 
Equipment Company, Nashville, Ten- 
nessee, says that business is “nor- 
mal ;” and Petty and Wherry, Incor- 
porated, New York City, reports that 
there has been about a 20 per cent 
pick up over the last few months. 

Appleby Brothers and Whittaker 
Company, Harrisburg, Pennsylvania, 
finds sales within .5 per cent of last 
vear; Barnard Tractor and Equip- 
ment Company, Incorporated, Har- 
risburg, Pennsylvania, says, “Good, 


but hard to get ;” the Dempster Mill 


+ J 
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The employees of the Chandler-Boyd Supply Company, Pittsburgh, were the first to register 100 percent for a football 
game played by Carnegie Tech and Washington and Jefferson for the benefit of the fund for relief of the unemployed. 
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endous 
Industrial | 


Market , 


and 


ONLY THE SUKFACE 


has been scrat ch ed 


P' ANT modernization ts a very definite trend in 
industry today... A little less than a year ago, 


the L. H. Gilmer Company, realizing that this con- 


Fm on fmm od 
ee 


dition would exist during 1931, and recognizing 
that the industrial supply house was the logical 


marketing agency tor Gilmer V-Belts, set out to 
4 c< - 








establish complete national distribution through a 





list of selected mill supply companies. 


In the comparatively short time these organizations 








have been marketing our product, they have per 


formed yeoman service. New applications for V- 





Belt Drives have been discovered, more and morc 
industries have been definitely benefited... Aad yer, 
despite the fact that tremendous sales were made in 
1930, anyone who has studied carefully the potential 
market for V-Belts must realize that the surface has 


only been scratched. 





This market presents one of the most outstanding 





sales Opportunities in the industrial supply ficld 


today. The mill supply houses who vo after this 


o 


business with Gilmer V-Belts will render a real 


service to their customers. They will be armed with 
. : 


a most powerful weapon for the opening of new 


accounts — and are bound to make 1931 a year of 





exceptional profit taking. 





MODERNIZATION 


aN 


leads down «alm endless avenue 


-_ AUSE efficiency and definite savings they etfect. Space 


conomy are of paramount is an import int cost item tod: ly. 
importance today, industrial Space is saved with V- Belt 
plants everywhere are modern- Drives. The worst transmission 
izing. Andinthis modernization, problems in nearly every case can 
the V-Belt Drive is riding the be licked with the right V-Belt 
crest of the wave. Drive—and the right V-Belt. 
Phe great and constantly increas- The Mill Supply House handling 
ing demand tor V-Belt Drives ts Gilmer V-Belts is in an ideal post- 
a direct result of their countless tion to sell standardization on 
advantages and the very real and Gilmer for new and replace- 


ment uses. With Gilmer quality 
and adaptability. and with the 
completeness of the line, Gilmer 
is winning national recognition 












as the standard replacement 
V-Belt tor every make of single 
and multiple drive. 



















































of increasing V-Beh Bus‘ ness 


HE L. H. Gilmer Company ts The Gilmer Company has always 
prepared to back up its diserib- been known to vO more than 
utors in cashing in on this great half way in helping its distributors 
opportunity. No stone will be market Gilmer products. It is 
left unturned to) maintain this feamwork that is going to pro 


company’s enviable reputation duce 1931 business—and our dis 


for producing a V-Belt that gives tributors can depend upon us Co 


the utmost in performance. a 


Our sales policy that recognizes 
the distributor as the logical mar- 
keting agency, protects that dis- 
tributor in his territory and 
provides him a sure-fire, worth- 
while profit. —Personal assistance 
by Gilmer factory trained salesmen 
will back up the sales efforts of 
your organization, whenever 
thoroughly efficient: engineering 
advice is desired. 





There ts a Gilmer V-Belt for 
CLOEVY SOVUTICE Bacry establisd 
Mont How cqhippod ul 


I -Belt Drites ya prospect fe 

replacement sales. Every plant 
mstallng new V-Beli Dorave 
cgmipment t An ddditional 


potentialou faomerv forncu and 


replacement Dell 1 lestaly 
Mow of busime usith repeat 
aovders Jovmin ae hi Palbe 

sd wMrved etery Grotlme 


frriputar 








Miskers of the 
World's Best-Known V-Belts 
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SELLING 


your customers 


The year 1931 will see an even more aggres 
sive drive on our part to create business for 


ourselves and our distributors. 


Every help possible in the way of literature, 
folders to mail, etc., will be extended — 
backed up by a strong, continuous advert: 
tising campaign in The Saturday Evening 


Post and leading industrial publications, 


Industry is going to be sold more than ever 
on the undeniable advantages of the Gilmer 
V-Belt. The market is there—and is grow. 
ing by leaps and bounds. The Gilmerf 
Franchise will help you get your share o 
this tremendous business. Full informa: 
tion is yours for the asking. L. H. 


« 


Gilmer Co., Tacony, Philadelphia, Pa, 


Mickers of the 
World's Best--Known V-Belt 
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Manufacturing Company, Sioux 
Falls, South Dakota, writes that sales 
are quite satisfactory, and that al- 
though collections are hard prospects 
are good. Lynd-Farquhar Company, 
Boston, also reports that inquiries 
are coming in quite freely, and some 
very good orders being placed. 

The William Pike Company, De- 
troit, reports that sales for the past 
11 months have been very good. 

* * x 
Globe Salesmen at Jones 
Foundry 

The W. A foundry and 
Machine Company, Chicago, and the 
Globe Machinery and Supply Com- 
pany, Des Moines, evidently believe 
in cooperation of distributors and 
manufacturers, for the Globe com- 
pany, distributor of Jones speed 
reducers and V-belt drives, recently 
sent eight of the company salesmen 
in to the Jones plant to learn more 
about the Jones products they sell. 
The delegation was headed by J. W. 
Morgan, sales manager of the mill 
supply department. 

* * * 
Deming Company Celebrates 
Golden Anniversary 

The Deming Company, Salem, 
Ohio, recently celebrated its fiftieth 
anniversary, honoring veteran em- 
ployees of the company. Thirty-four 


Jones 


A representative crowd from the Great Lakes Supply Company, Chicago. 
the top row, reading from left to right, are: E. R. R 


Officials of The Chase and Cooledge Company, Holyoke, Massachusetts. From 


left to right, they are: 


W. E. Lindell, president; E. E. Bogart, treasurer and 


manager; Roy E. McCorkindale, vice-president; and William Turner, secretary. 





of the 39 employees of the company 
have been with the organization 25 
years or more. W. L. Deming, presi- 
dent, and Moses Rk. Elliott have 48- 
year records, while Henry George 
Harris and Elihu F. Gibbs have 
been with the plant for 47 years. 

The program was sponsored by 
the Deming Foreman’s Club. 


In 
osen, sales department; 


J. A. Galligan, Jr., manager service department; L. R. Hardy, manager railroad 

sales; Miss E. Gielow, railroad sales; W. G. Flaugher, small tools sales; R. R. 

Haas, assistant purchasing agent; and Miss C. Knickerbocker, service department. 

In the lower row, in the same order, are: L. R. Niep, purchasing agent; H. G. 

Hardy, E. G. Zehme, and F. A. Baker, all of the sales department, and W. G. 
Ritzenthaler, manager of sales. 
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R. C. McLaughlin Seeking 

Mill Supply Connection 

k. C. McLaughlin, formerly presi- 
dent, McLaughlin Mill Supply Com- 
pany, Hammond, Indiana, is seeking 
a connection with a mill supply or 
construction equipment distributor. 

Mr. McLaughlin has been in the 
distributing business for 20 years, or- 
ganizing the company in Hammond 
which bears his name in 1921 and 
continuing as president until July, 
1930, when he resigned. He has a 
thorough knowledge of both the in- 
dustrial and construction supply 
business. 

He would be willing to locate any 
place. 

* * * 
National Supply Association 
Board Meets 

The semi-annual meeting of the 
officers, executive committee and ad- 
visory board of The National Supply 
and Machinery Distributors’ Associ- 
ation was held at the association of- 
fice on December 5. Important steps 
taken at the meeting were: approval 
of plans for expanding the research 
work of the association in order to 
assist members determine whether a 
group of lines generally handled by 
distributors is profitable; a complete 
review and endorsement of the work 
of the Joint Merchandising Commit- 
tee, report on which was given by 
C. A. Channon, one of the associa- 
tion’s representatives on the commit- 
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The Canton Supply Company, Canton, Ohio, has recently added a large new 

brick addition with all modern equipment for handling heavy materials, providing 

a total of approximately 25,000 square feet of warehouse floor space and 900 feet 
of office room. 





tee; consideration of reports from a 
number of special commodity com- 
mittees, endorsement of the work of 
the association’s catalog committee, 
and the decision to submit to mem- 
bers for approval a code of ethics for 
the industry. 

After the dinner which was held 
at the Philadelphia Athletic Club, the 
chairman, H. H. Kuhn, called on a 
number of those present to speak. 
Addresses were made by H. W. Bar- 
clay, who made a report on what the 
research committee plans to do; R. 
Kennedy Hanson, secretary of the 
American Supply and Machinery 
Manufacturers’ Association; Fayette 
Plumb, president of the Fayette 
Plumb Company; Mr. Chandler of 
the American Pulley Company; and 
A. S. Vane, president, Precision 
Grinding Wheel Company, Inc. 

Plans for the twenty-sixth annual 
convention next April in Washington 
were also discussed in considerable 
detail. Those attending the confer- 
ence were as follows: President H. 
H. Kuhn, The Hardware and Supply 
Company; First Vice-President H. 
E. Ruhf, Cleveland Tool and Supply 
Company ; Second Vice-President E. 
B. Hunn, The C. S. Mersick and 
Company; Geo. Puchta, The Queen 
City Supply Company; W. J. Rad- 
cliffe, The E. A. Kinsey Company ; 
B. H. Ackles, The Rayl Company ; 
E. P. Welles, Charles H. Besly and 
Company; T. E. Hazell, William H. 
Taylor and Company; P. G. Mad- 
dock, Maddock and Company ; W. H. 
Clark, Samuel Harris and Company ; 
H. J. Casper, Pittsburgh Gage and 
Supply Company; C. A. Channon, 
Great Lakes Supply Company; and 
H. H. Smith, The Strong, Carlisle 
and Hammond Company. 


Edmond McCarthy Dead 

Edmond D. McCarthy died of a 
heart attack in Buffalo, New York, 
on December 13 at the age of 58 
years. He was riding in a car when 
the attack occurred and died before 
the automobile reached his home. 
Mr. McCarthy was secretary of 
Beals, McCarthy and Rogers, and 
president of McCarthy Brothers and 
Ford. During the war he served as 
a major general in the National 
Guard on the Fourth Brigade staff. 

He was at one time president of 
the Buffalo Club and was active in 
several social and athletic clubs. 


A. W. Folkes with 
Smith-Courtney 
Beginning January 1, Aubrey W. 
Folkes will cover the North Carolina 
territory for Smith-Courtney Com- 
pany, Richmond, Virginia. 


* * * 


Armstrong Supplies Has New 
Salesman 

The G. R. Armstrong Manufactur- 
ers Supplies, Incorporated, Boston, 
has acquired the services of L. A. 
Harper in its sales department. For 
the past 23 years Mr. Harper has 
been superintendent and general pur- 
chasing agent for the Elliott Address- 
ing Machine Company, Cambridge, 
Massachusetts. With his experience 
and practical knowledge of shop sup- 
plies and machine tools, he will un- 
doubtedly be a valuable addition. 

This company has recently been 
appointed sole distributor in Boston 
of Magnolia phosphor bronze bush- 
ings, manufactured by the Magnolia 
Metal Company, New York City. 


* * * 


Grand Rapids Houses 
Consolidate 
The McMullen Machinery Com- 
pany and the Manufacturers and 
Builders Supply Company, Grand 
Rapids, Michigan, are now consoli- 





As a part of its general sales policy, the Western Iron Stores Company, Mil- 
waukee, takes advantage of every opportunity to have its salesmen get first hand 
information from the factories whose products they are selling. In this case the 
boys were visiting a local manufacturer’s plant and were to spend the entire 


Saturday morning looking the place over. 


In the rear row, left to right, are: 


C. W. Krueger, vice-president and sales manager; John Mer, W. B. Van Vleet, 
V. J. Ryan, E. A. Crane, and R. C. Koenecke. First row: Charles R. Muehlen- 
bach, Fred Moehrig, Armin Nevers, William Quirk, and J. O. Smith. 
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NEW YEAR and a new fitting to aid you in your selling 

job —a fitting that you can lay before your customers and 
actually show them a difference. Until that heavy duty truss 
gave added strength where is was needed most—all fittings did 
look alike in design. Now Square “Gee” Trus-fittings give you 
a selling advantage that any practical buyer can instantly rec- 
ognize. Square “Gee” Trus-fittings are worthy of a call—a 


Looking Up to 


Added Strength 
Where 
It’s Needed Most 


Plumbers and 


Steam Fitters are 





reason it your salesmen need one right now to personally see 
your buyers. Any Square “Gee” Trus-fitting in your stock will 
do for a selling sample. How is your stock? Trus-fittings are 
furnished in. convenient sized cartons. 


THE GRABLER MANUFACTURING COMPANY 
6565 BROADWAY CLEVELAND, OHIO 
Warehouses: New York, Chicago, Los Angeles and San Francisco 


YOUR FITTING PROBLEM IS SOLVED WHEN YOU SAY SQUARE “GEES” 


SQUARE 
Pipe 





MALLEAG LE, CAST IRON 


an 
XUM 





“BEE” 
Fittings 


ORAINAGE, BRASS 
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dated under the name, Manufactur- 
ers Supply Company. 

There is to be no change in the 
lines or personnel of the two organ- 
izations, the only difference being 
that the new company will have 
larger stocks to offer its customers, 
continuing to carry a complete stock 
of mill supplies, small tools and 
equipment, electrical and air tools, 
and machine shop supplies. In addi- 
tion, the company handles some of 
the leading manufacturers’ lines of 
metal and woodworking machinery, 
carrying no stock machinery 
making direct factory shipment. 

xk Ok 
Industrial Supplies Handles 
New Lines 

Industrial Supplies, Incorporated, 
Memphis, has just completed arrange- 
ments with the Quaker City Rubber 
Company, Philadelphia, and Chicago 
Belting Company, Chicago, to be 
their exclusive warehouse distributors 
in Memphis and adjacent territory, 
where a complete stock will be carried 
to serve industrial plants and cotton- 
seed oil mills. 

Owing to this arrangement, it has 
been necessary to enlarge the belting 
department on the second floor of the 
Memphis warehouse. 

R. D. Van Dyke, Jr., is general 
manager of Industrial Supplies, In- 
corporated, 


but 








The Dallas Belting Company, Dallas, Texas, is the acme of neatness inside and 
out. At the right are two officials of the company, Charles T. Sowden, president, 


and his son, Webb M. Sowden, secretary. 


J. G. Wilson with Dodge- 
Newark 

J. G. Wilson is the latest addition 
to the sales organization of the 
Dodge-Newark Supply Company, In- 
corporated, Newark, New Jersey. 
He was taken on after the death in 
October of M. S. Coeyman who had 
been with the Dodge company for 
more than 30 years. 

Although this company is. still 
pushing the Dodge line, it has re- 
cently added several allied items such 
as Morse silent chain, Rockwood 
paper motor pulleys, Moline mallea- 
ble and pintle chain, and the Reeves 


This group represents the Boebinger Hardware and Supply Company, Cincinnati. 
Left to right: Fred Boebinger, president; Carl Cook, manager; Loretta A. Bre- 
chelt, secretary; Allen A. Goodall, salesman; Albert R. Dorman, salesman; Charles 


Sheldon; Elmer Arrasmith, and L. R. Hesterberg. 


This firm specializes in 


machinists’ and patternmakers’ supplies, and has been doing business for 45 years. 


. Association. 





variable speed transmission line. 
The first of the year the company 
expects to take on a sales engineer 
and at that time will handle other 
lines which require a sales engineer. 
* * @ 


Puchta Resigns from Simpli- 
fication Committee 
Lawrence G. Puchta recently re- 
signed as chairman of the Simplifica- 
tion Committee of The National 
Stress of other work 
and the taking over of the chairman- 
ship of the Joint Merchandising 
Committee of the Mill Supply Busi- 
ness made it imperative that Mr. 
Puchta be relieved of his duties on 
the Simplification Committee. 
* * * 


Hyland Takes Over Verona 
Tool Chicago Office 
R. H. Hyland Company, Chicago, 
has taken over the Verona Tool 
Works Chicago office and the sale of 
this company’s products. 
* * * 


McLaughlin Mill Supply Sells 
for Foote Brothers 

The McLaughlin Mill Supply Com- 
pany, Hammond, Indiana, has re- 
cently taken on the distribution of 
the “Bates” crawler tractor and the 
Stockland grader made by Foote 
Brothers Gear and Machine Com- 
pany. 

* * * 


R. E. Stone with Tracy 
Company 
R. E. Stone, formerly with the 
Goodyear Tire and Rubber Company 
in Cuba, is now covering Maine and 





XUM 


rk 


si- 


the 
any 
and 





XUM 


JANUARY, 1931 MILL SUPPLIES 49 














ad 


* wi 


» » » You will welcome 


B27 READING'S type of Sales Aid 
+f “ree 











4 


& Woh Rs 
A \ ~ 
——= 8 : Y) 


Y 
1 ¥ 





ec, 


i 


















. 
; al 


w ~ 


READING Materials Handling Planning Service ’ 
will help you do a Modern Selling Job—PROFITABLY 


Today is the day of opportunity for industrial than that, Reading specialists and engineers are 


distributors selling overhead equipment for ma- 
terials handling—provided they handle the right 
line and are accorded the necessary sales and 
engineering assistance by the manufacturer. The 
Reading Chain & Block Corporation provides a 
line of overhead equipment that is known every- 


where for its quality and completeness. More 


ARE YOU INTERESTED IN 
REAL PROFITS for 1931? 


If so let us tell you how Reading's materials handling 
planning service will help distributors make real money 
in 1931. 


located strategically in all sections of the country 
to give Reading distributors expert sales and en- 
gineering assistance even to the extent of com- 
plete plant layouts. Here is an opportunity for 
the aggressive distributor—an opportunity to sell 
modern equipment for plant modernization with 
real profit, whether the sale be of a single item 
or a complete plant installation. 


A Complete Line of Overhead 
Equipment 


The Reading Chain & Block Corp. manufactures a com- 
plete line of overhead materials handling equipment, 
including Traveling Cranes, Monorails, Jib-Cranes, Hand 
and Electric Hoists and Chain Blocks. Reading engi- 
neers will be deeply interested in helping you to recom- 


READING CHAIN & BLOCK CORP., 


Reading, Penna. 


mend for your customers the equipment best suited for 
their needs. 


Dear Sirs: 


CHAIN HOISTS — ELECTRIC HOISTS 
MONORAIL RUNWAY SYSTEMS 


Please send us complete details on the Reading materials 
handling line, the sales and profit possibilities for distribu- 
tors, and the planning service provided by your engineers. 


Sieben TRAVELING CRANES—TROLLEYS 
Address 
oat Reading Chain & Block Corp. 


Reading. Penna. 
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Lonergan 


3,000 DEALERS KNOW THE 
SALES-CREATING VALUE 
OF THE LONERGAN NAME 


Dealers who sell the “Lonergan 
Line” get daily first-hand proof 
of the sales-creating value of 
Lonergan service and coopera- 
tion. They know the reputa- 
tion of Lonergan _ steam 
specialties, the prompt, careful 
attention that is given to every 
order. They know by experi- 
ence that Lonergan products 
insure satisfied customers and 
lead to a steady flow of repeat 
orders. 


You can't make a better pop safety 
valve than Lonergan makes. . . nor 
a better pressure or vacuum gauge 

. nor a better water gauge. Back 
of every Lonergan product is more 
than half a century of manufactur- 
ing experience and an_ intimate 
knowledge of engineering and mer- 
chandising in the steam specialty 
field. 





Pressure Gauge—Model “BOE” 


Two Lonergan “Leaders” 


The Model “BOE” Pressure Gauge and Model “USN” 
Water Gauge are dependable sellers for the mill supply 
house. A glance at the detailed descriptions below quickly 
reveals the reason. ’ 


Pressure Gauge, Mode! “BOE’”—Dust and moisture-proof 
case; movement non-corrosive; cast iron gauge socket, 
supporting entire -movement free from back of case; deep 
bushed, cast bronze sector and phosphor-bronze pinion. 
Sizes from 6” to 12”. Brass, iron or nickel-plated cases. 
Standard graduations from 15 lbs. to 1,000 Ibs. 


Pop Safety Valve, Model “KDP”—Made with high lift 
and adjustable blow down ring; guaranteed equal, if not 
superior, in lift, discharge and performance to any valve 
of its type on the market. Made with equalizing top and 
bottom spring steps, steel spindles, powerful cam lifting 
lever, outside adjustable blow down ring and complies 
in every way with the A.S.M.E. Code. 





Pop Safety Valve 


Model “KDP” 
3 O O specialties 
for power plants 
Pop Safety Valves . . . Relief Valves 
Steam Gauges... . Hydraulic Gauges . . . Air Gauges . . . Water Gauges 


Pressure and Temperature Gauges . . . Test Gauges . 
Oil Gauges . . . Clocks . . . Counters . 
Steam Gauge Syphons . . 


. . Gauge Boards 
. - Gauge Cocks 
. Lubricating Specialties 


Sold by jobbers everywhere 


J. E. Lonergan Co. 


209 Race Street Philadelphia 
ESTABLISHED 1872 














northern New Hampshire for the 
Lewis E. Tracy Company, Boston. 


This company has recently added 
a complete stock of die cast pulleys 
and flexible couplings, representing 
Krone-Sebek Die Casting and Manu- 


| facturing Company, as distributor 





for the New England states with the 
exception of Connecticut. 


* *« * 


Leaders in Three Years 


Petty and Wherry, New York, cele- 
brates its third anniversary in Janu- 
ary, 1931. In this short time it has 
become one of the leading distribu- 
tors of power transmission equip- 
ment in New York. Starting from 
scratch the firm gained 1800 accounts 
at the end of its second year in busi- 
ness. This year the number will be 
considerably increased. 





W. E. Petty 


W. E. Petty gives credit to special- 
ization for the remarkable showing 
they have made. No attempt has 
been made to distribute a general 
line of mill supplies and all efforts 
have been concentrated on a com- 
plete line of goods they do mer- 
chandise. 


This company has been appointed 
exclusive distributor for the Lewellen 
Manufacturing Company, Columbus, 
Indiana, for the territory including 
New York state as far as Albany, 
and all of New Tersey and Con- 
necticut. 

* 2 « 


James Supply Moves to 
New Home 


The James Supply Company, Chat- 
tanooga, founded by C. E. James 54 
years ago as one of the first business 
houses in the city, has recently be- 
come established in a new 3-story and 
basement building, on East Eleventh 
Street, having in all about 40,000 
square feet of floor space and incor- 
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THE MOST EFFICIENT FIRE EXTINGUISHER 


Highly Effective on Almost Every Type of Fire, Especially Efficient on Fires in 
Grease, Paint, Oil, Gasoline, Pyroxlin and Other Lacquers, Acetone, Alcohol, 
Ether, etc., etc.; also Fires in Electrical Equipment, Including Electric Arcs. 


No Water! No Wet! No Fumes! No Damage! No Deterioration! 


Efficient at All Temperatures. Cannot Freeze. 


APPROVED BY THE 


DM\IL Icy 
POLICY 


As manufacturers of DuGas DRY CHEMICAL (Non- 
Liquid) Fire Extinguishers, sold under our trade-mark 
and protected by our patents, we have three basic aims 
in view: 


A? 


f tii 
o U i 


To supply a Fire Extinguisher of such high quality 

and unusual efficiency that the Purchaser shall receive full 
value for what he pays. 
9 
“= To prove the quality and efficiency of our product 
by taking all orders subject to a demonstration that shall 
satisfy the Purchaser of the superiority of DuGas Fire 
Extinguishers for his special fire hazards. 


3 * To make it possible for our Distributors to realize 
a sufficient margin of profit to warrant their handling our 
products, and to enable them to convince Purchasers of 
the sincerity of our aims. 

We have built up a considerable Good Will value in 
our DuGas Dry Chemical Fire Extinguishers, and it is 
unfair to us if Distributors damage that Good Will and 
demoralize our market by cutting prices and making it 
unprofitable for other dealers to handle our products. 

We have, therefore, established re-sale prices which will 
allow our Distributors a fair profit over their costs and 
enable them to give proper service to all purchasers of 
our fire-fighting equipment. There will be no difficulty 
in getting these prices, as there will not be any com- 
petitive dealers selling our DuGas DRY CHEMICAL Fire 
Extinguishers at less figures. 

Any distributor who sells at less than our re-sale prices 
is not making sufficient profit to enable him to continue 
profitably to represent us and to give proper service to 


UNDERWRITERS’ 


LABORATORIES 


our customers, and he tends to make our products unat- 
tractive to other Distributors. 

We cannot afford to sell our DuGas Fire Extinguishers 
to any Distributor who uses them as a cut-price item in 
any way, and we shall reserve our legal right to refuse to 
sell to any Distributor who re-sells at prices less than those 
we have suggested. 

This policy will assure the Customer’s getting proper 
service, and will assure the Distributor’s getting a fair 
profit to which he is justly entitled in selling and servicing 
a product of the high quality and proved efficiency of our 
DuGas DRY CHEMICAL (non-Liquid) Fire Extinguishers. 


A SPECIALTY 


There is only one DuGas DRY CHEMICAL (Non-Liquid) 
Fire Extinguisher. Distributors are therefore assured of 
a specialty, one of great merit that cannot be offered by 
dealers who do not adhere to our sales policy and main- 
tain prices that are fair alike to Distributor and Consumer. 


PROTECTION AND PROFIT 


Distributors of DuGas Fire Extinguishers are not only 
protected against unfair and unethical competition, but 
are assured a reasonable profit on sales. 

All DuGas Distributors are free to sell to all classes 
of buyers in their territory, except possibly to the mining 
industry, and are able to quote the same prices, deliveries 
and terms that can be quoted by anybody. They are pro- 
tected on all sales that we may make direct, including 
those. to National Buyers who take large quantities, except 
the mining industry. 


RESALE PRICES UPHELD 


DuGas established re-sale prices will be upheld and 
maintained, as set forth in the statement of Our Policy. 
These prices are fair to the public, to the Distributor, and 
to ourselves. Moreover, they are truly competitive. 


DuGAS FIRE EXTINGUISHER CORPORATION 


CHARLES H. MEIGS, PRESIDENT 


11 West 42nd Street 


New York, N. Y. 


Mate C Ma Areorvr p 1 U ” 
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On Diamond Soot Blowers 


BRISTO SET SCREWS 


HE standing of Diamond 

Soot Blowers is too well 
known to require comment. 
Their success has been built 
around the principle that 
“clean surfaces insure high- 
est operating efficiency.” 


Unsupported claims would 
never have convinced the 
makers of Diamond Soot 
Blowers that Bristo Safety 
Set Screws are superior to 
other set screws. They had 
to be shown, and they were 
shown. 





3 ECONOMIZERS AT 
CLEVELAND ELECTRIC 
ILLUMINATING CO. 
citstea DIAMOND 

With SOOT BLOWERS 
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Duamono Pow cum Corroranion, Detrom, Mach. 
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One of a series of business paper adver- 
tisements now running on Diamond Soot 
Blowers. 


Diamond Standardizes 
On Bristos 


Because Bristos meet the 
double demand of efficiency 
plus appearance, manufac- 
turers in every field are 
adopting them as standard in 
their products. 


Because the dovetailed flute 
socket gives the wrench a 
perfect grip on the screw, a 
Bristo can be set up quicker 
and tighter than any other 


set screw made. 


This perfect grip of wrench 
in socket prevents flaring, 
splitting or “rounding out.” 
Bristos hold in moving parts, 
speed up assembling, reduce 
service calls, increase effi- 
ciency, and give your product 
that trim, workmanlike ap- 
pearance which is reflected in 
increased sales. And Bristos 
cost no more than ordinary 
set screws. 


We'll be glad to send you samples 
in whatever sizes you desire. Just 
write Dept. H. No obligation. 





THE BRISTOL COMPAN 
WATERBURY, CONN. 


_— -_ 


porating the newest ideas in design 


| for a business house of this kind. 


The development of the James 
Supply Company has been most 
closely interrelated with the growth 
of the city itself, for it has supplied 
materials for almost all the business 
houses in the city, many homes and 
particularly industrial plants. 





New home of the James Supply Com- 
pany, Chattancoga. 


Originally, this company was known 
as James and Company and occupied 
a two-story brick building at the cor- 
ner of Eighth and Broad streets. In 
1906, shortly before Mr. James sold 
his interest to the present stockhold- 
ers, the company moved to the build- 
ing on Market street which it has 
just left. 

Back in the early days when the 
company was first housed in the 
Market street building a delivery 
service comprising two _ one-horse 
wagons was the extent of the then 
modern equipment. One wagon was 
used to transfer supplies from the 
railway station, while the other made 
deliveries in the down-town section. 
Manufacturing concerns in distant 
suburbs sent after their own supplies 
when needed. Roads were too bad 
and the distance too far to warrant 
the company’s maintaining a larger 
delivery service. Salesmen traveled 
with horses and buggies, and walked 
if it was less than five miles. 


Later, in 1916 and 1917, during the 
construction of the mobilization camp 
and prison camp at Fort Oglethorpe 
and the high-pressure building pro- 
gram under way in the city during 
the war, the company maintained 
four or five large warehouses to store 
needed supplies. These houses, lo- 
cated in various parts of the city, 
were eliminated when the east ware- 
house which adjoins the new build- 
ing was constructed in 1923. 








The present staff and board of di- 


rectors is composed of the following 
men: F. C. Bickers, president and 
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COG-BELT DRIVES 


...and these drives last longer 
... require less space 


..- they have exclusive advantages 
found only in Dayton Cog-Belts 


Dayton Cog-Belts are die-cut—not moulded—they’'re 
accurate and stay accurate. They have a firm, non-slipping 
grip in pulley grooves. This means that you can accurately 
gauge speeds to product... obtain required speed ratios 
and positive control. 

There's less wear on bearings. Less tension is necessary. 

Less space is required. With Dayton's firmer grip and 
extreme flexibility, shorter belts and smaller pulleys can 
be used successfully. 


COMPLETE DRIVES—PULLEYS AND BELTS—IN STOCK 
—ALL RATIOS 2 H.P. TO 100 H. P. 


i, a é : 7 
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FOR EFFICIENT POWER TRANSMISSION 


Daytons reduce vibration...machines last longer. 


















MEET EVERY 
DEMAND 


LONGER LIFE . . . Daytons are rugged. They last longer 
... run true... do not twist or turn over in pulley grooves... 
they resist the action of wear, heat and moisture. There's 
less expense for replacements. 


LESS MAINTENANCE ...No lubrication is required 


... No dressing ...no oil or grease to collect dust. 
Figure out what all these features will mean to you in 
savings and increased earnings. 


GET ALL THE FACTS ... Let us send you complete de- 


tails. Write for a Dayton Cog-Belt catalog and a section 
of the belt... today. 


THE DAYTON RUBBER MFG. COMPANY 
DAYTON, OHIO 


FACTORY DISTRIBUTORS IN PRINCIPAL CITIES AND ALL 
WESTINGHOUSE ELECTRIC & MFG. COMPANY SALES OFFICES 


The Outer Section gives balance. 

Composed of layers of vulcanized, 
strong cord fabric. Bias-cut to accommo- 
date bending without strain or distortion. 
This is another reason why Daytons 
don't heat and last longer than other 
V-type belts. 


The “Neutral axis’, or strength 

section extends across the entire 
width of the belt. It’s pre-stretched 
permanently by a patented Dayton 
process. That's why Daytons have a firmer 
grip, smoother action, eliminate weaving, 
and require less servicing in take-up 
adjustments. 


The Cog Construction permits Daytons 

to flex naturally and easily around 
even the smallest pulleys without dis- 
tortion, buckling or rippling. This is an 
exclusive Dayton feature... Daytons are 
“built to bend.” 
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DIXON’S 
Graphite Products 


No other substance has such universal application in 
preventing power losses as graphite and its products. 


Dixon’s Flake Graphite alone, or blended with oil or 
grease prevents friction losses by producing dead 
smooth bearing surfaces. 


And Dixon’s Graphite Seal and Pipe Joint Compound 
eliminates loss of power in generation and transmis- 
sion by making absolutely tight threaded and gasket 
joints in cylinder heads, pipe lines, ete. Also Dixon’s 
Boiler Graphite, which keeps boiler tubes clear and 
free of scale. 


More than 100 years of experience in overcoming 
power losses by means of graphite is back of every 
ounce of Dixon’s Graphite Products. 


Write for Bulletin No. 16-C 


* Joseph Dixon Crucible Company 
Jersey City, DOG N. J., U.S. A. 


Established 1827 


Flake Graphite 

Boiler Graphite 

Graphite Cup Grease 

Waterproof Graphite Grease 

Solid Belt Dressing 

Pipe Joint Compound (insoluble in water) 
Graphite Seal (insoluble in gas or oil) 
Graphite Motor Brushes 














W. B. Baylies and A. H. Smith of Slo- 
cum and Kilburn, New Bedford, Massa- 
chusetts. 





treasurer ; Morrow Chamberlain, vice- 


| president; Z. C. Patten, secretary; 


C. W. Bickers, assistant treasurer, 

and J. G. Gilliam, sales manager. 
The directors are Morrow Cham- 

berlain, Z. C. Patten, Polk Tarwater, 


| T. A. Wright and F. C. Bickers. 


Other members of the personnel are: 


C. P. Neal, head of the auditing de- 
| partment; F. F. Blakely, manager of 
| the plumbing and heating depart- 


ment; Charles A. Sylar, mill supply 


| manager; Kenneth McLemore, credit 
| manager; Z. W. Rackley, manager of 


the paint department; B. L. Sylar, 
manager of the machinery depart- 


' ment, and Brooke Thompson, man- 
| ager of the roofing department. 


* * * 


Van Overbecke Manages De- 
partment of J. E. Dilworth 


L. Van Overbecke is manager of 


| the Kelvinator commercial depart- 


ment of J. E. Dilworth Company, 


| Memphis, Tennessee. This company 
| has recently taken on the Kelvinator 
| electrical refrigeration line. 





Installs Well Point System at 
Schenectady 
H. J. Hush, of the H. J. Hush Com- 
pany, New York, has just returned from 
supervising the installation of a well 


| point system in connection with the two 
| million dollar sewer extension in the 


Woodlawn section of Schenectady. With 


| this system the Veder Contracting Com- 
| pany is able to keep the ground dry at 


a depth of from 6 to 22 feet while the 


| sewer is under construction. 
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PARKER OPENS the DOOR 


SEVEN for your salesmen 


Points of 


Preference ARKER’S advertising direct to plant personnel pro- 
vides an open door to the salesman who sells 


Renewable Steel Jaws. Te 
Parker Vises. 


Swivel base, $60 degrees grip- He is offering a product of known merit; a product 
ping power. * £ v 
that is accepted as fine equipment throughout the in- 

Outsid addl permits easy . . . * . 

ccaicaas on caomes tar ae dustrial field; a product that is particularly built to 
meet every shop need and available in a full range of 

Solid underportion gives ? 

added strength. types and sizes, distributed 100% through the jobber. 


a This is the kind of cooperation that is reflected in more 


sales and easier sales by jobber salesmen. 
Castings of Parkco Metal. . 


siissti inet eaeiida aula iii Send for the Parker Vise Booklet, illustrating 
and describing the complete line. 


. KER @ VISES 


| The Charles Parker Co., Master Vise Makers, Meriden, Conn., U. S. A. New York Salesroom, 25 Murray St. 
Makers of the famous Parker Gun 
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FAIRBANKS 


RENEWABLE 


Bronze Rine 


GATE VALVES 


the 





Complete 
Valve 
Catalog 
No. 20 
Sent on 
Request 


Fig. 0201 
Fig. 0202 


Screw End ( 


Venerator) Fig. 0203—Screw End (Veneur) 
Flange End (Venetian) Fig. 0204—Flange End ( Venew) 
* 36° 2%. 156". 036". 2", 256° ae 8° 


Sizes — '4 


V 


newable 


insuring replacement 


Boston 


The Usual Way 


Left: Two men are required to 
make repairs on this valve—and 
the body must be removed from 
pipe line. 


The Fairbanks Way 


Below: One man handles the 
repairs on this valve — without 
removing the body from pipe line. 


The Superiority of this 
valve over the standard 
type be 
recognized in the prin- 


will quickly 


cipal feature, that of the Re- 


Bronze Seat 


Rings, 


of the 


seats that may become scored 
without removing the body of 


valve from the pipe line. 


The FAIRBANKS Company 


New York Pittsburgh 
Factory, Binghamton, N.Y. 




















J. H. Scales Leaves Belknap 
Hardware 


Joseph Hugh Scales has resigned 
as vice-president and director of the 
Belknap Hardware and Manufactur- 
ing Company, Louisville. He will 
join the Citizens Union National 
Bank as vice-president. He has been 
a member of the bank’s board for 
20 years. 

Mr. Scales had been with Belknap 
for the last 30 years; during the last 
few years he was in charge of 
credits. He was at one time vice- 
president of the National Association 
of Credit Men, and for two years 
was president of the Louisville Credit 
Men’s Association. 

Dara E. Cross, who has been sec- 
retary and controller of the Belknap 
Company, is now secretary-treasurer 
in charge of credits. Mr. Cross 
started with the company as a clerk 
in its financial department. 

Eugene A. Converse, Jr., for 12 
years auditor of the company and 
previously with a local trust com- 
pany, succeeds Mr. Cross as con- 
troller. Lee Dentinger, for years in 
the statistical department, is now 
auditor. 





B. F. Norris of the Norris Supply Com- 
pany, Gastonia, North Carolina, a com- 


pany established 30 years ago. The 
Norris Supply operates a machine shop 
and welding business, both electric and 
acetylene, and besides the repair work it 
makes up and stocks numerous mill sup- 
ply items. For many years the company 
was operated only under the firm name 
of Gaston Iron Works, later on adding 
the Norris Supply Company. 
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Dealers know that one of the advantages of 
stocking Brown & Sharpe Tools and Equip- 
ment is the completeness of the line. 


For instance, they are in an excellent posi- 
tion to supply full precision tool equipment 
for any shop requirement. And, in addition, 
they are able to give prompt service on many 
other items which are necessities in every 
manufacturing plant. 


Arbors, collets, vises, pumps—they are all a 
part of the Brown & Sharpe line. For orig- 


inal equipment, as well as for replacements, 
these items mean additional sales. 


Standardize on Brown & Sharpe—the com- 
plete line. It is the equipment that is readily 
accepted; it is easier to sell; and it helps 
build a reputation for you as a first class 
Brown & Sharpe Mfg. 
Co., Providence, R. I. 


source of supply. 





BS 


Brown & Sharpe Tools 


The 


Complete Line 
Means 


Extra Sales 





























““WORLD’S STANDARD OF ACCURACY” 
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BRA 


Dollar Makers 





i “UNBRAKO”’ 
Hollow Set Screw 


“Unbrako” Screws have become such 
favorites everywhere that not to handle 
them is equivalent to throwing away a 
great many profitable sales. 


Yow o ee wae 


“ 


And our many salesmen continually 
working with and for Dealers to increase 
their sales, demonstrate that we practice 
what we preach—Co-operation. 


TUL 


“UNBRAKO’’ 
Socket Head Cap Screw 





We Also Make 


“HALLOWELL” Steel Work-Benches 
“HALLOWELL” Steel Work-Tables 
“HALLOWELL” Steel Work-Benches, 
Semi-Portable 
“HALLOWELL” Steel-Wood Work Benches 
“HALLOWELL” Steel-Wood Work-Tables 
“HALLOWELL” Steel Bench Drawers 
“HALLOWELL?” Steel Chairs and Stools 
“HALLOWELL” Foremen’s Desks 
“HALLOWELL” Steel Shop-Furniture 
“HALLOWELL” Steel Floor Trucks 
“HALLOWELL” Steel Lift-Truck Platforms 











* 


STANDARD PRESSED STEEL CO.) 


BRANCHES 
BOSTON 
CHICAGO 
DETROIT 











BRANCHES 
NEW YORK 
SAN FRANCISCO 
ST.LOUIS 


JENKINTOWN, PENNA. 
BOX 519 





Dayton-Dowd Appoints Ari- 
zona Representative 

| The Dayton-Dowd Company, 
| Quincy, Illinois, has announced the 
| appointment of J. B. Downey, 2944 
North Second Street, Phoenix, Ari- 
zona, as its district sales representa- 
tive for the state of Arizona, cover- 
ing the company’s entire line of cen- 
trifugal pumping equipment. 








| In this group from the Georgia Supply 

| Company, Jacksonville, Florida, are: M. 

| H. Hurlbert, A. S. Harris, R. W. Doyle, 

Miss M. Sutton, J. H. Howarth, branch 

| manager, W. H. Adams, and Robert 
Mercer. 





Bingham Tool Handles 
Disston Line 
The Bingham Tool and Supply 
Company, Cincinnati, has acquired 
the exclusive distribution in the Cin- 
cinnati territory of the Henry Diss- 
, ton’s Sons Company line of products. 
Bingham has also taken on some of 
the Disston workmen and will run a 
saw repair shop in connection with 
its supply business, under the super- 
vision of the Disston company, so as 
to assure customers of first class 
service. 





A. N. Klebes, manager of the mill sup- 

ply department, Rackliffe Brothers Com- 

pany, Incorporated, New Britain, Con- 
necticut. 
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HELL GATE STATION 
of the United Electric Light On Power (0. 


=I 


ICKHAM ail 
FITTINGS 


ORLD’S largest power plant—and Stockham Electric Cast Steel 

W Fittings for its high pressure work on the new 2,000,000 pound 
boiler extension and on the re-building program of nine boilers 

during the past two years. Stockham dependability in meeting 
specifications is not by chance, but a natural result of the care that accom- 
panies every stage in Stockham production. Large job or small, ample stocks 
and vast plant capacity insure speedy delivery of any of the over 12,000 dif- 
ferent fitting patterns in the Stockham Line. Complete catalogue on request. 
STOCKHAM PIPE & FITTINGS CO., BIRMINGHAM, ALA. 


STOCKS IN: BOSTON NEW YORK CHICAGO HOUSTON LOS ANGELES 


There is a Stockham Fitting for every pipe line use 


CAST IRON ~ MALLEABLE ELECTRIC 


Screwed + Flanged Standard + Extra Heavy CAST STEEL 
‘Drainage Hydraulic + Oil Country : Screwed 


Sprinkler Fire Line. * ‘Railroad 300 |b. Flanged 
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Type B 
The Standard Counter-shaft 
and 
Line-shaft 


Friction Clutch 


Well known to the trade for efficient power trans- 
mission, “Edgemont” Friction Clutches find a ready 
sale wherever a clutch 
is needed. 

Write now for supply of 

catalogs and _ circulars 


that will interest your 
customers. 


THE EDGEMONT MACHINE Co. 


DAYTON, OHIO | 


| Joliet, will have a complete mill sup- 
| ply catalog ready to be distributed by 














SIMICO”’ | 
UNIONS 


Made of refined mal- 
leable iron with brass 
seat inserted in place 
by powerful pressure 
so that it cannot be- 
come detached. 


Note the 
BRASS 
RING 


7 Illinois IDENTIFYING 
M alleable Ir on PRODUCTS 


Co. 


1801 Diversey Parkway Chicago, Ill. 





' RAY ME R 


The mill supply department of the 

Raymer Hardware Company, St. Paul, 

is now located in a new building at 2373 

University Avenue. This department is 

being expanded under the direction of 
W. H. Raymer. 


Evansville Supply Distribut- 
ing V-Belt Catalog 
The Evansville Supply Company, 
Evansville, Indiana, is distributing a 
complete catalog on standard V-belt 
drives. This book gives various ratios 
of Standard V-Belt drives. 


* * 


Barrett Hardware Preparing 
New Catalog 


The Barrett Hardware Company 


February 1. R. R. Donnelley and 
Sons Company is compiling the book. 


*x* * * 


E. C. Atkins Appoints New 
Distributor 


Somers, Fitler and Todd Company, 
Pittsburgh, has been appointed ex- 
clusive distributor in its territory for 
the E. C. Atkins Company, Indian- 
apolis. The appointment is effective 
January 1. Complete stocks of At- 
kins products will be carried and 
factory representative, D. N. Condit, 
will be located with the supply house. 


Gilbert Silliter, manager, and H. J. 
Tripp, city salesman of Hunter and 
Havens, Hartford, Connecticut. 
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It Pays to Get a Catalogue of 
Proven Sales Producing Quality 
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“Our business 


for the first ten 
months of 1930 


has exceeded by 








gut :hA 
nine per cent our 
sales volume for - _—_ 
~ — eriod of ” as: oF AMER 
u P Ars ete 


T this time, when you are reviewing 1930 and The active distributor gets the lion’s share of the 
are planning how to get better results in business while the ‘“‘going is hard’’, and he will 
the future, remember that the orders you forge ahead faster than his unprepared competitors 

receive from your ‘‘catalogue salesmen’ are mail as business gets better. Let us show you how 
orders and telephone orders—the most profit- quickly, easily, and economically you can reinforce 
able orders you receive, because they cost the least each of your salesmen with 200 or 300 “assistant 


to sell, and are least affected by price-cutting salesmen’ in catalogue form. No obligation, of 
competition. course. 


R. R. DONNELLEY & SONS COMPANY, Chicago 


DONNELLEY’S WILL GIVE YOU A RAPIDITY OF SERVICE ENTIRELY IMPOSSIBLE IN ANY OTHER WAY 
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You can't Zet away from 
the opinion of the man in 
the shop — when it comes 
to production tools. 


There is no 00d reason why 
his opinion shouldn't be right. 


For sixty-five years the master 
mechanic has known 
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TWIST DRILL & MACHINE COMPANY 


NEW BEDFORD, MASS..,U.S.A. 
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anufacturers News 


A department where manufacturers may announce 
new literature, changes in personnel, news of 
executives or salesmen, changes in quarters, or 
any other facts of interest to the trade. Photo- 
graphs or cuts are espectally desirable 


—_— 











Walworth Company Makes 
Promotions 


EK. HART has been made 
J works manager of the Boston 
@ plant of the Walworth Com- 
pany, Boston. He came to Walworth 
seven years ago, when the Well Point 
Works of the Western Tube Com- 
pany with which he was identified 
was taken over by the Walworth 
organization. In 1920 he took over 
the rating department of the Kewa- 
nee works and was later assistant 
supervisor of planning works. 
Chester L. Erickson is now super- 
intendent of production. He has been 
associated with Walworth since 1924, 
having first come to the company in 
the capacity of time study engineer 
and later being assistant to the gen- 
eral superintendent. 
J. Frank Dorney has been pro- 





Foley Tool Wins Award at the 
Leipzig Fair 

At the Leipzig Trade Fair recently 

conducted in Germany, the automatic 

saw filer made by the Foley Manufac- 


turing Company, Minneapolis, was 
given an award of merit for the most 
ingenious new mechanical appliance ex- 
hibited at the fair. 

The illustration shows the Foley booth 
which was located in the largest of the 
100 buildings that housed the fair. This 
exhibition hall is two blocks long and 
one block wide. It is the largest hall in 
the world, and constructed without a 
supporting pillar. 


moted to the position of assistant to 
the works manager. He has been 
with the company since 1923, in the 
finishing departments of the wrench 
and tool division and in time study 
work. 


Graton and Knight Opens 
Los Angeles Office 


Graton Knight Company, Worces- 
ter, Massachusetts, has opened an 
office and warehouse at 516 East 
Fourth Street, Los Angeles. This 
branch will be headquarters for the 
company’s sales operations west of 
the Rocky Mountains. 


x *k * 


New Jones Catalog 

The W. A. Jones Foundry and 
Machine Company, Chicago, has just 
issued a 40-page catalog on Herring- 
bone cut gears. This book is very 
complete, listing in the various 
pitches gears in three different face 
widths in both cast iron and steel 
and covering in its writeup a com- 
plete explanation as to how the 
method is used. The gears are cut 
out by the Sunderland method on 
machines purchased in England. 


* * x 


Pioneer Employees of 
Richards-Wilcox 


The December number of “Door- 
ways”, a bulletin by the Richards- 
Wilcox Company, Aurora, Illinois, 
features five veteran sales engineers 
of the company—Walter L. Wente, 
Edgar A. Zabriskie, E. B. Seidel, 
William C. Gaye, and Frank E. 
Hutchins. Pictures and brief biog- 
raphies of other men have appeared 
in various issues of the bulletin. 


v- 


Skilsaw Opens New Branch 

Skilsaw, Incorporated, Chicago, 
announces the opening of a new fac- 
tory branch in New York City. 
Spacious accommodations provide 
room for an extensive exhibition of 
the company’s products. The address 
of the new branch is 204 East 41st 
Street. 

The opening of this branch and the 
one in Los Angeles at 312 Omar, 
inaugurates an expansion program 
which began with the addition of new 
products to the Skilsaw line this year. 


* * * 


Rotary Pump Booklet by 
Roper 

Rotary pumps for hydraulic serv- 
ice, for transfer of power, and for 
circulating coolant are fully illus- 
trated and described in the new 104- 
page book that has just been pub- 
lished by the George D. Roper Cor- 
poration, Rockford, Illinois. The 
different types of pumps are illus- 
trated, capacities given, and their 
purposes explained. 

The back of the book contains gen- 
eral information about pumps. There 
are instructions for installing pumps, 
common reasons for trouble in an 
installation, an outlined method of 
determining the power required for 
pumping, formulas for determining 
size and speed of pulleys and gears, 
definitions of terms used in referring 
to pumps, and the pump construc- 
tion necessary for different types of 
liquids. In addition there are tables 
of useful equivalents on areas of cir- 
cles, capacities of pipes, tanks and 
cisterns, different types of conver- 
sion tables for determining foot, 
head, pressure, suction, and viscos- 
ity, weights, and calorific values of 
oils, and tables of friction losses. 
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In eleven months twenty Supply Houses in the larger 
jobbing centers have seen the handwriting on the 
wall— and have stocked Toncan Iron Pipe to meet the 
demands of buyers who insist on receiving this time- 


tested iron pipe. 


There is no surer way of giving your customers a dollar's 
worth of pipe service for every dollar spent, for this 
alloy of iron, copper and molybdenum is a modern metal, 
developed to withstand rust and corrosion. Glad to 
tell you more about it and about what we are doing to 
increase the sale of Toncan Iron Pipe,— perhaps for you. 
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New Labels for Bolt and Nut 
Cartons 

As a convenience to distributors 
and users, the Buffalo Bolt Company 
is now supplying bolt and nut cartons 
with a unique and attractive label. 
Standard colors are used but the de- 
sign of the new label is such that it 
can be easily read at a distance, even 
in semi-darkness. Sizes are promi- 
nently marked, as is the type of bolt. 

These labels, as well as the sub- 
stantial cartons on which they are 
used, mark a decided improvement in 
packaging. Besides eliminating er- 
rors and time-wasting searches, the 
new labels help the distributor dress- 
up his shelves. 


* * * 


New Worthington Booklet on 
Power Pumps 

The Worthington Pump and Ma- 
chinery Corporation, New York City, 
is distributing a new booklet on verti- 
cal “Triplex” power pumps. Besides 
pictures and descriptions various sizes 
and types of pumps, there are in the 
book, sectional diagrams, pictures of 
the individual parts of the machines, 
and illustrations of the pumps in 


application. 
* *” * 


Groehn Returns to Clayton 
and Lambert 

Otto J. Groehn returned to the 
Clayton and Lambert Manufacturing 
Company, Detroit, December 1, as 
vice-president and general manager, 
after being with the Hudson Motor 
Company, Detroit, for more than five 
years. Before that he had been with 
Clayton and Lambert for ten years, 
until the Hudson Motor firm ab- 
sorbed the Clayton and Lambert 
metal stamping department in 1925. 
While with the Hudson company he 
directed the erection of the large 
hody plant built by the organization. 

Mr. Groehn is one of the pioneers 
in the metal stamping business, hav- 
ing started out with the old Briscoe 
Manufacturing Company. In 1915 
he joined Clayton and Lambert to 
organize its metal stamping division. 


x* * * 


James Clark Celebrates 
Anniversary 
James Clark, founder of the James 
Clark, Jr., Electric Company, Louis- 
ville, Kentucky, celebrated his thirty- 
eighth anniversary in the industry 
recently. One of the pioneers in the 





James Clark, Jr. 


electrical tool industry, Mr. Clark is 
termed the “Father of the Electric 
Club” in Louisville. 

In 1890 he graduated from the 
Boston School of Technology and 
after being associated with the Ohio 
Valley Telephone Company for a 
year he became a representative in 
Louisville for the Thompson-Hous- 
ton Company, manufacturer of elec- 
trical equipment. In 1891 he organ- 
ized the Cooper-Clark Electric Sup- 
ply Company, which, two years later 
became known as the James Clark, 
Jr., Company. 

In 1892 the electrical repair busi- 
ness was added to the supply business 
and the following year the man- 
ufacture of direct current motors and 
generators was started in a small way. 
In 1897 the first electrically driven 
tool was patented. It was a center 
grinder. This was the beginning of 
the electrical tool industry, in which 
Mr. Clark has been engaged ever 
since. 

He has been a director of the 
Louisville Board of Trade for years 
and is chairman of the local chapter 
of the American Institute of Electri- 
cal Engineers, and actively engaged 
in the work of the Rotary Club and 
the Pendennis Club of which his fa- 
ther was a president and charter 
inember. 


James Clark, Third, is associated 
with his father in the electrical busi- 
ness and the younger son, Kennedy 
Helm Clark, now a student at Mas- 
sachusetts Institute of Technology 
expects to become a member of the 
company as soon as he graduates in 
Electrical Engineering. 


Richards Honored by 
Engineers’ Society 

The American Society of Mechan- 
ical Engineers presented Francis H. 
Richards with a gold medal, on De- 
cember 10, in recognition of his ac- 
complishments as an inventor and of 
his 50 years of membership in the so- 
ciety, of which he was one of the 
founders. Mr. Richards is 80 years 
old, and has for many years been con- 
sulting engineer with the Pratt and 
Whitney Company, Hartford, Con- 
necticut, and the Stanley Rule and 
Level Company, New Britain, Con- 
necticut. 

Presentation was made at the Hotel 
Davenport, Stamford, Connecticut, 
by Calvin W. Rice and Maxwell C. 


Maxwell. 
x * * 


Foley Manages Neilan 
Chicago Office 

Neilan Company, Limited, Los 
Angeles, announces the appointment 
of Arthur J. Foley as manager of 
its Chicago branch office. Mr. Foley 
is widely known throughout the mid- 
dle west because of his years of ex- 
perience in connection with numerous 
industrial plant installations. His 
office will be at 55 East Wacker 
Drive, Chicago. 


x * * 


Soper Resigns from Green- 
field Tap and Die 

Harry F. Soper, formerly vice- 
president and general manager of the 
“Greenfield Tap and Die Corporation, 
Greenfield, Massachusetts, has re- 
signed. F. G. Echols, president, will 
take over his duties. 


* * * 

New Distributors for Bunting 
Bronze 

Eighteen additional mill supply 


houses have been appointed distribu- 
tors for Bunting Phosphor bronze 
cored and solid bars of bearing metal. 
The houses are: Carter Electric Com- 
pany, Kokomo, Indiana; Globe Ma- 
chinery and Supply Company, Des 
Moines, Iowa; Chase Brass and Cop- 
per Company, South Boston, Massa- 
chusetts; Brass and Copper Sales 
Company, St. Louis, Missouri; Bur- 
hans and Black, Incorporated, Syra- 
cuse, New York; Kasper and Koet- 
zle Hardware Company, Brooklyn, 
New York; Vulcan Copper and Sup- 
ply Company, Cincinnati, Ohio; 
Barre Electric Company, Barre, Ver- 
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FOUR POSSIBLE WAYS TO PREVENT 








LOSING THE CHUCK KEY! 





You can tie it to the drill with a string . e it will You can tie it around your neck . but someone else may 
be in the way at the wrong time or the "string. wwii break. want to use the drill. 






































You can standardize on Stanley Electric Drills . . . which 
You can paint it RED with the hope of finding it quickly. means that the chuck key is always at your finger-tips. 





4444444 





























HERE is nothing more elusive than the chuck 
key for an electric drill . . . unless you use 
Stanley Electric Drills. 


The special recess in a Stanley Electric Drill 
keeps the key always at your finger-tips. A 
flip of the finger and the key is released, 
but once in place, a spring holds it securely. 


And this is but one of the features that make Stan- 
ley Electric Drills popular in the shop. The power- 
ful motors together with nickel steel alloy gears 
deserve much of the credit for the name these drills 
have made for themselves when put to 
work on the heavy production jobs. 


Send us the coupon below for a 
complete catalog of all Stanley Electric Tools 


THE STANLEY ELECTRIC TOOL COMPANY 


New Britain, Conn. 


Sales Offices and Service Stations 


New York Chicago Cleveland Cincinnati Philadelphia Detroit 
Kansas City San Francisco LosAngeles Seattle Montreal Toronto 


STANLEY ELECTRIC TOOLS 


44444 









THE STANLEY ELECTRIC TOOL COMPANY Name 
New Britain, Conn. ae 
Address 


Send us a copy of your catalog S59 describing all : 
Stanley Electric Tools. City State 
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OBERDORFER PUMPS 


T’S easy to sell Oberdorfer Pumps because 
they are well and favorably known through- 
out the mill supply field for their remarkable 
efficiency and dependability. Available in vari- 


ous sizes of motor driven or individual units—- . 


gear or centrifugal pumps. 


OBERDORFER 
“ELECTRIC BRONZE” BARS 


Oberdorfer “Electric Bronze” Bars are in a 
class by themselves for quality. Available in 
cored or solid bars, all standard sizes. 


Send for full details 
about the famous 
Oberdorfer line of in- 
dustrial products, in- 
cluding Oberdorfer 
Bronze (Red Brass) 
Pipe Fittings. 


M. L. Oberdorfer 
Brass . 
2300 Thompson Road 


Syracuse, N. Y. 





Motor Driven Gear Pump 





Motor Driven Centrifugal Pump 

















OBERDORFER PRODUCTS 























Forty Years of “QUALITY SUPREME” 


Stands back of 


GALVA CAP 


Industrial Brooms 


In the center of the Broom Corn West, 
the World’s Largest Broom Factory is espe- 
cially favored by every condition for LOW 
COST and HIGH QUALITY productions. 


DISTRIBUTORS SERVE INDUSTRY 
ECONOMICALLY, when they furnish 
GALVA CAP BROOMS. 


Mr. Consumer—If your Dealer does not 
handle GALVA CAP BROOMS, let us 


know and we will tell you why. 


Mr. Dealer—If you are selling a good 
broom, maybe GALVA CAP is better. 


Price and Quality Satisfaction guaranteed 
or returnable at our expense. 


DESHLER BROOM FACTORY 


Dept. G. C. 


DESHLER, NEBRASKA 














| 
| 


mont; Staunton Machine Works, 
Staunton, Virginia; M. C. Thurston 
and Company, Richmond, Virginia ; 
Campbell Hardware Company, South 
Seattle, Washington; Johnson Ma- 
chine Works, Eau Claire, Wisconsin ; 
Northern Machine Works, Wausau, 
Wisconsin; Farnsworth and Calla- 
han, San Jose, California; Bronx 
Hardware and Supply Company, 
New York City; Penn General Sup- 
ply Company, Pittsburgh; Paulsen 
Supply Company, Chicago; and West 
Virginia - Kentucky Hardware and 
Supply Company, Huntington, West 
Virginia, Dixie Mill Supply Com- 
pany, Incorporated, New Orleans, 
and J. A. Webb Belting Company, 
Buffalo. 


* * * 


David Round Issues General 
Catalog 
Catalog number 61 on chain hoists, 


trolleys and winches, is being dis- 
tributed by David Round and Son, 


| Cleveland. This general catalog has 





| 
| 
| 
| 


67 pages, giving complete informa- 
tion on the company’s products. The 
blue used in the illustrations gives an 
attractive appearance to the catalog. 


* * * 


Messinger Associated with 
Oliver Farm Equipment 
C. R. Messinger, president, Chain 
Belt Company, Milwaukee, will be- 
come associated in an executive ca- 
pacity with the Oliver Farm Equip- 


| ment Company. 


+ 2s * 


Joslin General Office Moved 
to Chicago 

The A. D. Joslin Manufacturing 
Company has moved its general office 
from Manistee, Michigan, to the Mer- 
chandise Mart, 220 North Bank 
Drive, Chicago. This company manu- 
factures “Eclipse” and “Time-o- 
graph” time stamps, “Cosmo” daters, 
and check certifiers, and the complete 
line will be on display in the new 


quarters, 
* * * 


Wickwire Steel Has Larger 
Tulsa Offices 


The Wickwire Spencer Sales Cor- 
poration, New York, which up to 
the present time has maintained a 
small office in Tulsa, selling oil field 
rope, has taken a long-term lease on 
a building to be erected in Archer 
Street, in that city, and will main- 
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Making your own 
Sales Effort 


Lasier- 










Pies 


Advertising 


for 1931 
Will Reach into 


the Heart of Your Market 


The Clipper publicity program for the coming yeor 
has been planned to be of the greatest possible 
benefit to distributors of Clipper belt lacing equipment. 

The Saturday Evening Post as usual will spread 
the Clipper message nationally. 

Full pages, in two colors, will appear monthly 
in a carefully selected group of major industrial 
publications reaching every important purchasing 
factor in the country. 

With this powerful advertising influence behind 
your sales organization you will find it profitable 
to push Clipper products more aggressively than ever 
throughout 1931. 








Clipper Lacers, Clipper Hooks and Clipper Pins are used 
by the leading industrial plants of the world. The Clipper 
No. 6 Speed Lacer is recognized as the last word in belt lacing 
speed and efficiency. Light and compact, yet marvelously power- 
ful, it laces both ends of a six inch belt in exactly 90 seconds. 

Clipper Hooks are unsurpassed in quality and durability, yet 
enormous production brings them to the user at a price actually 
20 to 30% lower than that of other makes. Whatever your 
lacing requirements you can meet them with greater satis- 
ke faction and economy by standardizing on Clipper products. 


per Belt Lacer Company 


GRAND RAPIDS MICHIGAN 











» 
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THE SCREWS 
that hold the world 


fogether aN 





F you will look around 
you, whether you are 
in a house, a boat, an 
airplane, a church or an 


office building, you will 
find that there are 
hundreds of screws do- 
ing hundreds of jobs— 
they are holding to- 
gether a “world” of 
construction. 


Famous for length of 
service, strong bodies 
and easy driving, are 
American Screws. For 
93 years they have been 
the standard of quality 
for the world of industry. 


You can do any 
job better with 
American Screws. 


c S 


MACHINE 
SCREWS 


Merch 


wooD 
SCREWS 


STOVE 
BOLTS 


AMERICAN SCREW CO 


PROVIDENCE.R.1..U.S.A. 


WESTERN DEPOT,225 WEST DARDOLEN SLC MCAGO.ML. 


Put lt Together With Screws 


Tet 
BOLTS 








tain offices there in addition to a 
large warehouse. The district cov- 


ered by the Tulsa office includes 
seven states: Kansas, Oklahoma, 
Texas, New Mexico, Arkansas, 


Louisiana and Mississippi. 

The Wickwire Spencer Sales Cor- 
poration will sell all the commodi- 
ties manufactured by the Wickwire 
Spencer Steel Company, and the 








American Wire Fabrics Corporation 
will sell all the products made by 
that company. Both of these con-| 
cerns are subsidiaries of the Wick- | 
wire Spencer Steel Company. 
E. L. Stevens will have charge of 
lall sales of both companies; L. J. | 
— of sales of the American | 
Wire Fabric Corporation; J. J.| 
| Lovell of sales of Wickwire Spencer | 
|wire rope, and G. L. Crawford of | 
Clinton electric welded fabric. 





* * * 


| 
‘Parsons Resigns as Head of | 
Skinner Chuck 


| S. W. Parsons has resigned as 
president of the Skinner Chuck Com- 
|pany, New Britain, Connecticut, and 
| will return to the Stanley Works, 
lwhich he had formerly been con- 
nected with for many years. Mr. | 
Parsons will continue as a member | 
of the board of directors of the | 
Skinner Chuck Company. | 

At the same time this announce- | 
ment was made, it was also an-| 
nounced that Arthur E. ‘Thorsten, | 
assistant secretary of the Skinner 





Chuck Company, has been made fac- | | 


tory manager. 
* * * 


New Link-Belt Sprocket 
Booklet | 

A new book on sprockets, number | 
1267, has just been issued by Link- | 
Belt ‘Company and H. W. Caldwell | 
and Son Company, its Chicago sub- | 
sidiary. This 24-page book is de-| 
voted to specifications of these sprock- | 
ets which are stocked to fill orders 
immediately. | 
* * * 


James M. Holloway Is Dead 


Major James M. Holloway passed 
jaway December 3 in Kansas City, 
Missouri. Death was due to a heart 
ailment of long standing. For many 
years Major Holloway had been a 
| prominent manufacturer, having been 
connected with the American Steel 
;and Wire Company for 30 years. 
| Because of his service with that com- 








“The Logical 


Source of Supply” 


for 


Brass & Bronze 
Bolts a Nuts a Washers 


CoNCENTRATE your 
purchases of Brass & 
Bronze Bolts, Nuts and 
Washers at the H. M. 
Harper Co., where you 
can obtain from stock: 


Hex Hd. Brass Cap 
Screws 


Flat Hd. Brass Cap 


Screws 
Brass Machine Bolts 
Brass Carriage Bolts 
Brass Lag Screws 
Brass Set Screws 
Brass Thumb Screws 
Knurled Brass Screws 
Knurled Brass Nuts 
Brass Studs 
Brass Washers 
S.F. Hex Brass Nuts 
SAE Hex Brass Nuts 


Hex Tobin Bronze 
Nuts 


Hex Brass Cap Nuts 

Brass Wing Nuts 
Send for 

Complete Catalog 





| THE " 
| HoM-HARPER | 
Hit OMPANY 


——— 


un 





THE 


H. M. HARPER 


COMPANY 


2622 Fletcher Street 


Chicago, Illinois 
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Atkins Saves 
‘3.000 Yearly 
—WVYou’re Next 


17 Years Service Shows Real 
Bearing Performance 


From doubt in 1913 to enthusiastic 
satisfaction during the past 17 years... that 
is the performance record of USF Self- 
Aligning Ball Bearing Hangers at E. C. Atkins 
& Company, Indianapolis, Ind. Today... 
there are over 500 SSUS/P Hangers in service. 
They have paid for themselves in less than 
two years’ time. And...what is perhaps 
more outstanding ... they are effecting sav- 
ings of over $8,000.00 yearly! 


‘**When we installed our first SUS/F Hangers 
and Pillow Blocks in 1913, there was some 
doubt about how this equipment would work 
out in actual service,” says Mr.W. A. Atkins, 
General Superintendent. ‘‘The fact that we 
have added more SSF Hangers until our 
plant is almost entirely equipped shows how 
satisfactory we have found them. 

**We have well over 500 SIS Hangers. There has 


been a big saving in power due to the SSF Ball Bear- 
ings...approximately $8,424.00 per year. The power 
economy pays for the complete SSF installation in 
less than two years. 

**We have an oiler who greases each bearing every 
ninety days although once in six months would 
probably be sufficient. 


**Steady useof °C Ball Bearings has proved what 
a good investment they are. They cost more than 
babbitt bearings, of course, but they pay back the 
difference in cost, in power saving alone, in less than 
two years’ time, and after that they are earning a 
clear profit.” 

Over 3,000,000 S CSIP Hangers now in world- 
wide use back up every part of Mr. Atkins’ 
story. Let SSS Engineers show you what 
such performance would mean in your plant. 
Write today for full information. SKF 
Industries, Inc., 40 E. 34th St., New York,N.Y. 
* 





BALL BEARING 
HANGER 8 





Nothing but Performance caused Atkins to use over 500 SUSI 
Hangers and Pillow Blocks. 17 years of service 
have proved them not wanting. 2650 
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| pany, he had been awarded the Gary 
| Medal. At the time of his death he 


| was manager of sales of this com- 
SELL DOUBLE VALUE >> | pany for the district about Kansas 
| City, where he made his headquar- 
| ters. 
| seul ; IN He held the rank of Major in the 


United States Army, and was with 
the expeditionary forces in Cuba at 


1931 the time of the Spanish-American 
| War. 


Major Holloway was _ highly 


esteemed by members of the indus- 
UNIONS try, many of whom gathered at his 
funeral December 6. He is survived 


WITH 
| by three daughters, Mrs. R. L. 


| Haden, Mrs. C. C. Plumback, and 


1 DART EQUALS 2 ORDINARY UNIONS Miss Clarabel E. Holloway. 


DART unions will give double service in pe soe ge in the - line. af gut 7 << * 
efficiency and economy. The “Heart of leable iron nuts and pipe ends do not | : ° . 
the Dart” is the double bronze ring con- stretch or crack. Satisfy your customers | Emig Made Vice-President of 
struction. No repacking because of the and increase sales and profits in 1931 Toledo Scale 
bronze-to-bronze ground joint principle. with DART unions. Write for samples Walter R. Emig factory manager 
No attention necessary after DART and our catalog. eat ’ 

of the Toledo Scale Company, To- 


TEES — UNIONS — ELLS | ledo, since 1926, has been elected 



































(Screwed—Flanged) | vice-president if the company. Mr. 

| Emig has been associated with the 

E.M. DART MANUFACTURING CO. | fas Ge Goes ee tee 
Providence, R. I. | than 23 years. 

Sales Agents: Canadian Factory: He first started with the company 

ee ee eet ny ~~ ee | in the inspection department in the 


fall of 1907, being later promoted to 
factory supervisor, thence to factory 
manager. Mr. Emig is well known 
in industrial circles throughout the 
country, being a past president of the 
National Foremen’s Association and 


ELL CAPITAL “Red Cap” In- an authority on modern factory 


dustrial Brooms and Brushes — , methods. 

















Concentrate on the Capital Line! 


exclusively. The line is complete. It ; —s., 
covers practically every industrial re- New Bulletin on Oil Refining 

i Equipment 
quirement. 


A new bulletin on equipment for 
oil refineries has recently been issued 
by the Coppus Engineering Corpora- 
tion, Worcester, Massachusetts. 

It gives a comprehensive idea of 
the type of equipment made by this 
company for application to the oil 
refining industry and is well illus- 


Moreover, you can count on big, 
steady repeat business from the CAP- 
ITAL Line, because it has the quality 
that wins against any competition. 
Follow the lead of America’s biggest 
and best distributors. Concentrate on trated. Informative description and 
the CAPITAL Line—make 1931 a data are given on fans for recircula- 


tion of flue gases in the crackin 
RED CAP year. process, 1 to 60 and fractional comer 
. power turbines, turbo generators, hot 
Write today for Catalog 17, our prices and details of our job fans, and ventilating and forced 
business-building sales plan. | draft apparatus. 
ok * * 


7 | 
INDIANAPOLIS BRUSH & BROOM Mpc. Co. 1°22 of Foley Company Re- 





ports on European Conditions 
Walter M. Ringer, president of 
126 B h St the Foley Manufacturing Company, 
rush Street Indianapolis, Indiana who has just returned from a busi- 
LS A ee 


ESTABLISHED 1890 











XUM 





Ss ee OO OO ~ S Ww TF ™ ‘9 


vs 


e- 
1S 


ly, 
S1- 
lat 





XUMG 





JANUARY, 1931 


MILL SUPPLIES 43 





How Long Must They Be?... 


FLAT BELT DRIVES 
... How Short Can They Be? 





Ase” LINCOLN, when asked by a wag how long a man’s 
legs should be, answered: “Long enough to reach from 
the seat of his trousers to the ground!” . . . The same 
sensible rule applies to the length of flat belt drives—they 
should be as long or can be as short as the need demands. 

In the days of steam power, when line shafts were used 
to distribute power throughout a plant, every condition 
encouraged the use of long belts. 





But times have changed! Steam power has been replaced 
by electricity. The trend of the times is to replace main 
line shafts with small group and individual moto~-drives. 
The increasing cost of factory space calls for compact 
layouts both of machines and of drives . .. In many cases 
it is desirable that the machinery builder incorporate 
motor and drive as a part of the machine. 

& 2 =e 
Despite these changing requirements, many engineers 
and designers still think of the flat belt as being limited to 


long drives. And seizing this opportunity, builders of later 
drives 





more expensive in cost, more complicated in main- 
tenance, yet less efficient in performance—are creating the 
false impression that their new drives are a necessity for 
short-center applications. 

As a matter of fact, the flat belt drive is adaptable for 
extreme compactness. It will save space down to the last 
possible inch, at the same time retaining all the advan- 





tages of simplicity and economy, ease of installation and 


A compact flat belt drive 
replacing noisy and in- 
efficient gears . . . Motor, 
7% H.P. at 900 R P.M. 
...l to 4 speed ratio... 
24-inch shaft centers. 





An example of the old and the modern 
apartment house. Each drive originally required 15 feet of space between 
shaft centers The front drive, furnished by Rock woop, requires only 3 feet, 
a saving of 80°% in belt length . . 
tion of space and superior performance, a drive for the rear unit, identical 
with that of the front, has been installed since this photograph was made, 


two refrigeration unitsin a Boston 


. Because of proved economy, conserva- 


maintenance, high efficiency and dependability, which 
no other type of drive equals. 


RocKWoop engineers have developed and_ perfected 
such a drive 





a flat belt drive that out-performs all other 
types of short-center drives, whether of gears, chains or 
V-belts. Already it is being endorsed by many leading 
power transmission authorities. 

Now in daily use on hundreds of difficult: machine 
applications, already adopted as standard equipment by 
several progressive machinery builders, this Rock woop 
short-center drive—for use with efficient Rock woop Pul- 
leys—will soon be available in all leading cities in a range 
of standard stock units from | to 50 H. P. It is as easy 
to install as an electric motor! 

... [t's time to forget the old notion that flat belt drives 
must be long. RockKwoov has proved that they can be 
as short as you want them! It’s time to investigate the 
important advancements that RocK woop engineers have 
pioneered in this field. Write today! 


THE ROCKWOOD MANUFACTURING CO., INDIANAPOLIS, IND. 


THE OHIO VALLEY PULLEY WORKS, MAYSVILLE, KENTUCKY 
Diwisions of General Fibre Products, Inc. 
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Value in the Past 


67 Years Ago - 1864 





Greatest Catalogue 










The Donnelley Printing Service 
established. 
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27 Years Ago - 1904 
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The Donnelley Mill Supply 


Catalogue Compiling Service 
organized. 
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The Donnelley Unit Selection 
Plan introduced into the 


mill supply field. 
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The Greatest Advance 









a ~ 
in Twenty Years in Supply : 


saan pont foot, inch wide. 
Gradusted in Mths vd 16the Packed one dozen in bux 





Catalogue Building ~ 
THE DONNELLEY UNIT SELECTION PLAN 
Type AD Ashereft Duplex Pressure Gouges 





lotenor mechanse 
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sdirating tow wpanate 1E Donnelley Unit Selection Plan brings to jobbers of mill supplies 
ph We Oe encdertiny, Bo not otherwise available. 
When ordennag 
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and dengnation 
© ae »,’ 


In this new series of catalogues are incorpor 
provements that we have worked out during the last twenty years in 
Te One than one thousand editions of catalogues for jobbers of mill supplies, plur 
- electrical supplies, and automotive accessories. 
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The catalogues of this new series are being compiled entirely from the jobbers’ standpoint) 
Not a manufacturer has paid for the making of a page, but we have invested our own 
funds in the compiling of the units, keeping the jobbers’ viewpoint constantly in mind. 











arch joant, full bound. 


Graduated in 
One sad one hall inches wide. Six in box 
Among the advantages of this new series of catalogues are the following: 
’ 


Everything applying to a given article is shown in one com- 6 A decided reduction ix made in the number of pages required 
pact group the heading. the illustration, the description, 
the dimensions, and the prices. This makes it possible for 


to cover a given line of goods as compared with most cata- 
logues of the same page size. This is accomplished by the 

the buyer to consult the catalogue more rapidly and more unusually large Donnelley type page size, and the careful, 

easily, and to minimise errors in placing orders. As 

soon as the buyer locates the illustration of an article, he 


has located everything pertaining to it 











compact style of compilation. This reduction in the num- 
her of pages in the Donnelley catalogues is a matter of 
fundamental importance to the jobber from the stand 
2 The catalogues are compiled in separable, s-lf-contained. point of the real cost of his catalogue 
interchangeable units. The jobber does not have to select An indwation of the character of the catalogues that are being 
hy pages, nor even by columns. He can select by individual built on the Donnelley Unit Selection Plan will he seen in the 
unite without extra charge. Each jobber’s catalogue is, there: names of the jobbers that appear on the covers leaders in the 
fore. “built to his measure” as regards election of goods woadust ry 
3. The compiling units are of one-sixteenth of a page of mul The jobbers who become the leaders in an industry are thone 
tiples of that size This makes it possible to give to each who look heneath the surface to fundamentals in value. They 
article the «pace it requires without waste would ng more think of judging bet ween proposals for the huild- 
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Even Greater Catalogue Value Today 


More jobbers of mill supplies have their catalogues 


compiled by Donnelley’s than by competing compilers 


combined. 

Approximately 90 per cent of 
all of the mill supply jobbers 
whom Donnelley’s have quoted 


during the past fifteen months 


have already placed their con- | 


tracts with Donnelley’s. 
During the same fifteen 
months, Donnelley’s have com- 
pleted new catalogues for job- 
bers of mill supplies at the rate 
of about one edition every six 


working days. 





The inevitable «*slippage”’ 
through incomplete presenta- 
tion of your goods by even 
five or six salesmen working 
without catalogues will much 
more than pay for the best of 
catalogue representation, in- 
cluding new catalogues every 
five or six years. 

You can have a new catalogue 
at work for you by summer. 
Would you like to see cata- 
logues issued recently by other 
successful jobbers? Better yet, 
would you like to have a Don- 
nelley man make a survey of 
your individual requirements 
for quotation? No obligation or 


expense to you. 


R. R. DONNELLEY & SONS COMPANY, Chicago 


IT IS BETTER TO GET THE BEST CATALOGUE SERVICE THAN TO WISH YOU HAD 
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Manufacturers will 


BUY NOW .- - 


will buy tools that 
CUT COSTS 


Manufacturers are now looking for 
ways to cut costs, for means of mak- 
ing profits. They are anxious to 
learn of new and better methods, 
improved cost-cutting tools, of 
MARVEL Blades—the unbreakable 
power hack saw blades with the high 
speed steel cutting edge. MARVEL 
Blades are the only blades that have 
the high speed steel cutting edge elec- 
trically welded to a Special Alloy 
Heat Treated Back—the combination 
that appeals to the user, and enables 
us to guarantee them not to break in 
any machine. 


MARVEL 


High-Speed-Edge 
HACK SAW BLADES 


Special Alloy 
Heat Treated 
Back—unbreak- 
able 







Patented 
Electric 
Weld— 
fused 
integral 







Genuine 18% Tungsten 
High Speed Steel Cut- 
ting Edge—fast-cutting, 
long-lasting. 


Push these Blades 
that Sell NOW 


Make sales and build 

profits now by pushing 
these blades that have the true econ- 
omy sales story. 


Armstrong-Blum Mfg. Co. 
“The Hack Saw People” 


353 N. Franciso Avenue 
CHICAGO - - +--+ --=. « 








there is an immense market for 
American made equipment abroad at 
this time. He states that everywhere 
old machines and methods are being 
abandoned for new, up-to-date equip- 
ment and labor saving appliances, as | 
the Europeans are realizing the fact 
that they must discard antiquated 
methods of production if they are to 
keep pace with modern times. 

Mr. Ringer believes that a great 
number of American products can be 
successfully sold in the European 
market if properly merchandised. 
Hlowever, personal contact is most 
essential, and the situation must be 
studied thoroughly first hand, 

“In general, it might be stated,” 
said Mr. Ringer, “that the European 
countries which were not involved in 
the World War are in a prosperous 
condition and there is no unemploy- 
ment problem. The countries that 
were involved are not in anywhere 
near such good shape. Sweden, Nor- 
way, Holland and Switzerland, for | 
instance, are in good condition, but | 
Germany, England and_ Italy still | 
show evidence of the war strain, al- 
though they have made progress.” 

The Foley Manufacturing Com- 
pany now has representation in Eng- 
land, Scotland, Wales, Ireland, Ger- | 
many, France, Hungary, Austria, | 











| Italy, Czechoslovakia, Jugoslavia, 


| Jones Foundry Holds Annual 


Norway, Sweden, Denmark, Rt- | 
mania, Greece, Holland, Belgium, 
Bulgaria, Poland and Spain. | 

cn * | 


Sales Meeting 


The 20 branch office managers of 


| the W. A. Jones Foundry and Ma- 


ing that spent about three days in 
| going over equipment which is to be 





chine Company, just concluded their 
annual sales meeting held at the Mid- 


west Athletic Club, Chicago. Men | 
from San Francisco, Birmingham, 
| New York, Boston, Philadelphia, 


Easton, Pittsburgh, Cleveland, De- 
troit, Kansas City, St. Louis, Toledo 
and Milwaukee made up the gather- 


offered during the coming year. 

Seventeen new speed _ reducers 
have been added to the Jones line 
and certain small worm gear and 
herringbone machines will now be 
carried in stock in New York, San 
Francisco, Detroit and Chicago. 

The Jones selling plan for 1931 is 
closely tied up with the distributor, 
for the company feels that the dis- 
tributor is the logical distributing 
source for its line of equipment. 





*TILL DEATH 
DO Us PART..” 





a Hyro SHUR-GRIP was de- 
signed with the idea in mind that 
the main job of a file handle is to 
stay on. And stay on the SHUR- 
GRIP does — with a vengeance. 
There’s no pounding and re-pound- 
ing. You simply screw the SHUR- 
GRIP on. A hardened steel spiral in 
the handle cuts its own thread right 
into the tang and gets a stranglehold 
on the file that can’t be broken by 
pull or pressure. Yet the SHUR- 
GRIP can be unscrewed as easily as 
an electric bulb and used over and 
over again. And it saves time and 


| eliminates danger from handles that 


split or fly off. That’s why the 
SHUR-GRIP sells! Hundreds of 
supply dealers everywhere are selling 
it—at a real profit. How about you? 
The coupon below will bring all nec- 
essary information. 


HYRO 


SHUR-GRIP 


\ FILE 
HANDLE 


Patented 
April 24, 1923, 
No. 1,453,082 













handle 


Hollow 
center takes 
end of tang 
Casting keeps 
spiral in place 


Spiral of square 
wire cuts thread 
into tang 


§ 205 Varick St., New York City, N.Y. 


Gentlemen: Please send me descriptive folder 
— _— list on the Hyro SHUR-GRIP File 
andle. 
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Buffalo Bolt Labels 


AT LAST! Labels you can see and read. 
New Buffalo Bolt labels, while embodying 


the standard colors, use a new and quickly 








legible design. Correct sizes can be iden- 
tified at once, even at a distance or in 
semi-darkness...orders are quickly filled 





— costly mistakes avoided. 


Jobbers and Dealers find these labels a 
». 4 valuable improvement and worthy of the 


c bolt that has built a world-wide reputation 
” for service, quality and accuracy. 


sites q 
- oe BUFFALO BOLT CO. 
NORTH TONAWANDA, N. Y. 











SERVICE...QUALITY...ACCURACY 
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Planned Selling, the Sure 
Way to Profits 


An interview between W. H. Clark of Samuel Harris and Com- 
pany and H. W. Barclay, Merchandising Counselor of Mill Sup- 
plies, bringing out the importance of Mill Supplies’ ‘* Market 
Determination Plan.’’ 


W. H. Clark: 


Barclay: 


W. H. Clark: 


Barclay: 


W. H. Clark: 


Barclay : 


WW’. H. Clark: 


Barclay: 


What can be accomplished through mar- 
ket determination ? 

Market determination provides a method 
by which both distributor and manufac- 
turer can cooperate in solving distribution 
problems. Mii Suppvies’ plan is the first 
method in which the use of sales cam- 
paigns, based upon complete and accurate 
data of the buying potential of customers 
in each distributor’s territory, has been 
used. To the best of our knowledge, it is 
the first definite functional selling plan 
for manufacturers and distributors that 
has ever been presented. 

Why is this plan necessary ? 

Because the greatest problem facing man- 
ufacturer and distributor today is that of 
eliminating wasteful sales effort. Distrib- 
utors must have a guide to selling which 
will enable them first to select key prod- 
ucts for marketing ; second, determine key 
buyers with a maximum buying potential ; 
and third, through sales control, concen- 
trate sales effort on key products and key 
buyers. This plan enables distributors to 
maintain a continuous inventory of sales 
possibilities in their territory. 

What are the advantages of this plan 
from the standpoint of the salesman ? 

It simplifies the problem of selling for 
salesmen by giving them an outline of 
applications for specific products in spe- 
cific industries. It also gives the salesman 
a definite buying potential in his territory 
for the products he must sell. In other 
words, for the first time it gives him defi- 
nite selling information. 

What are the advantages of the plan for 
the sales manager ? 

The charts on application of products in 
industry enable the sales manager to know 
accurately what plants on his customer list 
are prospects for the products and what 
is the sales potential. The sales control 
charts enable him to maintain actual sales 
control over his salesmen which is almost 
impossible at the present time unless the 


distributor has spent a lot of money to 
secure sales information which we pro- 
pose should be furnished by the manu- 
facturer. These latter charts give him the 
sales possibilities in each of his salesmen’s 
territories as well as the total territory 
and enables him to check regularly the 
sales results against the sales potential. 

IV’. H. Clark: This plan looks very practical to me. The 
question is, how do you plan to get this 
program before distributors in all parts 
of the country ? 

Barclay: During the year in which we have been 
working on this plan, we have presented 
it to many distributors personally, but 
naturally there are still a large number to 
whom it will be entirely new. We plan to 
get it before every distributor in the coun- 
try through a comprehensive series of 
articles upon the subject of market deter- 
mination—also, through articles that will 
deal with products and industries, show- 
ing the possibilities that any given prod- 
uct or any given industry might have, 
from the sales potential angle. We started 
the articles on products and industries 
several months ago. The first of our 
series outlining the general plan appears 
in the January, 1931, issue. Further steps 
in the plan will be developed month by 
month. 

Il”. H. Clark: Will manufacturers cooperate ? 

Barclay: Up to the present time it has been pos- 
sible to present this plan to but twelve 
leading manufacturers. Five have already 
adopted the plan as you will notice from 
their advertisements in MILL SuPPLIEs in 
the January issue. Others have indicated 
their interest and will no doubt adopt the 
plan in the near future. 

I”. H. Clark: There is no doubt in my mind but what 
every progressive distributor in the coun- 
try will welcome this plan as one of the 
greatest forward steps ever taken in in- 
dustrial distribution. 

Any distributor desiring complete information upon this plan, 
write Mill Supplies, 520 North MICHIGAN Avenue, Chicago, 


for copy of “Market Determination Pamphlet.” There are no 
charges or obligations involved in this offer. 








A LOGICAL LINE 





HE Black & Decker sales policy has always 

recognized the Mill Supply Jobber as the 
logical channel of distribution for portable 
electric tools in industry. Backing up this 
recognition is a definite policy of cooperation 
with the Jobber, thereby making it profitable 
for him to specialize in electric tools. 


With these firmly established policies, and 
with the broadening market for portable elec- 
tric tools in industry, the Black & Decker Line 
of Tools is the Logical Line for the progressive 
distributor. 


It is the logical line because of the good- 
will and ready acceptance enjoyed by all 


Black & Decker products for more than two 
decades; because of the leadership in new tool 
development; because of the nation-wide 
Black & Decker facilities for service; because 
of the leadership in aggressive advertising and 
sales effort. 


More than this, the Black & Decker Line is 
the logical line because of its breadth and 
scope. Its broad range of electric tools covers 
the needs of industry, thereby providing a 
wide market for continuous sales and making 
it unnecessary for the distributor to carry a 
duplicating line. The progressive distributor 
‘‘lines up’’ with the Black & Decker line. 


BLACK QDECKER 7 


TOWSON, MD., U.S.A. 


Slough, Bucks., 
England 


Toronto, Ontario, 
Canada 


Sdyney, 
Australia 


The BLACK & DECKER MFG. CO., 
TOWSON, MD., U. S. A. 


of Electric Tools. 


Name 





Address 





Mail This Coupon for Catalogue 


Please send me catalog showing full line 
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A COMPLETE LINE 


ROM Drills to Glue-Pots—from _ keep his sales curve on an “even 


Screwdrives to Saws—the wide _keel”—and an opportunity to make 


range of the Black & Decker Line 
of Portable Electric Tools is one 
of its noteworthy features. It is a 
complete line, affording the distrib- 
utor an opportunity to cover indus- mg combination. It gives the dis- 
try as a whole—an opportunity to __ tributor Leadership with a Leader! 


his sales efforts produce profitable 
results . . . A Logical Line plus a 


Complete Line makes an ideal sell- 





BLACK & DECKER 





TOWSON, MD., U. S. A. 


Slough, Bucks., Toronto, Ontario, Sydney, 
England Canada Australia 
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A medium edited in the interests of distrib- 
utors of construction machinery, equipment ~~ 





and supplies 


MAKING OUR BOW 


OR the first time, a monthly service, 

published wholly in the interests of the 

distributor of construction machinery, 
equipment and supplies, is made available. 


‘THE CONSTRUCTION EQUIPMENT DIsTRIBUTOR 
makes its bow as a section in Mill Supplies 
only after repeated requests from present 
readers of this magazine, who are selling con- 
tractors as well as industrial users, that edi- 
torial attention be directed toward the prob- 
lems of distributing contractors’ equipment. 
For more than a year, we have been studying 
the construction equipment field from the 
standpoint of distribution and have found a 
definite need for a publishing service such as 
we are launching this month. 

Our 20 years of experience in editing dis- 
tributor publications is made available to 
construction equipment distributors through 
this new section. A thoroughly trained staff 
of field editors and research men will scour 
the country for new ideas, plans, policies, 
news and other information of interest to 
distributors. Men who have spent their 
lives in studying distribution will contribute 
their experience and efforts toward making 
Tue Construction EquipMENT DIsTRIBUTOR 
of outstanding value. 


Future issues of this section will carry 


experience data concerning every vital prob- 
lem with which distributors must contend. 
Loose credits, trade-ins, rentals, insurance, 
direct-selling competition — all these, and 
other subjects, will be gone into thoroughly 
by the best brains available. 

‘THE CONSTRUCTION EQUIPMENT DIsTRIBUTOR 
is to be an idea exchange in every sense 
of the word. Material published will be based 
on actual experiences of men in the business. 
This very issue contains articles by A. C. 
Blaisdell, secretary, The Queen City Supply 
Company, Cincinnati, and R. C. Lasswell, 
salesman, The Globe Machinery and Supply 
Company, Des Moines, Iowa. In addition, 
there is news from the field, data on new 
products, and a chart showing the trend of 
business on important items. 


S time goes on, we shall, of course, enlarge 
our activities, for it is our aim to make 
THE ConstrucTION EQuIPMENT DISTRIBUTOR 
section of Mill Supplies one of the most inter- 
esting, helpful, constructive, thoroughly alive 
publishing services known to any field of dis- 
tribution. 


With the co-operation and guidance of dis- 
tributors and manufacturers of this great in- 
dustry, we are confident of our ability to 
reach the goal we have set for ourselves. 
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No. 61—Narrow, deep, medium 


capacity tray for concrete mor- 
tar, ete. 





No. 31—Narrow, deep, large capac- 
ity tray designed for wet mate- 
rials. 





No. 6A—A general purpose con- 
tractor’s barrow. Standard A.G.C. 
size for dry materials. 
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SALES FEATURES 


*Self-lubricated axle bearings. 


No oiling needed. Wheels easier. 
*“V" shaped pressed steel tray 
braces. Greater rigidity. 

Cat SWE. co cccccccscesceviccs 


*10-spoke wheel, instead of 8. 
Smooth flush riveted spokes...... 


*"“V" braced channel stecl legs, riv- 
eted. . . . Strength with light 
WL, 66d ce ehee ene s Capmeee nse 


*Axle keyed to Malleable iron brack- 
ets. No nuts to loosen,.......... 


*Malleable iron wheel guards, in- 
sure protection, easier dumping... 


“Handles metal or maple. Standard- 
ized design all tmterchangeable... 


*Changeable square bent leg shoes. 
Extra wear—twice the life....... 


*Reinforced rodding top edge of 
trays. Holds shape, takes loading 
| ee ee ee 


*“Riveted deuble-cornered trays. Re- 
inforcement for increased load 
COMMERBC. cece cecesesecesevecees 


*Exact size and capacity trays. In- 
terchangeable. Raises Effici ney. . 


*Complete stocks at 8 warehouses, 
insure prompt servicing and de- 
BET Screech encores sesesees 





~ 








More loads per man per day. 
Increased man-power, through perfect balance. 


Lower maintenance, last longer, and interchangeable. 


Raised efficiency, exact sizes. 
Prompt field delivery. 


these are the factors that decide sales 
leadership for 











The selling advantage today goes to the Dealer armed with 
engineering sales features which lower operating costs. Ster- 
ling Wheelbarrows lower costs by accomplishing more work, 
with fewer men, in less time—besides the very tangible sav- 
ing in maintenance costs through longer working life, and 
interchangeability. 


These are not general selling claims—the history of the indus- 
try has proven this. It is an open record among Sterling 


users. Investigate and you will know! 


Sell them what they buy—backed by sound engineering 
features—and it obviously means MORE SALES, EASIER 
SALES, MORE PROFIT, whether you are selling wheelbarrows 


or locomotives. 


Write for the Sterling dealer proposition, prices, discounts. 


STERL STERLING ON A WHEELBARROW MEANS MORE THAN STERLING ON SILVER 


MILWAUKEE 


WISCONSIN 


BRANCH WAREHOUSES—BOSTON, NEW YORK, PHILADELPHIA, PITTSBURGH, CLEVELAND, DETROIT; CHICAGO, ST. LOUIS 
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PROBLEMS and 
POSSIBILITIES 


facing DISTRIBUT 


ORS 


A brief study of the present situation 
among distributors of construction equip- 
ment and a thought on planning ahead 


By A. C. BLAISDELL 


Secretary, The Queen City Supply Company, 
Cincinnatt 


, \HE construction equipment 
industry is forging ahead rap- 
idly and the time is close at 

hand when it will be recognized as 

one of the nation’s leading in- 
dustries. 

As the industry as a whole grows, 
so does the importance of the con- 
struction equipment distributor. He 
is looked upon today as an impor- 
tant cog in the distribution of con- 
struction equipment, both by the 
manufacturer and user. This recog- 
nition’ is indicated by the fact that 
the distributor is to play an impor- 
tant part in the American Road 
Builders’ Show in St. Louis this 
month, while further evidence of the 
distributor’s high standing may be seen in his recognition 
by the Federal Government, The American Road Build- 
ers’ Association and the National Sand and Gravel Asso- 
ciation as an important link between manufacturer and 
user, 

There is a great opportunity for increased sales of 
different types of equipment by the construction equip- 
ment distributor. One of the best known products on 
which distributors are doing a big business today is the 





A. C, Blaisdell 


concrete mixer. The use of this 
machine is so widespread that the 
opportunities for sales by distribu- 
tors would be unlimited, relatively 
speaking, were it not for the grow- 
ing importance, in the larger com- 
munities, of central mixing plants 
which deliver ready mixed concrete 
to contractors. This new industry, 
though still more or less in its in- 
fancy, is bound to make it more diffi- 
cult for distributors to sell the usual 
volume of mixers in the larger cities. 
In the smaller centers, however, the 
central mixing plant is not likely to 
enter the picture, as there is not suf- 
ficient call for its ‘service there. 

The shovel and crane line is an- 
other which offers a great opportunity to the distributor 
who is properly equipped to sell it, but he must be thor- 
oughly versed in the engineering design of not only the 
machines he handles but of those handled by his com- 
petitors. He must likewise have an exhaustive knowl- 
edge of how the various makes of machines will stand 
up under continuous service. 

There is also a wide field to be developed by the dis- 
tributor on bins, batchers and weighers, which are pur- 
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chased frequently in connection with mixers and cranes. 
Not only is the central mixing plant a prospect for 
these items, but also the building supply dealer; crushed 
stone, sand and gravel plants, and contractors doing 
heavy construction and road work. In many places 
where bins and batchers are installed, there are strong 
possibilities for selling elevators and conveyors. In fact, 
manufacturers in the latter field are developing standard 
units which may be 
easily adapted to any 


Therefore, the distributor must ever be on his guard 
lest he become overstocked with old mixers which he 
cannot sell at a price which will net him a profit on the 
entire transaction. 

What applies to the distribution of concrete mixers 
as regards “trade ins,” likewise applies to the shovel 
and crane line, which also has seen a large number 
of changes in the past few years. 

The problems cre- 
ated by the prevalence 











height of bin pur- 
chased. 

The road contractor, 
who usually purchases 
all the equipment men- 
tioned in the last para- 
graph when he has a 
large enough contract, 
is also an_ excellent 
prospect for the sale 
of tractors, graders, 
rollers, road forms, 
pumps, finishing ma- 
chines, ex pansion 
joints, gas engines and 
many other lines too 
numerous to mention. 

Let’s glance now at 
the problems facing 
the construction equip- 
ment distributor. He 
is confronted, of 
course, with numerous 
ones which are com- 
mon to many other 
businesses. Some of 
these problems, how- 
ever, are particularly 
troublesome in this 
field. | 

Frequent changes 
and new developments 
in equipment make it 
necessary for the con- 
struction equipment 
distributor to be con- 








—grasp them. 











CHA NGES in equipment, ‘‘trade- 

ins’’, rentals—some of the common 
problems of construction equipment 
distributors—come in for brief, but 
interesting discussion by Mr. Blais- 
dell in the accompanying article. 
So do the sales opportunities for dis- 
tributors—a subject that should be 
of particular interest at this time 
when a return to normal business 
conditions seems not far off. The 
distributor 1s generally recognized 
as a vital factor in the marketing 
of construction equipment. As the 
industry itself grows, the distributor 
becomes more important. His oppor- 
tunities are constantly expanding. 
It is to his advantage to study them 


of the “trade in” prac- 
tice and the frequent 
changes in equipment 
are, of course, not the 
only worries of the 
distributor. Among the 
the other questions 
causing him consider- 
able concern might be 
mentioned installment 
selling, rentals, loose 
credits and insurance. 
Each of these subjects 
is deserving of special 
treatment. 
Conditions facing 
the construction equip- 
ment distributor have 
been greatly improved 
during the last 10 years 
by an association 
known as the Associ- 
ated Equipment Dis- 
tributors. This organ- 
ization has helped 
manufacturers and dis- 
tributors in their strug- 
gle against unfair trade 
practices. It is respon- 
sible for the adoption 
of the uniform con- 
tract—a document con- 
sidering jointly the 
manufacturer and dis- 
tributor, two-sided in 
| every respect and most 

















stantly on his toes lest 





he be caught with 
large stocks of obsolete or otherwise unsalable equipment 
received on “trade ins.” The “trade in” practice of the 
industry—a necessary evil—necessitates a double sale— 
the sale of the original equipment to the customer and 
the resale of that received from the customer on the 
“trade in.” This point may be best clarified by discussing 
briefly the problems incurred in selling one or two types 
of equipment. 

One of the oldest items in the construction equipment 
industry is the concrete mixer. During the last 10 years 
there have been a large number of changes in the design 
and construction of mixers. This includes the paver as 
well as the smaller machine. Since the average, fully 
efficient life of a concrete mixer is approximately three 
years, the distributor in selling a mew one is frequently 
called upon to take in an older mixer on a trade. 


satisfactory from all 
angles. 

The association has also developed a rental schedule 
which is now being adopted nationally and it has in 
preparation a new insurance policy which protects the 
distributor on leased equipment. Many distributors have 
found it profitable to use this rental schedule. If rates 
are in keeping with those now being used by members 
of the Associated Equipment Distributors, a fair return 
can be made on rentals. 

With every indication that there will be a fairly early 
return to improved business in the construction equip- 
ment industry, the distributor who prepares himself and 
his staff thoroughly now will reap the benefits of his 
efforts in the months to come. Thorough consideration 
of opportunities, lines and sales problems, and the estab- 
lishment of a definite program to be adhered to strictly, 
is the order of the day. 
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WRITE TO US 
FOR FURTHER 
DETAILS AND 
DISTRIBUTOR 
« TERMS » 


tolle 


Distributor in 1931. 


spreader. 
year. 
tributor territories are still open. 





HIS fast working, thoroughly efficient and economical spreader holds tre- 
mendous sales and profit opportunities for the Construction Equipment 
Municipal, county and state road officials and contractors 
everywhere will be live prospective buyers of this truly remarkable mechanical 
Present distributors of the Stolle “Junior” should be ready for a big 
We are prepared to help them materially in their efforts. Several dis- 
Perhaps yours is. Write to us about it. 


Why the Stolle ‘‘Junior’’ is 

a Standout 
Built by a road builder of 25 years’ 
experience. * * * Can be attached 
to any dump truck—and handled by 
one man. * * * Handles any dry 
material up to and including 144 
inch aggregate. * * * Spreads uni- 
formly the exact amount required. 
* * * Eliminates stock piles along 
the road. * * * No part of spreader 
touches roadway. * * * Frees trucks 
for other duties between spreading. 
* * * Ts extremely rugged—will last 
for years. * * * Pays for itself in a 
short time. 


Stolle ‘‘Junior”’ in 4 sizes, 6, 7, 8and 9 ft. Weight approx. 300 pounds. 


‘Junior’ 
The Spreader that will step up Distributor Sales 
and Profits in 1931 


Buyers Swinging Fast to 
this Spreader 


Fifteen highway departments are 
using Stolle spreaders, including the 
state or county governments in New 
York, New Jersey, Massachusetts, 
Kentucky, Indiana, Vermont, South 
Carolina, Wisconsin and _ others. 
* * * More than 12 metropolitan 
cities have adopted Stolle spreaders. 
* * * In Ohio, 30 Stolle spreaders 
are being used by contractors on 
state work alorft. * * * Forty per 
cent of present users have adopted 
the Stolle spreader as standard and 
have placed one or more repeat 
orders. 





THE MOST CONVENIENT AND FLEXIBLE SPREADER ON THE MARKET 





Stolle Road Equipment Company, Inc. 


3010 La Salle St. » » 


Information Provided on the Stolle ‘‘Senior’’ on Request 


St. Louis, Missouri 
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How 


sell 


INCE the state of Lowa put on 

its biggest road-building pro- 

gram in 1929 and 1930, laying 
down in the neighborhood of 2,000 
miles of road, seeking to connect all 
county seats and provide paved high- 
ways where they were most needed, 
our business on road building equip- 
ment and supplies has been _ better 
than usual. Not that sales have been 
easy to get. They never are. You 
must keep on the job constantly and 
have your facts well in hand else some 
other fellow will slip off with the 
lion’s share of the business. 

I specialize in selling road-building 
equipment and kindred lines because 
[ like the work. It means being out 
in the open a good deal of the time, 
calling on buyers who know their 
stuff and are unusfially loyal to the 
man and the house serving them well. 

My selling is done almost entirely 
on leads, most of which I dig up my- 
self while cruising around the terri- 
tory. Frequently, | run across jobs 
accidentally in which cases I find out 
what work is being done and what equipment is going 
to be needed. 

Other leads come from customers who know about 
jobs which are coming up in the near future and are 
glad to pass the tips along to me. 

Another way of laying the foundation for business is 
by being on hand at lettings. This gives me an oppor- 
tunity to talk with the contractors while projects are 
fresh in their minds. Very often this enables me to get 
a pretty good picture of what will be needed when the 





R. C. Lasswell 


During 1929 and 1930 about 2,000 miles 
of road were laid in Iowa, the biggest 
road building program ever carried out 
in the state. 


oad-Building 


Hquipment 


By R. C. LASSWELL 


Salesman, Globe Machinery and Supply 
Company, Des Moines, Towa 


Frequent calls on con- 
tractors are absolutely 
essential, if you hope to 
get your share of the 
road - building equipment 
and supply business 


actual work begins. Many times at the 
lettings I have been able to furnish con- 
tractors with essential information concern- 
ing equipment to be needed on the jobs. 
Obviously, this hasn’t done me any harm 
when the contractors came to place their orders. 

Most of my business, however, is secured from con- 
tractors on the job, for it is there that I can find out 
just what is needed. So I make it a rule to contact cus- 
tomers on the job often. By doing this, I can observe 
situations which start me on the way to a sale I may not 
have counted on. Let me illustrate: 

Not long ago, I ran across a contractor on a job who 
was getting his water from a small creek which was 
unusually low because of a drought. I knew that it was 
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just a matter of a few days until this fellow would have 
to go much further for his water supply. That would 
inean a new pump and considerable hose. If I hadn't 


happened along on this job, the chances are some other 
salesman would have walked off with the order. Hence, 
the value of keeping close check on work in process. 

Where roads are being built, demand for machinery 
and supplies is large. As the wear and tear on road- 
building machinery is unusually heavy, requirements 
entirely unforseen bob up without warning. Obviously, 
they must be taken care of swiftly and correctly. The 
salesman who doesn’t 
follow jobs closely 
out on this 
replacement and repair 
business. 

In this game of sell- 
ing, a has to 
have his good ear 
cocked all the time. | 
happened to be in our 
day and 
overheard a mechanic 
buying 50 feet of 
cheap hose for use on 
a job with which | was 
familiar. This quality 
hose would have been 
perfectly all right for 
certain small jobs, but 
not for the one in 
question. Since the 
man who came in for 
the hose had no au- 
thority to buy a more 
expensive brand, [ vol- 
unteered to go back to 
the job with him. We 
grabbed 50 feet of the 
right quality hose and 
drove 40 miles to the 
The 50-foot or- 
der was a small mat- 
ter, but after satisfy- 


will lose 


fellow 


store one 


We carry complete stocks of 
contractors’ equipment so as 
to take care of our customers’ 
needs quickly. Part of one 
floor in our warehouse where 
equipment is stocked. 


= 


Turn-tables for trucks are 
often needed on _ road-con- 


i struction jobs. 
10D. 





This crane is loading a con- 
crete aggregate hopper alter- 
nately from cars and stockpile. 


ing the contractor that he could save 
money by taking the more expensive 
hose, | eventually sold him several 
thousand feet: in fact he will not 
use any other kind to this day. 

(%n road building jobs, contrac- 
tors, of course, are awarded a cer- 
tain amount of mileage. At times, a 
contractor may secure more mileage 
than he can take care of with his 
present equipment. ‘Therefore, he 
must procure additional equipment 
to handle the work. I make it a 
point to keep in close touch with 
every road-building program, and 
particularly with the contractors bid- 
ding for the job. Then, when the 
mileage is awarded, | have a pretty good picture as to 
what supplies and equipment the successful bidders will 
need. 

Making the rounds of my territory often, watching 
closely construction jobs, both contemplated and in prog- 
ress, and having a fairly good knowledge of the set-up 
of the contractors on whom I call, particularly as to 
their capacity for handling work, have stood me in good 
stead in my efforts to keep sales on road building equip- 
nent and supplies on the upgrade. 

It goes almost without saying that opportunities for 
the salesman of road building 
equipment and supplies are 
constantly expanding. But, in 
inv Opinion, they will not mate- 
rialize for the chap who is 
content to go about his busi- 
ness ina haphazard way, look- 
ing hopefully for the golden 
rainbow. Only thoroughly 
planned, rigidly systematic, 
constantly aggressive efforts 
will bring results the salesman 
wants and his house demands. 
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NEws of the Construction 
Equipment Field ¢ 


Distributors’ News 


Bacon Company Distributes 
Schramm Compressors 


HE Edward R. Bacon Com- 
pany, 17th and Folsom Streets, 
San Francisco, has been ap- 
pointed distributor for Schramm 
compressors in central and northern 
California and western Nevada. Al- 
ready the company reports consider- 
able activity in the line, six of the 
compressors having been sold to a 
single contractor for pipeline work 
shortly after the firm took over the 
distributorship. 


This company has also been ap- 
pointed distributor in central and 
northern California for FWD trucks, 
the four-wheel drive line made by 
The Four Wheel Drive Auto Com- 
pany, Clintonville, Wisconsin. 


* * * 


La Lance Equipment Moves 
to New Location 

The La Lance Equipment Com- 
pany, Huntington, West Virginia, 
has moved its offices from 26th 
Street and Guyan Avenue to the Coal 
Exchange Building on the corner of 
Fourth Avenue and Eleventh Street. 
Warehouse space is still maintained 
at the old location. 


: - * 


Buell Equipment Corporation 
Formed 

On October 1, the Buell Equip- 
ment Corporation, Syracuse, New 
York, was formed to take over the 
assets of Clarence H. Buell who has 
been conducting an equipment sales 
business for the last four years. He 
is president of this corporation and 
E. K. Buell is secretary and treas- 
urer. 

The company has taken on several 
new lines including the mixers made 
by the Leach Company, saw rigs 
made by the Red Star Products 


Corporation, portable belt conveyors 
made by the Fairfield Engineering 
Company, and the products of the 
Butler Bin Company. 

This new organization enables the 
company to branch out and secure 
new business as well as increase the 
service it has given its customers in 
the past. 

x * * 


Changes in Bacon-Hibbard- 
Eichman 

Harvey W. Smith of Canton, 
Ohio, has joined Bacon-Hibbard- 
Eichman, Incorporated, Cleveland, 
as vice-president and manager of the 
Canton branch, and the corporate 
name of the organization is now 
Hibbard-Eichman-Smith, Incorpor- 
ated. 

The headquarters of the company 
are moved from Central Avenue to 
999 Front Street, N. W. The new 
location provides 300% larger ware- 








Topping Brothers Demonstrates 
at Power Show 


This wood chipping attachment for 
electric hammers was demonstrated at 
the booth of Topping Brothers during 
the Ninth Annual Exposition of Power 
and Mechanical Engineering, December 
1 to 6, at Grand Central Palace, New 
York City. This tool is used by con- 
tractors on bridge, railroad, road-build- 
ing and heavy construction work gen- 
erally. 


house space, truck loading dock, 
railway facilities, is easy to reach 
from all directions, and provides 
plenty of parking space. 

os . 


Nashville Tractor and Equip- 
ment Enlarging 

The Nashville Tractor and Equip- 
ment Company, Nashville, Tennes- 
see, increased its floor space 100 
per cent, January 1, by leasing the 
adjoining building, thus making its 
total floor space 17,500 square feet. 


* * * 


Inter-State Equipment 
Enlarges 
The Inter-State Equipment Com- 
pany, Aberdeen, South Dakota, has 
increased its warehouse and shop 
space, added several new lines, and 
a new representative, Russell R. 
Aney who is located at Selby, South 
Dakota. The new lines are Rosen- 
thal corn husker and shredder and 
Euclid crane and hoist. 


* %* * 


J. W. Dopp Again Distribu- 
ting Construction Equipment 


After being out of the contracting 
field for about two years, J. W. 
Dopp, formerly of J. W. Dopp and 
Company, is again distributing the 
lines of several construction equip- 
ment manufacturers. He is located 
at 32 Monterey Street, Detroit. 

Mr. Dopp reports that the erection 
of six new schools and 14 additions 
and the building of a $50,000,000 
highway over the Grand Trunk 
tracks extending from Detroit to 
Pontiac, will give an impetus to busi- 
ness the first of the year. 


*k * x 


William E. Law with Sterling 
Tractor 

William E. Law, formerly head of 
the tractor department, New York 
branch, Ford Motor Company, is 
now with the Sterling Tractor 
Equipment Company, Brooklyn, New 
York, as the engineer in charge of 
manufacturing, new equipment, parts, 
repairs, and so on. 


A new line this company is 
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eer tasked under: 50% overs 
ton basis. ( The name “Wright” on Fe 
utmost quality of material and. 

and ease of operation... ané 


against failure. ( There is a right a 





WRIGHT MANUFACTURING COMPANY ae isTReUTOR: 
BRIDGEPORT, CONNECTICUT SERVE INDUSTRY 
ECONOMICALLY 


An Associate Company of the American Chain Company, Inc. 
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E. D. Hendricks, president, Hendricks 
and Shultz, Incorporated, Albany, New 
York. 


h- : . « +1 
handling is the 


ie 


line of tractors and equipment. 


R. H. Hyland Distributes 
New Lines 
The RK. EL. Hyland Company, Chi- 
cago, has recently taken on the ac- 


of the Wood 


Preserving Company, and 1s also ex 


count Carbolineum 
clusive distributor in its territory for 
the 


Burch Corporation. 


Ross snow plow made by the 


J. H. Welch Company 
Incorporated 

H. Welch Company, Buf 
finished the 


The J. 


falo, pr weeding neces- 


sary to incorporation on September 
1, 1930. lhe officers are: J. H. 
Welch, president, and R. C. Weller, 


treasurer. Mr. Welch was formerly 
MeCarthy and Rogers of 
well known the 
trade, especially in the hardware end 


The Welch 


contractors’ 


with Beals, 


Buffalo, and is to 


Company specializes in 
supplies. 


K 


Barnard Tractor Increases 
Personnel, Space 

the Barnard Tractor and Equip- 

ment Company, Incorporated, Har- 

risburg, has added 


more salesmen and servicemen to its 


Pennsylvania, 


force, and is planning a new building. 


Manganese Steel Appoints 
Southern Tractor 
The Southern Tractor Supply 
Company, Durham, North Carolina, 
has been appointed exclusive repre- 


Case Company, 





sentative in District of Columbia, 
North Carolina, South Carolina, 
eastern Tennessee, Virginia and West 
Virginia, for the manganese steel 
crawler tractor links and sprockets 
made by the American Manganese 


Steel Company, Chicago Heights, 
[llinois. 
*K * ok 
Sam Bell with Jeff Hunt Road 
Company 


Sam Bell, formerly sales manager 
of W. A. Neal and Son, Incorpor- 
ated, .\ugusta, Georgia, has resigned, 
and is now affiliated with the Jeff 
Hunt Road Machinery Company, 
Columbia, South Carolina, a com- 
pany specializing in the sale of con- 
tractors’ equipment. 


* Ok Ok 
Brown Sikes Sells Dobbie 
Line 
The Brown Sikes Company, New 
York, has recently taken on the sale 





Michael Berger, sales manager of the 
Service Supply Company, Philadelphia. 
This firm specializes in the sale and 


rental of contractors’ equipment and 
maintains a force of men to recondition 
equipment between rentals. 


of hoists, winches, and derricks 
manufactured by the Dobbie Foun- 
dry and Machine Company, Niagara 
alls, New York. 


Manufacturers’ News 


Representative Exhibits at 
St. Louis Road Show 
More than 250 companies will ex- 
hibit at the 1931 Show to be 
held in St. Louis, January 10 to 16. 
The Curtis Pneumatic Machinery 


Road 


Company will exhibit for the first 
time its new line of model “C” high 


speed Timken roller bearing, carbon- 
free, portable compressors, This line 


Edward R. Bacon, right, president of 
the American Tractor Equipment Com- 
pany, and N. G,. Livingston, recently 
made eastern sales manager of Ateco. 


is made in four sizes and two styles. 
The company will also exhibit a small, 
self-contained gasoline engine driven 
air compressor outfit ; hydraulic wash- 
ers for washing highway and con- 
tractors’ trucks, 
compressor outfit, and a 
model an oil-locked 
truck and bus lift. 

The General Wheelbarrow Com- 
pany, Cleveland, will have its exhibit 
this vear in booth B-116. The show- 
ing will be devoted entirely to “Em- 
pire” grader blades, especially featur- 
ing finished blades in various lengths, 


driven 
working 
hydraulic 


an electric 


of 


showing the new State standard 
punching. Men in attendance from 


the company will be: W. A. Gordon, 
sales manager; J. W. Cole, southern 
sales representative ; and J. M. Rori- 
ner, vice-president. 

The Williams Patent Crusher and 
Pulverizer Company, St. Louis, will 
show one of its large “Super-Jumbo” 
crushers, a Jumbo Junior type crusher, 
and a small operating model of the 
*“Non-Clog” crusher for crushing 
wet, muddy rock. The company’s new 
“Kam-Tap” vibrating screen, a prod- 
uct offered to the trade during the 
past vear, will also be a feature of 
the exhibit. 

The Allis-Chalmers Manufacturing 
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When a Tool is NEW 
and BETTER 


\ and Attracts More Attention— 
- lt Will Sell Easier and Faster, 
is and you want it. 


That Exactly Describes 


.|| SIMONDS Pep sTREAK’ 
= || HACK SAW BLADES 





king 

mK THE BLADE WITH THE RED END TUNGSTEN STEEL 
hibit 

En PAPI SOP SOP LO OLOCW ICV SPAS AEP LOE CEC OVP PP OE SOO CCI OV OWE 
dard 

i HIGH SPEED STEEL—THE BLADE WITH THE RED BACK 





thern 

Rorti- 

- and 

_ will 2 
es 3 

mbo 7 


“| | SIMONDS SAWand STEEL CO. 
re * “THE HACK SAW MAKERS” 
“a | | ESTABLISHED 1832 FITCHBURG, MASSACHUSETTS 
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“What's Selling 
in My Territory?” 


Based on reports from dis- 
tributors, comparing vol- 
ume of business for the 
month ending December 
15, 1930, with business 
during the corresponding 
period of 1929. 


NEW | MIDDLE 
ENGLAND | ATLANTIC CENTRAL 


Decrease Increase | Decrease Increase Decrease Increase | Decrease Increase 


Item 






Belting, Conveyor 


Compressors 





Concrete Forms, Road, 
Curb, etc. 





Conveyors, Portable 
Cranes and Shovels 


Electric Tools— 
Drills, Hammers, etc. 


Engines, Gas, etc. 


| Grinding Wheels, Wire 
heels, Brushes, etc. 





Hand Tools—Saws, Ham- 
mers, etc. 





Hoists—Chain, Electric, 
etc. 


Machine Tools and Equip- 
ment 


Mechanical Rubber Goods 
—Belting, Hose, etc. 


Nuts, Bolts, and Rivets 
Paint Spraying Equipment 
Pavers and Mixers 


Pipe, Valves and Fittings 





Pneumatic Tools 
Pumps 


Safety Equipment—Fire Ex- 
tinguishers, Masks, etc. 


Shop Supplies-—Brooms, 
Brushes, Pails, Waste 


Tools, Pipe Threading 
Tractors and Graders 


Transmission Equipment— 
Belting, Pulleys, etc. 


“V".Belt Drives 


Wheelbarrows, Shovels, 
etc. 


Wire Rope 























KEY TO CHART 
=  __ No Change 


=a Increase 
5% increase 
Decrease 


— 5% decrease 
*Better comparison than last month 








! —_—__—— 


EAST WEST | 


CENTRAL | 


—+ 






T 

































































. . 
SOUTHERN; WESTERN | 


casas 
Decrease Increase | Decrease Increase 
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Pulls Loads— 
wears Longer— 


Pulls Sales! 





WHITEHEAD “HICKORY’’ 
Belting ** * 


With tightly-woven impregnated fabric plies and 
homogeneous friction folded, rolled, and laminated 
Whitehead Products indestructibly together into a continuous flat band 
of unbelievable cohesive strength and toughness, it 
is not to be wondered at that Whitehead Hickory 
Belting pulls without slipping or stretching. 
. . . Because it is a Whitehead Product, Hickory 
wears longer . .. all of which means user satis- 
faction and customers that return to you! 


Write for samples and prices: 


i) 9)(\()00 














The Whitehead Bros.Rubber Co. 


“MECHANICAL RUBBER GOODS, SINCE 1873” 
Trenton,New Jersey 
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—It’s easy with 
TOLEDO STEEL HORSES 


and you'll find them a fast 
moving item. Used in place of 
the old-fashioned wooden horse 

better because it's stronger, 
more rigid, more easily stored. 
Folds compactly. Eight heights 

IS to 6) in. Stock this spe 
cialty—-show it-——it sells eas.ly. 
Ask for prices. 


Toledo Pressed Steel Co. 
Toledo, Ohio 











KEEPING PACE 


HE “BADGER” Ay, 

Car Mover and > 
the “ADVANCE” 
Safety Car Wrench 
do their jobs to- 
day as_ efficiently, 
quickly and_ eco- 
nomically as it is 
possible to do them. 
A mighty profitable 
pair to handle. Sell 
them as a unit. 











The “Badger” 
Car Mover 


“one-man” mover— 
compound leverage — 
slip-proof spurs. Weight 
17 pounds. 


UICK sales and profits for the 
distributor handling this line. 





ADVANCE CAR MOVER CO. 





APPLETON WISCONSIN 





INDU; 
5g Vas 








Company, Springfield, Illinois, will 
display the following equipment: a 
narrow tread, a solid-tired and a 
pneumatic-tired model “U” industrial 
tractor; a Monarch “35,” a Monarch 
“50,” and a Monarch “75.” The 
Monarch “35” will be the featured 
machine. This tractor is a medium 
sized, compact track type tractor of 
modern design. 

The exhibit of Sauerman Brothers, 
incorporated, Chicago, will be in 
booth B-67 in building B in Exhibi- 
tion Hall. The central feature of the 
exhibit will be a working model of 
Slackline Cableway operated by an 
electric motor and a similar model of 
a Power Drag Scraper system. Ma- 
chinery items on display will include 
a “Crescent” scraper bucket and sev- 
eral sizes of Sauerman “Durolite” 
blocks with sheaves of heat-treated 
cast steel. Moving pictures will be 
shown of Sauerman machines digging 
gravel from rivers and dry pits, mak- 
ing a cut-and-fill, storing and _ re- 
claiming crushed stone, and so on. 

Ingersoll-Rand Company, New 
York, will exhibit: X-71 drifter type 
rock drill on Type D wagon mount- 
ing; Type 20, 10x8 portable com- 
pressor on rubber-tired wheels ; Type 
20, 51%2x5 portable compressor on 
steel wheels; cross-sectional assem- 
bly of the free air unloader used on 
Type 20 portable compressors ; Type 
30 air-cooled portable compressor of 
30 c.f.m. piston displacement (being 
shown for the first time); Number 
50 drill steel sharpener; complete 
display of “Jackhammers,” paving 
breakers, and pile drivers, and com- 
plete line of pneumatic tools appli- 
cable to road and bridge work. 
George Williams, manager of the 
portable compressor department of 
the company, will be in charge. 

The Chicago Pneumatic Tool Com- 
pany, New York, will show a CP 
portable gasoline engine driven air 
compressor and a CP _ 120-foot 
Duplex single stage, direct con- 
nected motor driven air compressor 
mounted on skids—the last-named 
machine to be in operation to furnish 
air for the many other CP tools 
which will be on display. In attend- 
ance at the booth will be: J. F. 
Huvane, J. W. Zinkgraf, G. J. Lynch, 
and T. McElligott. 

A complete line of Anthony bodies 
will be on display in the exhibit of 
the Anthony Company, Incorporated, 
Streator, Illinois. The new heavy 
duty pipeless hydraulic hoist dump 


body will be introduced. Two other 
specially featured products will be the 
rotating power hoist pump body and 
the roller rocker gravity type body. 

The Central Iron and Steel Com- 
pany, Harrisburg, Pennsylvania, is 
planning a very interesting exhibit. 
The company’s “Knobby” non-skid 
floor plates, traffic treads, and so 
forth, which are being extensively 
used in road construction and road 
building machinery, will be displayed 
individually and in application. 

‘= 6 


Transit Mixers, Incorporated, 
Issues New Booklet 

“Concrete Facts” is the name of 

the new booklet being distributed by 


Transit Mixers, Incorporated, San 
Francisco. It illustrates and de- 
scribes Paris ‘Transit mixers and 


Paris Transit system mixed concrete. 
In the 24 pages there are also pic- 
tures of Transit machines in opera- 
tion, and letters from users of the 
company’s products. 

 -. 


Ives General Manager Armco 
Association 

Stuart R. Ives, vice-president and 
general manager, Lyle Culvert and 
Pipe Company, Minneapolis, has 
been appointed general manager of 
the Armco Culvert Manufacturers 
Association, Middletown, Ohio, suc- 
ceeding H. W. Rinearson, resigned. 


s & * 


Ateco Appoints Livingston 
Eastern Sales Manager 
Edward R. Bacon, president of the 
American Tractor Equipment Com- 
pany, Oakland, California, and 
Peoria, Illinois, has announced the 
appointment of N. G. Livingston to 
the post of eastern sales manager. 
Mr. Livingston is well known on 
the Pacific Coast and in the south- 
west for his thorough knowledge of 
earthmoving and his success with the 
Ateco line of dirtmovers, _ bull- 
dozers, scarifiers and tamping rollers. 
He will operate from the Peoria 
plant of the American Tractor 
Equipment Company, 1321 South 
Washington Street, Peoria, Illinois, 
where a complete stock of the com- 
pany’s products is carried to supply 
the demands of the middle western, 
eastern and southern states. 
The company also states that a new 
bulletin describing its tamping roller 
and scarifier is ready for distribution. 














at 


XUM 








MILL SUPPLIES 











other § ———S——— 
be the | 
yand — || 
ody. 
Com- 
ia, is ff 
<hibit, | 
n-skid 
id so 










































1S] vely 
road 
played 


ated, fF = 
4 NEW tool that introduces a new and improved 
{ method tor removing paint, rust and scale from 








me of § steel surtaces, has just been announced by the “Berg” 
ted by ; cleaning tool division of The Concrete Surfacing 
Ra Machinery Company, Cincinnati, Ohio. The tool 
> San | bw newest pump, type WPD, made by The weighs only 8 pounds, is portable, and easily oper- 
d de- La Bour Company, Incorporated, Elkhart, Indi ated. It is made in 2 models, electric and pneumatic 
s and ana, weighs less than 1,000 pounds, and is self-prim A General Electric Universal Motor, that can be sup 
: ing without valy es or recirculation. This model is a plied for either 110 or 220 volts, is used on the electric 
nc rete. 4-inch pump with a capacity of 400 gallons per minute model. The machine is designed especially for clean- 
0 pic- at a 25-foot head, or 350 gallons per minute at a ing bridges, boilers, coal bunkers, tanks, gas holders, 
opera- 35-foot head. barges, decks, and so on. 
of the | 
i a See ee | 
' 
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! 
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ver of | 
cturers 
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"TS HE American Tractor Equipment Company, Oak 

land, California, has recently developed the “Ate 
co” cable layer for laying armored cable to depths as 
great as 30 inches without digging trenches. This tool 
is built on the same frame as the “Ateco” scarifier, but 
instead of 5 teeth has only 2, one behind the other. 
At the lowest depth the front tooth cuts to a depth 
of about 18 inches, the rear tooth, which is 4 inches 


signed 


"THE new RA to 34 horsepower engine, now 

being marketed by The Lauson Corporation, New 
‘ston Holstein, Wisconsin, incorporates several features ot 
er interest to the small motor user. The machine is full) 
enclosed, has a positive, visible (sight feed) oiling 


of the system, a foot treadle, and suction feed carburetor. wide, to a depth of 30 inches. 

+ Com- 

a, and — 

‘ed the 

5 0 . . . . 

angle URING the Ae drum 
anager. D past year, ex- builder's hoist, 

own on tensive improve model 146, type BB, is 
south- ments have been hecuae - + , es , 

made in the V. G. srothers Mac ‘ 


odge of 
vith the 


Works, Chattanooga, 
Fennessee, The frame 
is cast in 


lights made by the 
National Carbide 


a Sales Corporation, ast im one piece, 

, bull New York City heavily ribbed and tied 
rollers. These lights are de wid — cross —. 
Peoria signed principall, “ch, Sage rr * 4 
ns wheres 5 inches in diameter, 12 

Tractor lor construction, re lentes tome betwee 
South pair and emergency 4: aE ae ea 
Sou work. Operating on SEE Cs eS 
Illinois, the carbide gener oe y of 1,355 feet of 
. ; vee > *s-Inech wire rope or 

com- ator principle of oe 2 ir xe 
- “Carbide to Water #039 feet ol 2-inch 
supply there is no. after- rope. Frictions are ot 
vestern, generation. The the outside type, with 


at a new 
g roller 
‘ibution. 
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complete charge of 
carbide may be 


used without waste. 






brake band located on 
opposite end of drum 
(sears have machine 
cut teeth. 
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The Guardian of Better Profits 
is Good Equipment 


In every industry, and Lansing Company 
serves many, good equipment tells its story. 
Today, more than ever, that line of de- 
markation between profit and loss may be 
small. Your first investment in sound, 
rugged equipment, famed for its stability 
and output, will always stand as the real 
guardian of profits. 


For half a century Lansing Company 
equipment has been accomplishing just that, 
for factory, mill and contractor. In your 
plans for modernization, efficiency and bet- 
ter profits for 1931, you need only to con- 
sider the Lansing Company Line. 


Catalogs and Bulletins on request. 


Other LANSING 
PRODUCTS 


Wheelbarrows 
Reynolds Trucks 
Live and Dead 
Skids 
Concrete and 
Mortar Mixers 
Concrete Carts 
All-Steel Trucks 
and Trailers 
Two and Four 
Wheel Trucks 
Wheel and Drag 
Scrapers 
Fifth Wheel 
Trailers 
Baggage Trucks 
Dump Trailers 
Hand Carts 
Casters and 
Wheels 
Coal and Con- 
crete Chutes 
Ete., ete. 





LANSING COMPANY, Lansing, Michigan 


Branches: Chicago - Philadelphia - Boston 
New York - Minneapolis - KansasCity - San Francisco 


LANSING 


co™mM P AN Ww BR 
Yy 1881 HALF a CENTURY 0/ PROGRESS 1931 |; 
M/s 
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VALHOLE Hollow Center Packing is 

the “quality” packing with many dis- 
tinctive talking points over the old style 
standard packings. It attracts the interest 
of the mechanical man who quickly sees 
the advantages of the hollow center con- 
struction. It is easy to sell and stays sold 
because it gives better service and wears 


Sales Engineers 


We are building up an organization of sales 
engineers in all parts of the United States. 
For engineers who have used packing and 
for manufacturers agents with mechanical 
knowledge, we have a proposition in con- 
junction with our policy of distribution that 
will prove interesting. 


GQAQBAPLO 


THE HOLLOW CENTER PACKING CO. 


Main Office and Factory = Cleveland, Ohio 
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DUXBAK 
BELTING 
will help to hold 
business in other 
lines, too! 


It does pay to handle an outstand- 
ing brand of belting. Duxbak Belt- 
ing has grown on its record of ser- 
vice in every industry. Buyers know 
the name instantly and associate 
you with the prestige of quality 
that has grown up around the name. 


Reputation and service are the 
backbone of the mill supply busi- 
ness. If you handle Duxbak Belting, 
which the buyer knows as an article 
of definite value and service, he will 
conclude that your other lines, too, 
are on the same basis. One well 
known line helps to get business in 
other lines and to hold it! 


We will be glad to talk over the 
situation with you and to outline a 
sales promotion plan suited to your 
individual requirements. No obliga- 
tion on either side. 











TIN 


by a 13.) of LMS Tanners 


Belt Manufacturers 


42 FERRY STREET NEW YORK 





CHAS. A. SCHIEREN COMPANY 
OF CANADA 
711 St. James Street, Montreal, P. Q. 
64-66 Front Street, W., Toronto, Ont. 
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| Looking Back on Two Decades | 


of Publishing Service 
(Continued from page 33) 
“Discounts and Honesty” which was 


widely used by distributors to cor- | 
trade discount. | | 
Earl W. Barnes did good work in | 
bringing advertisers in the eastern | 
states to see the advantages in dis- | 


rect the 


abuses of 


tributor distribution, and Robert S. 


ter success as an advertising sales- 
| man by representing MILL Suppvigs 
in the middle west. He was followed 


by E. N. Grantvedt who is now sales | 


manager. John A. Cronin, as asso- 
ciate editor, developed a keen insight 
into the problems of industrial dis- 
tribution and through his work made 
many friends for the magazine. He 
was both preceded and followed by 
Edward J. McOsker, who still serves 
the magazine sales promotion 
manager and editor of the Mitt Sup- 
plies CaratoG & Drrecrory. 


as 


The first officers of The Crawford 
Publishing Company, which was or- 
ganized in 1910 to publish Mitt 
SuppLiEs, were: Elmer Crawford, 


| president ; S. P. Browning, vice pres- 
ident; Carl W. Miller, secretary; 
1. K. Allen, treasurer. At Mr. Craw- 


ford’s death in 1915 Mrs. Elmer 
| Crawford became president, and she 


| was succeeded in 1922 by her daugh- | 


ter, Mrs. J. H. MecNash, who con- 
| tinued in office until the transfer of 


ownership of the magazine to the | 


Electrical ‘Trade 
pany in 1929. 


Publishing Com- 


Mitt Supprvies came into the in- | 
| dustrial distributing field at a time | 


when the business was beginning to 
develop a class consciousness. The 
three associations 


had been 


ized, but they needed the stimulus of | 


| a publication devoted to their inter- 
ests, and the support and encourage- 
ment given by those men who had 
the vision to see the future of indus- 
trial distribution made sure the suc- 
cess of the new publication. One 
cannot recall those days when mill 
supply history was in the making 
without bringing to mind such out- 
standing names as Pattison, Brown- 
ing, Gladding, Swartwout, Rodgers, 
Trix, Puchta, Bond, Lemaux, Smith, 
Fisher, Fernley, Lebby, Lupton, 
Somers, Yardley, Strong, Denny, 
Radcliffe, Jenkins, Todd, Farquhar. 
Barclay, Vonnegut, Parker, Deming, 
Hargrave, Peden, Mix, Taite and 
many others. Through their work 


Houts laid the foundation of his la- | 


, 


organ- | 


Want 
You 
on 
Our 
"Pay- 


M roll] 


Mill supply distributors in all parts 
'of the country are making handsome 
profits selling Sarco Steam Traps. 
| Why not let us put you on our pay- 
| roll? 

Most industrial plants use a great 
/many steam traps. And you will find 
| it easy to sell the “Sarco” because of 
|our extensive advertising campaign, 
'reaching over 310,000 prospective 
| buyers. In this advertising we are 
| continually hammering away at such 
advantages as: 






Sarco Steam Traps sell at one- 
third the price of bucket and float 
| traps. 


They screw into the pipe line and 
save money in installing. 

Have no pivots, levers, buckets, 
floats or trouble-making parts. 


Will not waste live steam and 
cannot air bind or freeze. 


| Are self-adjusting for any pres- 
sure from 0 to 100 Ibs. 


| Let us tell you more about our proposition. 
Write today. 


SARCO CO., INC. 
183 Madison Ave., NewYork,N.Y. 


Branches in Principal Cities 
Walker, Crosweller & Co., 
20 Queen Elizabeth St., London, S. E. | 


SARCO 
STEAM 
TRAP 
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The NEW Starrett @ 


SEMIFLEX 


A sure leader 
Teeth can’t 
shell out 
Flexible- 






















special 
blade for 
trouble jobs 


The Starrett Semi-Flex Hacksaw Blade is a 
sure leader. Chatter can’t hurt this new 
blade; the teeth cut fast and won’t shell 
out even on the thinnest metals. Twisting 
and bending can’t hurt it either, because 
the blade is tempered just right. The teeth 
and blade of the Starrett Semi-Flex are 
practically unbreakable. 


Your customers want this new Starrett 
Semi-Flex. Order a complete stock. Send 
for a stock of descriptive folders that show 


what the new blade will do. 
THE L. S. STARRETT CO. 


World’s Greatest Toolmakers 
x * Manufacturers of Hacksaws Unexcelled 
Steel Tapes—Standard for Accuracy 
ATHOL, MASS., U.S. A. 











Sell Starrett Hacksaws 


4509 
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“Self generating !”’ 
generated, one that permits you to work out of doors 


Think of it—a blotorch that stays 


as well and quickly as if you were indoors. Rain, 
snow, cold or wind have no effect on its punctual per- 
formance—and you can turn the working blast on and 
off as long and as often as you wish. 

This is the torch that finds its fullest appreciation 
with the mechanic whose time is valuable and efficiency 
his pride. This modern blotorch, the No. 35, employs a 
special quick generator. There is no drip cup to fill or 
spill. An intensely hot blue flame is delivered by the 
generator directly to the undervein. It acts as a pilot 
light keeping the torch constantly generated. 

The No. 35 is not an expensive tool. It does, however, 
cost a little more than the No. 36. The No, 30 being 
popularly priced is the choice of non professional 
mechanics, home owners and those who have only occa- 
sional use for the application of heat. Write for prices. 


No. 
30 


¢ TRE TORRER BEASSWORKG 9 


- U.S.A. 































Three Useful Handy 
Machines in ONE! 
BLOWER 
SUCTION CLEANER 
SPRAYER 


10 days FREE TRIAL 
Write for Details 
CLEMENTS MFG. CO. 


624 Fulton St., Chicago, I11. 











Hnudreds thou- 


of 


Cadillac 
are bein 
reach 
advertise- 
e these. 
on this 


Blowers 
constantly 
through 
ments |i 
Cash in 
publicity. 
A Rapid 
Seller 
With Liberal 


Discounts. 


Live 
Distributors 
Wanted For 

Territories 
Not Already 


Covered. 


Market 
Hasn’t Been 


Scratched. 











in the associations they laid the nec- 
essary groundwork for the great 
movement today toward more eco- 
nomical distribution, and Mitt Sup- 
PLIES, month by month and year 
after year, has done its part to unify 
the industry and bring it nearer its 
goal. It has been an interesting 20 
years of work and I predict that an- 
other 20 years will see Mitt Sup- 
PLIES representing the most powerful 
group of distributors in the country. 


Organized Effort in the 
Industry 
(Continued from page 19) 
conditions in order that the business 
of its members may be conducted 
with greater profit. 

In endeavoring to reach these ob- 
jectives, the Association not only 
strives to foster a spirit of coopera- 
tion among its own members, but 
also between them and those with 
whom they do business. To that end, 
it is working closely with other as- 
sociations in the industry, especially 
the Southern Supply and Machinery 
Distributors’, and the American 
Supply and Machinery Manufactur- 
ers’ associations. 

The large amount of educational 
work sponsored in_ recent years 
toward accomplishing the organiza- 
tion’s objectives has been chiefly car- 
ried out at triple conventions, and 
through the wide distribution of pam- 
phlets, leaflets, envelope enclosures and 
other literature emphasizing the dis- 
tributors’ important economic posi- 
tion. 

That this work has produced defi- 
nite results is evidenced by the pro- 
posed plan being sponsored jointly 
by the three mill supply associations 
together with independent distribu- 
tors and manufacturers for conduct- 
ing a national campaign to encourage 
buyers to purchase supplies from the 
distributor. 

Within recent years constantly in- 
creasing attention has been devoted 
to research work and the analysis and 
solution of the common problems of 
Association members. The annual 
studies made by the Association of 
the cost of doing business as well as 
the publication of a detailed analysis 
of The Distribution of Mill Supplies 
in which particular attention was 
given to those practices which tend 
to minimize profits, are examples oi 
this type of activity. Moreover, the 
Association is constantly preparing 
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Safety Belt Hooks, with their new exclusive 
features, are increasing profits for hundreds 
of jobbers. Confident of the ability of this 
improved lacing to do the job better, many 
salesmen have used it to increase sales and 
bring additional profit. 


NEW ADVANTAGES TO USERS 


Because of the patented Steel Binder Bars, 
Safety Belt Hooks have produced new indus- 
trial savings in thousands of plants. Belt hook 
accidents have been stopped; waste power 








SAFETY 


BELT HOOKS 


—dq Write for Complete Information B 


SAFETY BELT-LACER CO., TOLEDO, O. 


























































transmission has been reduced; greater belt 
satisfaction has resulted. They hold firmly in 
any belting: easily and quickly laced in any 
standard lacer with only two operations, cut 
and lace. 


BOOST YOUR BELT LACING 
PROFITS NOW 


Start these additional belt lacing profits now. 
Ask for a sample strip and details of our 
proposition that will show you how they will 
make you more money. 
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FORD TRIBLOCS WILL WORK (au 


| FOR ANYBODY—ANYTIME 


Portable . . . dependable . . . power- 
ful... fast... the Ford Tribloe 
was chosen by this California con- 
tractor to help him pour 112 see- 
tional caisson piles—just as thou- 
* sands of other users every day are 

choosing Ford Tribloes for the work 


they have to do, regardless of what 


it is, 
Available in all sizes from “% to [ACCcOo| 
40 tons—with or without trolley. Len, 
You can depend on a Ford ee 


Ford Chain Block Company eae 
Philadelphia, Pa. 

An Associate Company of the 

American Chain Company, /n 






perience of members and their com- 
bined judgment as to the most satis- 
factory method for handling many 
additional problems. These reports 
cover a wide range of subjects of 
which the following are illustrative— 
stock control methods, methods for 
compensating salesmen, turnover and 
its relation to net profits, delivery 
costs, sales promotion methods, meth- 
ods for successfully cooperating with 





manufacturers’ representatives, and 
so on. 
In addition, the Association is co- 


operating with various governmental 
agencies on projects of interest to its 
members such as the Division of 
Simplified Practice. It is also en- 
couraging the formation of local or 
sectional associations for the solution 


reports covering the composite ex-| 









first in the field” 


Electric 
Tools 


PIONEERS 


and 


LEADERS 


More than thirty years of service 
to electric tool users and not a 
cheap or inferior product in the 
entire CLARK line! That in it- 
self is a convincing sales argu- 
ment for CLARK distributors. 

Dependable, well built, economi- 
cal—easy to repair and handy to 
handle, CLARK tools point the 
way to distributor profits in 1931. 





jot problems which are purely local in 
character, and, at no expense to mem- 
| bers, maintains a successful Collec- 
tion Bureau to aid them in oe 
payment of delinquent accounts. 

| Overstock Bulletin Service has been 
| found most effective in helping saan 
| liquidate surplus stocks. 





on 


| The results achieved by the Asso- 
|ciation clearly demonstrate the wis- | 
‘dom of its founders in their convic- 
‘tion that great benefits could be ob- 
tained by organization. 


Development of Industrial 
Distribution Since 1911 


(Continued from page 11) 


than in previous years; 63 
out that there is less 
jumping; and 8&3 indicate that dis- 
'tributors are working with each other 
|more harmoniously than ever. As 
|to price-cutting, there is a con- 
siderable difference of opinion, 51 
| feeling that it is than 
formerly, while 47 there is 
/more price-cutting there 
ito be. 

The doing 
is much higher than 
Practically every distributor 
ating with us in our survey 
on that. The reasons for 
creased include : 
| ards of living; larger 
overhead ; 


point 


less severe 
believe 
than 
cost of business today 
20 years ago. 
cooper- 
agreed 
this 
higher 
salaries; in-| 
greater traveling 


cost 


| creased 


expenses; higher taxes; more com- 
| petition ; increased sales cost, and 
| more service. 


W dope it costs more to do garrager 


| 
| 
| 


territory- | 


used | 


in- | 
stand- | 








14-inch 
“WONDER” DRILL 
CLARK’S Latest Leader.— 


Light in weight — compact, 
powerful. Non-stallable. 
Weight, 4% Ibs. 


PORTABLE 
ELECTRIC 
DRILL 





The industrial plant using di- 
rect current as its source of 
power needs this direct cur- 
rent portable drill. Sizes 3@” 


| to 1%” capacity. 


Let us tell you about our territorial 
arrangements and the great opportuni- 
ties for distributors’ sales and profits 
with the CLARK electric tool line. 


JAS. CLARK JR. 
‘ELECTRIC CO. 


605 BERGMAN ST. 
LOUISVILLE KENTUCKY 
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Your Best Insurance ow o « 
The BELMONT SALES POLICY 


Given a product of high grade, uniform quality, what is more important 
and encouraging to the distributor than a definite sales policy and ac- 
tive sales co-operation on the part of the manufacturer? BELMONT 
packings not only provide everything to be desired in the way of 
quality. The Belmont Packing & Rubber Co. markets its 
products through the distributor, gives him real protec- 
tion, allows him an adequate margin of profit, and 
helps him in every possible way in the sale of 


BELMONT PRODUCTS. 


NATIONAL ADVERTISING 


BELMONT’S plan of advertising its packings ex- 
tensively in publications going to industrial con- 
sumers is a great help to the distributors. Not 
only does it place BELMONT Packing quality 
before the buyer—it makes known clearly and 
widely the fact that BELMONT packings are sold 
BELMONT SHEET, RING through the distributor. BELMONT PACKINGS 


4ND SPIRAL PACKINGS CATALOGS AND BRING STEADY PROFITS 
—THE ACME IN QUALITY. CIRCULARS AND REPEAT ORDERS. 


BELMONT distributes its com- 
plete, 92-page catalog freely. 
In addition, we offer our dis- 
tributors a series of circulars 
on BELMONT packings for 
direct mail work. Each of 
these circulars bears the name 
of the distributor mailing them. 


FIELD SERVICE 


Another important help = ac- 
corded distributors is the field 
service of BELMONT factory 
trained men. They are available to work with 
distributors and salesmen among their customers 
and prospects—and their co-operation assures 
proper application of BELMONT packings where 
advice is needed. The educational feature of 
this service is also of inestimable value to dis- 
tributors and their salesmen. 


THE BELMONT PLANT 


The Belmont plant, modern in every way, en- 
ables us to manufacture our complete line of 
packings—from raw material to finished product 
—under one roof. This insures a uniformity 
of quality that is highly important to the dis- 
tributor—and quick, effective service. 











Pin" 
THERE ISA BELMONT 
PACKING 
FOR EVERY SERVICE 

———oo 


x * THE BELMONT PACKING & RUBBER CO., Philadelphia, Pa. 





Write for details 


We will be glad 


of our distributor to send you our 


plan. Catalog. 








BELMONT PACKINGS 
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No. 12236A 





A Typical Chuck of the 34A Line 
12 Sizes from 3 to 24 in 
either steel or iron bodies. 


diam. and with 


It is a good time to put the house in order. 





If you haven’t Catalogue 47A, 
* The CUSHMAN CHUCK Co., HARTFORD, CONN., U.S.A. 


MS ASK CUSHMAN TO CHUCKIT” el 


—_—— [As Ae) 9 ol od ot a) a a ———— 


A CUSHMAN CHUCK 


MADE ONLY AS CUSHMAN CAN MAKE IT 





The Difference between 
the New and the Old 


Structural Design 
Although “Cushman” has built 
chucks for nearly seventy years, 
and all have been good for their 
day, the New Chucks show what 
experience is teaching. 


100% Greater Strength 
An increase of 50% in weight 
affords 100% greater strength 
and gripping power. 


Alloy Steels 


Working parts of best selection 
Steels, electrically heat-treated, 
comparably better than those 
a few years ag 


f Alloy 
are in- 
available 


Workmanship and Tools 
Cushman’s’’ Standard of Workmanship 
remains the same, but with better tools, 
better work can be done The most 
important machines which we now have 
were designed just for Cushman Chucks 


Don’t Forget The Chucks! 
please tell us. 











A NEW anv PROFITABLE 


ITEM ror DISTRIBUTORS 


Reliability 





Safety 


DUPLEX WATER FEEDER 





l 
2— Integral 
3 
} 
5— Absence 
‘e 


No. 824-A— 
DUPLEX FEEDER 


Outstanding Features 


Direct to boiler feed. 


strainer. 


Ease of valve removal. 


Monel metal valve and seat. 


of stuffing boxes. 


Maximum protection at small cost. 


Distributors 


The Kieley & Mueller Line is OK’d by authori- 
Easy to sell and very profitable. 


tative engineers. 


KIELEY & MUELLER, INC. 


34 WEST 13TH ST., 


N. Y. CITY 





ing to the views of 77 out of 104 
distributors, are less than in former 
years. Therefore, distributors must 
sell more nowadays to make as much 
profit as they used to. 

There has been little change inso- 
far as stock turnover is concerned. 
Today the average turnover runs 
about 4 times while in 1911, it was 
3.7. However, stocks today on the 
average, are much larger than 20 
years ago. 

There has been a very noticeable 
demand for better service placed on 
distributors during the past two 
decades and it has been met by im- 
proved sales effort; better delivery 
systems; larger, more complete 
stocks; more complete catalogs ; bet- 
ter stockkeeping methods. _ better 
follow-up systems; enlarged facili- 
ties for handling credits; and better 
facilities for handling telephone 
orders. 

Evidence that the industrial dis- 
tributor’s business has stepped up 
considerably in 20 years is shown by 
the fact that about 75% of the dis- 
tributors who replied to our ques- 
tionnaire reported a decided increase 
in floor space occupied. 

It is apparent that there have been 
a great many changes in industrial 
distribution since 1911. The annual 
sales of industrial distributors which 
were measured in a few hundred mil- 
lions in 1911 have grown into the 
billion dollar class. Where the dis- 
tributor was formerly classed as an 
order-taker, he is now reaching the 
herghts of the creative salesman. 
Improved service all along the line 
is evident in the modern distributing 
house as compared with the house of 
two decades ago. 


HE distributor has had to pro- 

gress rapidly to keep step with 
changing conditions in industry. But 
he will not only have to keep up the 
pace he has been going, but step on 
the gas even a little harder in the 
years to come, for manufacturers 
and users, it seems, are demanding 
more of him each year. 

As W. A. Kemmerer, president, 
The Bittenbender Company, Scran- 
ton, Pennsylvania, says: “The indus- 
trial supply business is changing and 
it is not enough to keep up with the 
problems of today. Progressive dis- 
tributors are asking themselves how 
tools and equipment that are consid- 
ered standard today are going to 
shape up in (Continued on page 112) 
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AS THE YEARS 
GO ROLLING BY.. 


For 74 years, nearly three quarters of 
a century, the “AAA” trade mark on 

A ictorial description of SILVER . 
srem. Saw making ns its infancy. Here Atkins SILVER STEEL Saws and 


in 1857 Elias C. Atkins, Sr., inaugurated 








the manufacture of Atkins Saws and other products has truly exemplified our 
age asd bo av and slogan: slogan of “Atkins Alwavs Ahead.” As 
1e Fines n Earth. * ° . ~ Ta 

an alert distributor, it will pay you to 
re associate your business with the Atkins 
of every kind; Files; Grinding Wheels; D4 e y ~ Df ° ¢ - Be 
Machine Knives ; Filing Room Machinery ; line; by sO doing you are Ww orking 
Saw Tools; Feed Rolls; Belt Wax, Auto- toward an established demand and 
mobile Polish and numerous Saw and re 
Knife Specialties. greater profits. 








A shining 
example of 
Atkins progress 
with the times is 
SILVER STEEL 
Hacksaw Blade for 
power and hand use. We 
cuarantee that Atkins SIL- 
VER STEEL Hacksaw 
Blades with the Blue End will 
cut 6 TIMES MORE metal 
than any so called tungsten 
blade of the same dimensions. 
\nd this guarantee is evidently 
too conservative as users even 
claimed as much as 10 to 30 times 
more service. The blades are identi- 
hed by their Blue Ends. 


E. Cc. ATKINS AND COMPANY 


Home Office and Factory—Indianapolis, Indiana 
Canadian Factory—Hamilton, Ontario 


Contrast this view of the present 
home of SILVER STEEL saws with 
the earliest Atkins factory in 1857. 
The plant shown here is in In- 
dianapolis while at other desirable 
points are located the Atkins Grind- 
ing Wheel, Machine Knife, Belt 
Wax and Canadian Saw factories. 


* BRANCHES 


ATLANTA NEW YORK MEMPHIS SEATTLE VANCOUVER, B. C 
CHICAGO NEW ORLEANS PORTLAND SANFRANCISCO PARIS, FRANCE 
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New and Improved Industrial Products 





HANGES made recently in the design of 

the Standard Tool Company’s small num- 
ber and fractional sizes of carbon drills for 
brass are said to have made them capable of 
drilling this material at a rate of production 
considerably greater than before. Feeds of 
.020 inches per revolution can be maintained 
with suitable drilling equipment. The modi- 
fication in construction permits in many in- 
stances this rate of feed on automatic machines 
to a depth of 7 inch without interruption, 
thus eliminating the delays in withdrawing the | 
leather products. Side drill to free it of chips and to let a greater 
plates and dowels are supply of lubricant reach the bottom of the 
of metal. hole. 


"T° HE new pulleys be- 

ing marketed by the 
Atlas Leather Com- 
pany, Caseyville,  Illi- 
nois, are composed of 
layers of leather fibre, 
produced in the com- 
pany’s own mill. These 
layers are compactly 
compressed by a special 
process. All pulleys are 
treated with a weather-: 
proofing process, par- 
ticularly adapted to 





A NEW type 
4 4% of inserted 
tooth circular 
metal - cutting 
saw is an- 
nounced by 
Henry Disston 
and Sons, In- 
corporated, 
Philadelphia. 
The new saw, 
known as the improved interlocked, makes a draw cut instead of a thrust 
cut. This tool is for general work. 





"T° HE new abrasive cut-off machine, be- 

ing made by Andrew C. Campbell, In- 
corporated, Waterbury, Connecticut, is 
designed for cutting steel, steel alloys, 
iron, non-ferrous metals, fibre, and other 
materials. The work is held firmly in 
place by a fixture. The handle for oper- 
ating the disc is arranged so that the 
operator may use either hand in cutting 
material. The starting switch is con- 
veniently located on the motor and the 
belts and the disc are guarded. The mo- 
tor is rigidly fastened to the bed of the 
machine and is not a part of the counter- 
balancing arrangement. The bed of the 
machine is large and has finished foot 
pads for attaching fixtures for special 
production jobs. Fixtures to meet any 
requirements can be furnished with the 











machine. The positive V-belt drive pro- 
vides a smooth delivery of power. It is 
said that anyone at all familiar with tools 
can do an expert job with this machine 
without previous experience. 








HE new electric Dual 

twist and hammer drill 
being introduced by the 
Wodack Electric Tool 
Corporation, Chicago, is 
made to bore into wood, 
metal and masonry. In 
addition to operating as a 
hammer, the tool is also a 
rotary drill to be used 
over the entire range of 
sizes up to ¥% inch in metal 
and '4 inch in wood. 


HE new “Buddy” carbide 

unloader being made by the 
Tennessee Mill and Mine Sup- 
ply Company, Knoxville, Ten- 
nessee, was invented by H. L. 
Miller, president and general 
manager of the company. To 
use the unloader the bracket is 
bolted about 4 feet from the 
floor onto a wall or post, the 
lid removed from the carbide 
can, and the can is bolted onto 
the hopper. Can is then turned 
upside down, hooking lugs of 
hopper into the bracket. Ap- 
proximate weight of the un- 
loader is 26 pounds. This un- 
loader is said to overcome loss 
of disintegration while  dis- 
pensing carbide in large or 
small quantities. 
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The BEAVER POWER Drive 


can now be had with 


UNIVERSAL (Reversible) MOTOR 








Cuts 
and 
threads 
from 
14 inch 
to 12 inch 
inclusive 


Powerful — Profitable — Practical — Portable 
Sturdy — Simple — Safe 


No. 46 Beaver Power Drive isthe same The six years’ record of the Beaver 
in design, construction, weight and Power Drive of not a single repair due 


price as the No. 44 and 


45 Beaver to wear or inability of the machine to 


Power Drives which have so thor stand punishment is its own _ best 
oughly proven their value and de’ recommendation—but any of the sev- 


pendability in pipe shops 
throughout the country 
during the past six years. 
The '4 H. P. Universal 
(Reversible) Motor oper- 
ates on any 110 volt line, 
AC or DC of any cycle. 


**The Borden 


Company 
511 Dana Ave. 


Warren, Ohio, U.S. A. 


eral thousand Beaver 
Power Drive owners will 
unhesitatingly and without 
reservation endorse the 
machine as capable of giv- 
ing the kind of service and 
satisfaction you demand of 
such equipment. 






Stand for Power 
Drive 


The Borden Company, 511 Dana Ave., Warren, O., U.S.A. 


Send me catalog and full information on the Beaver Power Drive and on 
the 9 New and Improved Beaver Die Stocks and Pipe Cutters. 


Name . gave Position. 
Firm . 


Street Le desurcacssetees] Me 





| 


| 
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NEW hacksaw blade has been introduced by 
4A the L. S. Starrett Company, Athol, Massachu- 
setts. This blade, called the ‘“semi-flux’” blade, is 
said to cut pipe, angle iron, wire cable, electrical 
conduit, BX cable and similar soft or thin metals. 
It is made of tungsten steel and tempered to pre- 
vent shelling of teeth. 





"TCHE Allen Manufacturing Company, Hartford, 
| Connecticut, is now making a socket head shoul- 
| der screw or stripper bolt. This is a cold-drawn o- eens 

screw for use in machine designing and fast die SS Or 
work. It is stocked in four body diameters and o 
many shoulder lengths, and is adapted for holding 
| together a great variety of machine parts. 











NEW all metal pistol grip hack saw frame is 

£% being offered to the trade by the Goodell-Pratt 
5 ; Company, Greenfield, Massachusetts. It is said that 

this frame is built to meet unusually severe test 
specifications, each one having to stand a tension 
between studs of 275 pounds and show no permanent 
set when this temsion is relieved. The serrated, 
pressed steel, pistol grip handle is designed to give 
an easy grip and sure control. The frame is sup- 
plied with a nickel finish or in natural steel. 











-, 








HE Production Equipment Company, Cleveland, 
is now manufacturing motorized speed reducers 





"TOHE new Rodax gasoline-powered hammer being in capacities up to. and including 20 horse power. 
I made by the LeRoi Company, Milwaukee, is a This reducer consists of a standard heavy duty 
one-cylinder hammer for breaking concrete, driving electric motor with integral planetary gear reduc- 
sheeting, digging frozen ground, tamping, shallow tion unit mounted in an oil-tight housing. All mo- 
drilling and other similar purposes. It is complete tors can be supplied in single speed, multi-speed, 
in a single unit, having only 3 moving parts and enclosed and high torque designs for either hori- 
being portabl The tool takes any standard 1%- zontal or vertical mounting. rhe motorized speed 
inch shank. It is lubricated by adding oil to gaso- reducer provides an efficient straight-line drive with 
line. final driving speeds as low as 50 to 550 r.p.m. 
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BOTH are 
LEADERS 














oo 


The quality of 
Bunting Bar Bronze 
and the policy ap- 
plied to its distribu- 
tion are such that this 
bearing metal is invari- 
ably found in the lead- 
ing mill supply houses of 
the country. We invite 
correspondence from 
wholesalers relative to ad- 
ditional distribution which 
can now be constructively 
undertaken. 


THE BUNTING BRASS & BRONZE CO. « TOLEDO, OHIO 


Branches and Warehouses at 
Copper-Bronze and Lead Hammers of NEW YORK CHICAGO BOSTON PHIL ADELPHIA SAN FRANCISCO 


special alloys and improved design. Export Office: TOLEDO, OHIO 
115 stock sizes of Cored and Solid Bars 


=== BUNTING 


QUALITY’ 


CORED and SOLID BRONZE BARS 
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Our Best Times Are Ahead of Us: 


66 ISTORY is full of the 
H signs of this natural prog- 
ress of society. We see in 
almost every part of the annals of 
mankind how the industry of individ- 
uals, struggling up against wars, 
taxes, famines, conflagrations, mis- 
chievous prohibitions and more mis- 
chievous protections, creates faster 
than governments can squander, and 
repairs whatever invaders can destroy. 
“We see the capital of nations in- 
creasing and all the arts of life ap- 
proaching nearer and nearer to per- 
fection in spite of the grossest cor- 
ruption and the wildest profusion on 
the part of rulers. 

“The present moment is one of 
great distress. But how small will 
that distress appear when we think 
over the history of the last 40 years; 
a war, compared with which, all other 
wars sink into insignificance; taxa- 
tion, such as the most heavily taxed 
people of former times could not have 
conceived ; a debt larger than all the 
public debts that ever existed in the 
world added together ; the food of the 
people studiously rendered dear; the 
currency impudently debased, and im- 
providently restored. 


664% 7ET is the country poorer than in 
1790? We fully believe that, in 
spite of all the misgovernment of her 
rulers she has been almost constantly 
becoming richer and richer. Now and 
then there has been a stoppage, now 
and then a short retrogression ; but as 
to the general contingency there can 
be no doubt. A single breaker may 
recede ; but the tide is coming in. 

“If we were to prophesy that in 
the year 1930, a population of 50 mil- 
lions, better fed, clad, and lodged than 
the English of our time, will cover 
these islands; that Sussex or Hunt- 
ingdonshire will be wealthier than the 
wealthiest parts of the West-Riding 
of Yorkshire now are; that cultiva- 
tion, rich as that of a flower-garden, 
will be carried up to the very tops of 
Ben Nevis and Helvellyn; that ma- 
chines, constructed on principles, yet 
undiscovered, will be in every house; 
tnat there will be no highways but 
railroads, no travelling but by steam; 
that our debt, vast as it seems to us, 
will appear to our great-grandchildren 
a trifling encumbrance, which might 


easily be paid off in a year or two, 
many people would think us insane. 
“We prophesy nothing ; but this we 
say—if any person had told the Par- 
liament which met in perplexity and 
terror after the crash of 1720 that in 
1830 the wealth of England would 
surpass all the wildest dreams, that 
the annual revenue would equal the 
principal of that debt which they con- 
sidered an intolerable burden; that 
for one man of 10,000 pounds then 
living, there would be five men of 
50,000 pounds ; that London would be 
twice as large and twice as populous 
and that nevertheless the mortality 
would have diminished to one-half 
what it then was; that the postoffice 
would bring more into the exchequer 
than the excise and customs had 
brought in together under Charles I1; 
that stage-coaches would run from 
London to York in 24 hours; that 
men would sail without wind, and 
would be beginning to ride without 
horses—our ancestors would have 
given as much credit to the prediction 
as they gave to Gulliver’s Travels. 
“Yet the prediction would have 
been true; and they would have per- 
ceived that it was not altogether ab- 
surd, if they had considered that the 
country was then raising every year a 
sum which would have purchased the 
fee-simple of the revenue of the Plan- 
tagenets — 10 times what supported 


the government of Elizabeth—three~® 


times what, in the time of Oliver 
Cromwell, had been thought intoler- 
ably oppressive. To almost all men 
the state of things in which they have 
been used to live seems to be the nec- 
essary state of things. 


ae W E have heard it said, that 55% 
is the natural interest of 

money, that 12 is the natural number 
of a jury, that 40 shillings is the natural 
qualification of a county voter. Hence 
it is, that though, in every age, every- 
body knows that up to his own time 
improvement has been taking place, 
nobody seems to reckon on any im- 
provement during the next generation. 
“We cannot absolutely prove that 
those are in error who tell us that 
society has reached the turning point 
—that we have seen our best days. 
But so said all who came before us, 
and with just as much apparent reason. 


“*A million a-year will beggar us,’ 
said the patriots of 1640. 

“*Two millions a-year will grind 
the country to powder,’ was the cry 


in 1660. 

““*Six millions a-year and a debt 
of 50 millions!’ exclaimed Swift— 
‘the high allies have been the ruin 
of us.’ 

“*A hundred and forty millions of 
debt!’ said Junius—‘well may we say 
that we owe Lord Chatham more than 
we shall ever pay, if we owe him such 
a load as this.’ 


66 6 WO hundred and forty mil- 

lions of debt!’ cried all the 
statesmen of 1783 in chorus—‘what 
abilities, or what economy on the part 
of a minister, can save a country so 
burdened?’ We know that if, since 
1783, no fresh debt had been incurred, 
the increased resources of the country 
would have enabled us to defray that 
burden at which Pitt, Fox and Burke 
stood aghast—to defray it over and 
over again, and that with much lighter 
taxation than what we have actually 
borne. On what principle is it, that 
when we see nothing but improve- 
ment behind us, we are to expect noth- 
ing but deterioration before us? 

“It is not by the intermeddling of 
Mr. Southey’s idol—the omniscient 
and omnipotent State—but by the 
prudence and energy of the people, 
that England has hitherto been car- 
ried forward in civilization ; and it is 
to the same prudence and the same 
energy that we now look with com- 
fort and good hope. 

“Our rulers will best promote the 
improvement of the people by strictly 
confining themselves to their own legi- 
timate duties—by leaving capital to 
find its most lucrative course, com- 
modities their fair price, industry and 
intelligence their natural reward, idle- 
ness and folly their natural punish- 
ment—by maintaining peace, by de- 
fending property, by diminishing the 
price of law, and by observing strict 
economy in every department of the 
state. Let the Government do this— 
the People will assuredly do the rest.” 





*Reprinted from Macaulay’s Essay on Southey s 
Colloquies on Society, published in Edinburgh 
Review, January, 1830—pages 563-565. This 
analysis of the 1830 business depression was pub- 
lished recently by the Harriman National Bank 
and Trust Company of New York and Lord and 
Thomas and Logan, Chicago. 
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Rotary Power Pumps 
| Discharge head, 100 
ot feet. Capacity, 20 to 
= 65 G. P M, 
lin 
of 
ay Automatic-Olling Pyra- 
: mid Pump 
ian d ! I] ; d, : Capacities, 3 to 82 
ae eee BR supp ty all industries GPM. 
Heads up to 800 feet. 
° : ° ene 
Practically every industrial plant you serve uses aan 
7 some type of mill-supply pump. Handle Goulds 
is pumps, and you can supply their every need— 
the for the line is complete. 
hat The dependability and economy of these pumps 
art —and the fast service you can give on them— 
so will do much to create and maintain good will 
nce for you. Send to-day for Catalogue S, which 
ed, shows the complete line and contains many points 
try valuable to your salesmen. 
hat Centrifugal Pumps 
rke GOULDS PUMPS, Inc. Built in nine sizes; capaci- 
ties, 10 to 1300 G. P. M. 
and Seneca Falls, N. , 2 felt or motor driven, 
iter 
ally 
hat 
ve- Condensation Outfit 
yth- Return pump and re- 
ceiver for handling con- 
densation of low-pres- 
. sure steam heating sys- 
of tems up to 15,000 sq. ft. 
, of radiation. Ball-bear- 
1ent ing pump. Galvanized 
the tank. 
ple, 
Car= “1776 Minute Man” 
it 1S Cellar Drainer 
\ leader in the field 
ame of low-priced, high- 
quality automatic 
om- drainers, Capacity, 5 
to 26 G. P. M. 
the 
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legi- . 
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1 to *GOULDS PUMPS, INC. H 
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cal Bank Bldg. Pittsburgh, 636 Henry W. The New Automatic. | 
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mee *Philadelphia, 111 North &. to 550 ft. deep. For | 
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| the ton Bldg. *Branch Warehouses chain drive. le 
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‘CHICAGO LINE’ 


Ball Bearing Equipment 


What It Has Done for 
Other Distributors — 


It Can Do For 
YOU 


Many leading industrial dis- 
tributors in the United States 
are selling “Chicago Line” 
ball bearing equipment suc- 
cessfully and profitably be- 
cause of the efficient and eco- 
nomic service it renders. The 


same opportunity is open to 
other progressive distributors. 
Your territory may be open. 
An inquiry from you will 
bring an immediate reply. 





Daggett Ball Bearing Hanger Box 


one of the ‘‘Chicago Line’’ 


Simple in construction and 
easy to install. Will operate 
at any speed without heating. 
Cannot wear the shaft. Noise- 
less and dust-proof. 


DAGGETT 


Loose Pulleys 
Hanger Boxes 
Friction Clutches 
Countershafts 
ALL BALL 
BEARING 


A complete line that the dis- 
tributor can sell profitably. 
Send for our 
Catalog and 
distributor plan. 





| ritories 


—— Y salesman of today employ- 
20 | 


| years ago would find himself with a 


(Continued from page 104) 
the years to come. In other words, 
they are thinking not only in terms 
of today’s business but of business 
5 and 10 years from now.” 

We are in an age of specialization 
—an age which promises more busi- 
ness and greater profits for the dis- 
tributor who keys his organization to 
do a job of specialized selling. 

The Growing Importance of 
the Salesman 
(Continued from page 15) 

The order-taker of 1911 cannot 
offer such service, but the creative 


| salesman of 1931 can and will. 
It will be interesting here to read ' 


the personal views of a few distribu- 
tors concerning this problem of sales. 
W. W.. Ethier, president, 
Western Iron Stores Company, 
waukee, makes this comment: 


Mil- 


“A decade or two ago, competition 
was not so keen—a drill was a drill; 
a tap a tap—but today practically 
every item in the distributor’s stock 
has passed the test of efficiency. 
Therefore, salesmen today must ab- 
sorb a thorough knowledge of the 


items they sell and present it to their | 


customers intelligently. 

“Our salesmen cover smaller ter- 
and handle fewer accounts 
now than in the past and thus are 
enabled to concentrate more on in- 
dividual customers, which, of course, 
results in securing more business 
from the latter. 

“Specialization and creative selling 
are keynotes of our sales plan. Con- 
ditions have forced salesmen to do 
more creative selling. The day of 


| the order-taker is fast waning.” 


ing sales methods of 


lean order book. Competition is 


keener and users are more exacting | 
in their demands,” 


says J. C. Cowan, 
manager, ng department, Alamo 
Iron Works, San Antonio, Texas. 


“While our salesmen today handle 


| about the same number of accounts 
| as formerly, their territories are much 


CHICAGO PULLEY | more concentrated. 


& SHAFTING CO. | 


19 N. Des Plaines St. 
CHICAGO 


| times, 


“In order to keep pace with the 
it is essential that salesmen 
specialize and practice the art of crea- 
tive salesmanship. We have long 
since recognized that only this type 


AAA aemtrtadnds °f salesman can survive, and have 
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The Stamp 
of Quality and Service 


Mr. Supply Dealer: 


We manufacture 
supplies as listed 


Belting & Accessories 


Leather Belting 


Flat, Solid, 
Twist, Oak, 
Chrome, Raw- 
hide. 





The | 
| Lace Leather 


(Sides and Cut) 


| Rawhide, Indian 
Tan, Chrome. 


Rawhide Round 
(Safety Lace) 


Rawhide Pins 


Mechanical Leathers 
Packings, Wash- 
ers. 


Leather Specialties 


Straps, 
Covers. 


Joint 


Rawhide Mallets & Hammers 


“If it’s made of Leather for 
Mechanical — 
we make it’’. . 


Gears and Pinions 


(Spar, Spiral or 
Bevel.) 


‘ 


(Non-Metallic) 


Rawhide, Fab- 
roid, Bakelite. 


(Metal) 
Iron, Steel, 
Brass. 
“Perfect” Oil Seals 
The 


xk 
CHICAGO RAWHIDE 


MANUFACTURING CO. 
CHICAGO 
ILL. 
ee 
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Allthe cards were on the table—face up. 
An automotive manufacturer wanted to 
find the most economical drill to use 
on five of the most difficult jobs in the 
plant. Five leading makes of drills were 
tested on the basis of cost per hole 
drilled by each. 


Conducted by the plant superintend- 
ent solely for his own guidance in pur- 
chasing drills, the test was impartial in 
every respect. Stock drills were run on 
the same press under automatic feed, 
and with one standard lubricant. Rep- 
resentatives of various drill manufac- 
turers were present to watch the test 
and were permitted to offer suggestions. 


When the tests were completed, the 
average holes per grind were computed 
for each drill. The performance of the 
best drill,a Cle-Forge,was rated at 1OO%. 
Other drills were rated in comparative 
percentages to that of the best. 


The results on the five jobs: 


Cleveland CLE-FORGE High 


Speed Drills -. 96.7% 
Dill—-A. . ... . 41.6% 
Dill—B..... . 66.4% 
Dill—C..... . 75.8% 
Dill—D. .... . 66.7% 


The Cle-Forge percentage was 29.9 
points better than the average of all 
other drills—20.9 points better than 
the second best—55.1 points better 
than the poorest. On one press alone, 
the annual savings in drill cost effected 
by Cle-Forge Drills is $98.04 over the 


second best drill, and $176.70 over the 
poorest drill. 


Many other conclusive figures were 
brought out in this test,.... figures 
which will interest every buyer of drills 
who would like to reduce drill costs. 
Copies of the detailed report will be 
mailed on request, together with com- 
plete forms for conducting a similar test 
in your own plant. There is no obliga- 
tion of any kind. The coupon at the 
tight is for your convenience. 


Copyright, 1930, by The Cleveland Twist DrillCo, 
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THE CLEVELAND TWIST DRILL COMPANY 
1249 E. 49TH ST. i CLEVELAND 


Send us a copy of Report No. 83 and “Cost-per- 
Hole” Test Forms. We're not obligated in any way. 


Name 





Company Name— 
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VVVVVVVVVVVVVVVYVYVYYYVYYVYYVYYYYYYYYYYYYYYYYYYYYYYYYYN (cvcloped our organization accord- 
ingly.” 

“Selling of industrial supplies to- 
day,” writes Charles T. Bush, vice- 
president, The Charles A. Strelinger 

Company, Detroit, “is far different 

HERMO-LECTRIC Babbitt— f j j j > 
SS | irom the peddling or just plain mer- 
is the result of a new and supe’ | chandising which existed in the days 
an experiment. Made in electric gone by. 


furnaces under au- 
tomatic control, it 


is better, tougher, “The salesman of today must have 
and more wear-re- o/s . 
sisting than ordi- not only a knowledge of his lines but 
nary babbitts. v4 ° 9 . 

also of his customers’ businesses. 
The proper application of products to 
specific jobs is necessary today, 
users are demanding it. Because of 
this new demand on the salesmen, he 
is forced to concentrate his efforts 
on a smaller territory.” 


Improved Structure 
2. Higher Compression 
3. Uniform Hardness 
4. Extreme Toughness 


THERMONICECTRIGN 





















A NEW PROCESS 
BABBITT » 
DEVELOPS 


8 “Superior Points” 


fl gees distributor 
who handles 
Thermo-Lectric Bab- 
bit metal can sell 
this A-No. 1 product 
proudly and _ profit 
abiy. 


V JRITE now concerning some 
good territories which are 
still open. 


LECTR 
wearers RI 


“Salesmen are specializing more to- 
day than they used to,” according to 
6. tas Wee Richard Alcott, vice-president, The 
7. Reduced Shrinkage makes Riechman-Crosby Company, Mem- 

See closer tend between phis. “Direct selling competition has 
liner and shell. | forced them to. 

8. Pours with ease;| “The old day of selling a 5-ply belt 


OA LIREATEDD 
AB re) iT clean, free-running. | for use on a job because there was 
| one there before, regardless of the 


BUFFALO FOUNDRY & MACHINE CO. | ee seenas now tor ‘salesmen to 
Buffalo, New York XQ 


5. Greater Safety 


analyze a drive properly and sell the 
correct belt for the application. This 
principle, of course, holds true in the 
sale of all products.” 














One Machine Files 
All Kinds of Saws 










This machine automatically files 
saws better than the most expert 
hand filer, so they cut better, 
faster, cleaner, truer and stay 
sharp longer. 


FOLEY «ix: SAW FILER 


Files cross-cut circular saws 
3” to 24” in diameter. Keeps 
saws in perfect circle. 


Files band saws 1%” to 41” 
wide, with any desired hook 
for any kind of cutting. 


Files all kinds of hand saws 
-rip, eross-cut, mitre, back, 


compass and others. 





“When I first started selling 
| industrial supplies 28 years 

ago, business was done in a 
more leisurely manner. Fre- 
| quently, we helped fill our 
own orders. Today, how- 
ever, buyers demand speed 
and service which necessi- 
tates organization.” Charles 
T. Oliver, Charles Bond 

Company, Philadelphia. 





The Foley keeps all saws in perfect cutting con- 
dition and reduces saw filing costs. No other 
machine like it in the world. Used by largest 
saw manufacturers and by thousands of indus- 
trial plants, contractors, carpenters, ete. 


P. O. Boylan, sales manager, The 
| W. M. Pattison Supply Company, 
Cleveland, has this to say: 


Write for complete information and industrial 
distributors’ discounts on the Foley Filer and 
other Foley Saw Filing and Grinding Equip- 
ment. 


“There is plenty of evidence that 
salesmen are doing less order-taking 
. | and more creative selling than form- 

46 Main Street N. E. 8 


Foley Manufacturing Co. Siemasaiie, Minn. | erly. Perhaps the most important 


reason why this is true is that users 
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i ORDERS TO BUILD A 
PROFITABLE ACCOUNT! < 
% 
That’s why we attach so much importance and devote 
so much effort to helping our distributors acquire 
repeat business—satisfied customers—greater profits. 
How? 
By supporting our distributors with a constant, com- 
prehensive program of advertising and sales promo- 
agredENA MDI NZ tion aimed. to establish their economic importance 
aa RR FO SARNIA Ce, ‘ ° ° ° : 
beets eee in the industrial territories they serve. 
erate we ON 6 ATOR Ty P P —— 
2D et eR SIE” By making it possible for our distributors to offer 
CRS oi their customers the most complete line of Mechan- 
——" ical Rubber Goods produced by one manufacturer. 
By building into those products qualitiés of service 
The performance that help to establish for our distribu- 
any, tors the good will of their customers. 
that 4 - 
= * Che Mech 1 Rubber C 
orn @ shlecnanical nuoover Wo, 
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1sers CLEVELAND, OHIO 
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MYERS 
WATER 
SYSTEMS 


Water at the turn of a tap for 
country and suburban homes, for 
public and private buildings and 
institutions isolated from city 
water mains, for mills, mines or 
factories—Myers self-oiling, self- 
starting, self-stopping features for 
any service up to ten thousand 
gallons of water per hour provide 
dependable water facilities at a 
surprisingly low cost. 





Types for shallow or deep wells. 
Operation by engine or motor. 





See our nearest distributor or write 
us direct for catalog and complete 
information. 


* THE F. E. MYERS & 
BRO. CO. 
Ashland, Ohio 


PUMPS—WATER SYSTEMS—HAY 
TOOLS—DOOR HANGERS 











are really buying today, not just plac- | 
ing orders. 

“Salesmen, therefore, must know 
the products they are selling and their | 
applications so as to talk about them | 
only to users who have a definite need | 


| for them.” | 


i 
| 


“Due to the introduction of im- | 


| proved modern products, better facili- | 


ties for production, and the increase | 
in the number of users needing expert | 
advice and scientific information, the | 
problems of distributors’ salesmen to- | 
day are far more complicated than 
formerly,” says Vance C. Boyd, vice- | 
president, Standard Supply and_| 
Equipment Company, Philadelphia. 





“Today there is more hand- 
to-mouth buying and there- | 
fore the distributor is more 
necessary than ever before.” 
B. F. Fillmore, The Bitten- 
bender Company, Scranton, 
Pennsylvania. 


| 
Ss ; | 
Our salesmen,” he continues, “are | 


| covering smaller territories, but comb- | 


ing them more thoroughly. Mar-. 
ket analysis is being used more and | 
more and as a result sales efforts are | 
expended where they will bring the 
best returns. 

“Selling, I feel, is keeping pace 
with the mode of living—more speed, 
greater efficiency.” 

“We are insisting that our sales- 
men specialize on 10 principal lines. 
In this way, they are enabled to do 
more creative selling, which we be- 
lieve is more necessary than ever be- 





| cause of direct-selling competition,” | 


comments H. F. St. George, vice- 
president, Shadbolt and Boyd Com- | 


| pany, Milwaukee. 


“While there is still room for a few | 
order-takers,” writes Ray C. Neal, | 
R. C. Neal Company, Buffalo, ‘the 
number is growing less each year. 
They are being succeeded by salesmen 
who study their customers’ problems | 
and specialize on a few important 
lines.” (Continued on page 118) 





GROBET SWISS 
FILES 





( 


Over a century ago master 
craftsmen first put their confi- 
dence into GROBET SWISS 
FILES. Year after year the 
name has become more widely 
known until today it is ac- 
cepted by master craftsmen 
throughout the country as 
their guarantee of the best 
files money can buy. 


Distributors of files have 
come to know the promptness 
of Grobet shipments. A large 
stock, the most complete of its 
kind, is on hand to meet their 
requirements. 


Ask for Catalog B, illustrat- 
ing 3,500 different shapes, 
sizes and cuts, also our pam- 
phlet on Circular Cut Files 
(Vixen type). 


A complete stock is on hand 
to meet your requirements. 


= 


GROBET FILE CORPORATION 
OF AMERICA 
3 PARK PLACE NEW YORK CITY 























HIGH 
SPEED 
STEEL 


HACKSAW 
BLADES 


Where would the Iron and 
Steel industry be without 
them? Distributors make 
generous profits on Barnes 
Red Arrow Blades, with 
steady repeat business. Get 
details today on Distributor 
Plan. 


1297 Terminal Ave. 
DETROIT, MICH. 
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It Will Pay You to Specialize 
on the VAN DORN Line/ 


SSS SOS SSS ASS SS SSFP SAF FSS APF FFA OP PFS FPSO POO PFO | 


OR more than three decades, the Van Dorn Line of 
Portable Electric Tools has been the choice of the lead- 
ing industrial plants throughout the country. This background 
insures a ready acceptance of Van Dorn on the part of 
portable tool users, and this alone makes it worthwhile for 
the mill supply distributor to specialize on the Van Dorn Line. 


| But there are additional factors. There is the Van Dorn re- 
| cognition of the policy of selling through the distributor as | 
| being efficient and economical, and adherence to this policy; | 
aggressive cooperation with the distributor through an effi- | 
cient field organization and persistent advertising in leading 
| industrial publications; a complete line, which simplifies the 

distributor’s stock problem, and which enables him to cover 

the broad industrial market with ease and profit. 


Let us repeat—lIt will pay you to specialize on the Van Dorn 
Line of Portable Electric Tools! 





36S SSSSSSSE SSS SSS 
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PORTABLE PORTABLE PORTABLE PORTABLE ELECTRIC FLEX- 


i 
ELECTRIC ELECTRIC ELECTRIC ELECTRIC VALVE Po - 
DRILL GRINDER HAMMER SAW REFACER 


PART OF THE COMPLETE LINE OF PORTABLE ELECTRIC TOOLS 


4) 











= = . : _ : : cheikh ; 
PPPESSSES OSES SESS SESE SELF FFF SLL PPPS APPLES FFF OPPO 














Tie Up 9 The VAN DORN ELECTRIC TOOL CO., 
Towson, Md., U.S. A. . MS 


Please send me catalogue showing the complete line of 
Van Dorn Portable Electric Tools 








| Name 
The Firm 
VAN DORN ELECTRIC TOOL CO. 
TOWSON MD.. U.S.A. Address 
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Distributors are finding 
the new No. 60 Turner Fire 
Pot an easy item to sell. The 
new features give this item 
real sales appeal. 
1—Flame Control—permit- 
ting adjustment of flame 
from full heat to a sim- 
mering point. 
2—Self-Cleaning Orifice — 
entirely automatic. 
3—Tilting Top Section— 
when tilted, coil, jet- 
block, shut-off valve and 
drip cup accessible for 
cleaning. 
4—Many other features— 
Patented Overflow Drip 
Cup and 10-pint capac- 
ity tank. 


Write for your prices. There is a 
surprise in store for you. 


f lame control 





AND @ 
COMMEENG 





Turner No. 60 (Showing Top Tilted) 








THE TURNER BRASS WORKS 











Sycamore, Il. 














Simplex 


STEEL 
JA TI)D 


They Sell 
Themselves 
6 py se no argument. Stack 


a Simplex, with its machined 
steel slide, up against an ordinary 
machinist’s vise, and its outstand- 
ing superiority cannot be passed 
over. You can sell Simplex Steel 
Slide Vises in the face of the 
strongest competition. 
They are built to with- 
stand severest strains. A 
simple demonstration is 
most convincing. 


You can create and hold 
new business with Simplex 


Steel Slide Vises. 


Send for illustrated 
Folder and Price List 


Simplex Tool Company 


Woonsocket, Rhode Island 

















Vises 








| efficiency,’ 


“Salesmen are specializing more 
today than formerly and are doing 
more creative selling because modern 
products demand that kind of sales 
effort,” in the opinion of F. D. Wil- 
son, vice-president, Casanave Supply 
Company, Philadelphia. 

“Reciprocity and centralized buy- 
ing present sales problems today 
which did not exist years ago,” states 
A. E. Klebe, sales manager, Trimble 
and Lutz Supply Company, Wheeling, 
West Virginia. 

“Price as a determining factor in 
buying is giving way to quality and 
’ according to the experi- 


| ence of W. H. Raymer, Raymer 


Hardware Company, St. Paul. “We 


| are finding it less and less difficult 





to sell quality merchandise, which all 
of us know is least expensive in the 
long run.” 

“The order-taker has been elimina- 
ted from our organization,” says 
H. A. Schweikhart, vice-president, 
The Salt Lake Hardware Company, 
Salt Lake City, Utah. “We insist 
that our men know their lines and 
markets so that they can do an intel- 
ligent sales job.” 





“Twenty years ago the boss 
himself usually placed the 
orders, lots of times on a 


friendship basis. Today, he 
has a specially trained buyer, 
who looks for and gets 
values.” W. S. Hance, 
Charles Bond Company, 
Philadelphia. 


G. L. McKewin, Farwell, Ozmun, 
Kirk and Company, St. Paul, seconds 
Mr. Schweikhart’s statement when he 
writes: “Purchasing agents have no 
time to waste on ‘What do you need 
today?’ salesmen. They want men 
to call on them who can give facts 
and render real service. We educate 
our salesmen so,that they can do this 
kind of job.” 

Because of the very pronounced 
trend toward specialization and crea- 
tive selling the salesmen with a keen 
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Every New “Moly” Will Wear 
Just Like the Old One 


XACT Uniformity... that’s the reason “Moly” Shovels 
never disappoint buyers or users. ‘““Molys” are famous 
for that even hang and balance, wide roomy grip,and com- 
fortable turned over step that makes each a twin to another. 





But in the blade and handle —that’s where uniformity 
really counts . . . and that’s where “Moly” excels. 


Wood's engineers spent thousands of dollars and over 
seven years of scientific experiment and practical testing 
to develop molyb-den-um steel to a hardness and tough- 
ness never known before or equaled since. You can’t 
see this quality feature but you'll know it’s there when 
a “Moly” actually outwears 2 to 6 ordinary shovels. 
A non-uniform “Moly” is so rare that we don’t hesitate 
to replace if one is found. 


As to handle uniformity, we'll say just this ... hundreds 
of service records show that the chances of a “Moly D” 
handle breaking in use are less than one in a thousand! 
Remember that every time you buy or sell a “Moly”, 
there is another one just like it ready to match the 
satisfaction it’s built to give. 


THE WOOD SHOVEL AND TOOL COMPANY 
Piqua, Ohio 


Wood's Shovels 


“Moly” —“Big Fist” —“Piqua” 


P.S Wood's “Big Fist” Shovels rank second only to “Moly” in quality and are lower in price. 





8 Checking Points 
for the 


Shovel Buyer 


Don’t take our word for it. Conduct 
your own comparative tests —bear- 


ing in mind these 8 vital points. 





l i estnees and 
Toughness 





2 , Balance 





3 Grip 





4. Step 


; f if Uniformity 


Service 
Record 














Reliability 
of Dealer 
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—— . knowledge of a carefully selected 


“TOZEDO 


group of profitable lines and a com- 
plete understanding of their applica- 
tion in the plants of users upon whom 
_he is calling is definitely establishing 
himself. There’s no checking his 
progress. His path to the goal of 
greater profits is well-lighted. 
Price-cutting, direct-selling compe- 
tition, territory jumping—none can 
bar his progress, for he is supplying 
_a sales service for which there is no 
substitute, 
For 30 years “TOLEDOS” have been recog- on 
nized as the standard of quality in pipe tools. 
Today “TOLEDOS” include the easiest 
working hand tools and the fastest, most 
efficient and highly productive power ma- 
chines on the market. Sell that customer a 
“TOLEDO” and get in line for repeat orders. 


“TOLEDOS” Fill the Bill. 


Cornerstone Laid for Simonds 
New Windowless Factory 
Witnessed by a gathering of over 
500 spectators, including municipal 
| officials and industrial leaders, the 
| cornerstone of the first windowless 

factory, the ultra-modern plant of 
'the Simonds Saw and Steel Com- 
' pany, was laid at Fitchburg, Massa- 
| chusetts, on Saturday, December 20. 

Thomas F. Howarth, vice-presi- 

dent, who on the same date observed 

k* | | his fiftieth anniversary as an em- 
| THE TOLEDO PIPE THREADING MACHINE CO. or , | ployee and officer of the company, 
TOLEDO, OHIO New York Office, 72 Lafayette St. officiated at the ceremony. Follow- 
ing introductory remarks by Hon- 
| orable Joseph N. Carriere, mayor of 

Fitchburg, Mr. Howarth spoke brief- 

ly, referring to the establishment of 

the Simonds industries by Abel Si- 
_monds, 99 years ago. Mr. Howarth 
also paid tribute to the late Daniel 

Simonds, under whose direction 

great advancement was made in the 

company’s development. Mr. How- 
_arth said in part: 

“In the town of Fitchburg, in 1832, 
| Abel Simonds started in the business 
| of manufacturing tempered steel cut- 

sabitnmentiyc animes ting edge tools. Figuratively speak- 

METAL HINGE PINS ee ing, he, by that act, laid the corner- 

All shipments ols ps a yy Steel Belt ee stone on which has been built the 
Lacing, unless ordered otherwise, now contain metal ALLIGATOR present Simonds Industries. 


a ee Cn rT) ences “In the city of Fitchburg, practi- 














1TED STATES OF AMERICA 


No, 35. Steel Belt Lacing No.3S 


The two smallest sizes (Nos. 00 and 1) are joined 
with single corrugated pins as illustrated above. 

Size 15 will have the familiar sectional steel rocker 
hinge pins. ; ; . ; 

This improvement supplies hinge pins which outlast 
rawhide pins and do not soften when exposed to 
moisture. 


* Flexible Steel Lacing Com 


4633 Lexington Street 
In England at 135 Finsbury Pavement, London, E. C, 2 


Only a 


Hamme 


Needed 





CHICAGO, ILL. 











cally 100 years later, we are today 


| laying the actual cornerstone for a 
| new Simonds factory building, sig- 


nificant of the development of the 
Simonds Saw and Steel Company up 


_to the present time. This develop- 


ment has been due to the initiative 
and ability of Daniel Simonds, and 
of his three sons who succeeded him, 
and are now at the head of the com- 
pany. 

“This structure will embody many 
| new ideas of industrial size, intended 
| chiefly for manufacturing purposes. 
_ “Fifty years ago this morning | 
| began working for the Simonds Com- 

pany. I have worked for them ever 
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SPRU-CO-LITE 





Over 7 million AMERICAN 
Pressed Steel Shafting 
Pulleys and Hangers have 
been put to work in leading 
plants throughout the coun- 
try. Light, strong, durable 
power transmission units, 
they are regarded as the 


TRACTION 


to turn power into 


PROFITS 


Motors talk through PULLEYS. 


When pulleys slip, motor efficiency slumps. 
Manufacturing costs mount. Lost power be- 
comes friction heat, which may wear, burn or 
destroy a belt. 


Clinging, driving, fibres of Spruce wood, com- 
pressed into a homogeneous substance uniform 
in texture, hard and marvelously wear resisting. 
This is Sprucolite, the last word in motor and 
machine pulleys. Sprucolite possesses the high- 
est coefficient of friction for belt transmission of 
power. With an uncanny ability it holds the belt 
and sends it on its way with a minimum power 
loss. This special synthetic material developed 
particularly for belt pulley use is also light in 
weight. For service ordinary or extraordinary, 


Sprucolite Pulleys are recommended. 


Sprucolite Pulleys are now available as optional 
equipment for the business ends of all leading 
makes of motors. Specify them when ordering. 
For plant operators who wish to replace the 
ordinary pulleys on equipment already in use, 
AMERICAN Sprucolite Pulleys are carried by a 
large number of mill supply dealers from coast 
to coast. Ask your dealer about Sprucolite or 
write for further information. 


AM ERI CAN 
SPRUCOLITE 
PULLEYS 


standard of quality wher- — 


ever shafting pulleys and 
hangers are used. 


THE AMERICAN PULLEY CO. 
4200 Wissahickon Ave. Philadelphia, Pa. 


Pressed Steel: Shafting Pulleys, Hangers, Hand 
Trucks, Miscellaneous Stampings. Sprucolite(Com- 
pressed Spruce) Motor Pulleys, Machine Pulleys. 
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Growing 


Markets 


TATISTICS from the United States Depart- 
ment of Commerce show that the welding 
industry is the eighth in the country and is a busi- 
ness which has doubled each year. This remark- 
able advance in gas welding and cutting creates a 
wide demand for TORCHWELD equipment and 
supplies. 





Gas welding and cutting business is good for you 
only when it is profitable. TORCHWELD products 
are profitable for you to sell and you, as a distributor, 
should take advantage of this great opportunity. 


May we hear from you ? 








Torcnwetp Eduiement Company 
224 N. Carpenter St., - - - - Chicago 


Your Opportunity—Sell TR, 











Pree PROTECTION 

EQUIPMENT arc once 
Fire prevention is better than ; 
protection, but when preven- 
tion fails, DIENER fire protection 


equipment should be on hand 
to fight the fire evil. » » » » 


~ 


"BI > 




















Write for the com- 
plete catalog of .... 
Diener Fire Protec- 
tion Equipment. 











416 N. MONTICELLO AVE... CHICAGO 














——————— 


since and consider it a great personal 


| privilege to assist in laying this 
| corner stone for the new factory and 


to place within it a sealed copper box 
containing records and data which 
may be of interest when opened at 


| some unknown time in the future. 


“This has been done. The mortar 
has been spread. The stone has been 


| set in place. I therefore declare this 
| corner stone well and truly laid and 


I now turn over to the president of 
the company, the special trowel used 
only on this one occasion, to keep 
as a reminder of this event. May the 
ideals and visions of the Simonds 
Company long endure.” 

Responding, president Alvan T., 
Simonds said that the laying of the 
corner stone marks a new era in fac- 
tory construction as well as an effort 


by the Simonds Company to make 


business better. He mentioned the 
investigation which has been made 


by officials of the company to deter- 


mine on a more efficient method of 
manufacture and scientific \factory 
construction. He also stressed the 
investigations and research made by 
Gifford K. Simonds, general mana- 
ger of the company, saying the new 
idea is largely due to his efforts. 
Gifford K. Simonds expressed his 
confidence in the successful develop- 
ment of the new factory and meth- 
ods of manufacture. He said: 
“In order to get perfect conditions 
in a building, the first requisite is 
controlled conditions. We cannot 
control sunlight and therefore must 
have light control conditions. The 
new machines in this factory will not 


| look like the old ones. Everything 
| has been planned for the greatest 


comfort and welfare of the men who 
will work in this new factory.” 


* x * 


Angle Steel Stool Announces 
New Catalog 

The Angle Steel Stool Company, 
Plainwell, Michigan, manufacturers 
of factory and office steel equipment, 
announces. a new 32-page condensed 
edition, Catalog M-S, which will be 
mailed promptly to interested parties. 

This 32-page catalog contains a 
complete showing of the company’s 
regular steel equipment line, besides 
the addition of about 30 new patterns 
created to meet up-to-date demands. 

The catalog is 8% by 11 inches in 
size; showing 6 items with detailed 
description and prices on each page. 








— 
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OSTER 


WILLIAMS 


It doesn’t take very long to figure out why the 
Oster Leader is so easy to sell. Just take a look 
at all the features-of the Leader. Then consider 
that it costs no more than an ordinary 1 in. to 
2 in. threading tool. Just point out these fea- 
tures to your prospects. Then mention the 
price. That's all there is to it. For more in 
formation write 


THE OSTER de dhelAes WILLIAMS 


MANUFACTURING TOOL 


COMPANY GREATER CORPORATION 


SERVICE 





Sales Office—2087 East 61st Place, Cleveland, Ohio 
Branch Offices—Boston, New York, Philadelphia, Chicago 





TRE. OST ES 
re 


Xo} samial-teatellakelalen.cohceal=ii 
type have 


1. Fewer parts 
2. Easy cutting dies 
—full-ground 
—razor-edge 
—receding 
. Leader screw 
—lathe-cut 
—self-cleaning 
wiper threads 
. Full floating studs 
. Universal guides 
—self centering 
a Kol gel-Melolg— 
—takes 2'' coupling 


And in addition the 
gel iaal-tanrele)| 
Me alok Medohicsl-tam el lil ania 
‘jal-Mmatelatei {= 


One of the Leaders in the 
Most Complete Line of 
a tolale Mel alo Ml ehwd-1am @)ol-1e 
ated Pipe Threading 
Equipment in the World 
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THE 
ANSWER TO 
ACCURATE 


THROTTLING 
HIGH PRESSURE—LOW P tESSURE 
GASES—LIQUIDS STEAM 


Pratt & Cady Needle Valves are 
machined from high tensile bar 
stock — bronze, stainless steel, or 
carbon steel. Made in many types 
and with numerous end combinations, 
the size range is 4%” to %%” inclusive. 
A HIGH PRESSURE VALVE AT A Se TENSE BAR STOCK 
LOW PRESSURE PRICE 
In line with these, but for medium 
pressures, are Pratt & Cady Ai- 
Checks, Air Reliefs and Blow Gun 


Valves. 


READING STEEL CASTING COMPANY, Inc. 


An Associate Co npasy of the American Chain Company, Inc. 


| Bridgeport, Connecticut 
|Ac co) 
Sy 
| An 


om. 













OFFICES AND WAREHOUSES: 
Boston, Charlotte, Chicago. Cleve- 
land, Detroit, Hartford, Houston, 
New York, Philadelphia, Pittsburgh, 
| Rochester, St. Louis, San Francisco, 
Tulsa. 












Standard 
of the 
industry 
for 77 years 


Better _ bolts, © 
nuts, screws, | 
; and rivets are 7 
‘not made at any ¥ 
f price. They lead | 
the field when it 
' comes to quality. 5 
© Dealers, here’s your 
?chance to handle a” 
) quality product that is 7 
"popularly priced and 
© one that will net you a 
handsome profit. 


Shall we send you our 
prices? 


CLARK BrosPott (p 


Black Ave., Milldale, Ccnn. 


Congratulations 


| Comments from Old-Time Readers 


(Continued from page 38) 
PLIES has been doing in the mill supply 
field to cultivate better business meth- 
ods and cooperation between the man- 


_ufacturer, distributor, and user. If 


you have not experienced any direct 
results from your work, I am sure 
you will as a compensation for the 
very difficult task which you seem to 
have sponsored. We wish you con- 
tinued success, and a big celebration 
for your twentieth anniversary.” M. 
\WV. Dallas, advertising manager, E. C. 
Atkins and Company, Indianapolis, 
Indiana. 
ok * * 


We Appreciate the Coopera- 
tion of Mill Supplies 


he are pleased to be able to 
tell you that we have been 
very much interested in the work of 
MiLt Supp ies in the interest of all 
distributors, especially during the past 
year. We consider Mitt Supptiss 
A-1 in every respect, look forward to 
its arrival and read it regularly each 
month, as we are always very much 
interested in the various articles. 

“T feel sure that all distributors 
are thankful to Mitt Suppties for 
the cooperation it has given the in- 
dustry which it is serving, and that 
it will be amply rewarded for its 
splendid efforts.” W. J. Radcliffe, 
president, The E. A. Kinsey Com- 
pany, Cincinnati, Ohio. 


- 


Industrial Distribution of the 
Future 
(Continued from page 21) 


One of the best illustrations of mass 
distribution is, of course, the service 
which is rendered by the United 
States Post Office. 

“Mass distribution will be success- 
ful if it delivers to the user the com- 
modities he needs at the lowest pos- 
sible cost — commodities which we 
believe will be produced by mass pro- 
duction at central points throughout 
the country. 

“If this reasoning is correct, it fol- 
lows that as mass production in- 
creases, as scattered industries be- 
come centralized in one or more 
points, the importance of distribu- 
tion from such points is going to in- 
crease. This means, in my mind, 
that distribution will become an even 
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more important factor than it has | 
been in the past. This proposition 
also carries with it the corollary that 


mass distribution as it becomes per- 


fected will give the user more serv- Red Ratchet 
ice with less solicitation and that it | 


will do this at a decreasing cost, the WR EN CH ES 

result partly of decreased cost for 

solicitation and partly of other fac- | 

tors.” Alvan T. Simonds, president, | HEN you sell your cus- 

Simonds Saw and Steel Company, tomers LOWELL Red 

Fitchburg, Massachusetts. Ratchet W renches, you are doing 
| them a real service—the kind that 


convinces them of the quality of 
| your house and the lines it carries. 


tn 











What is more, you are making 
real profits for yourself. 


Selling Through Distributors 
Is Economically Sound 


66 FPECAUSE of the great variety The Reversible Feature 


and number of items involved, | Ratchet Wrench” ilivatreud 1916 Pattern LOWELL Reversible 
a . . P A herewith is th 1 - i i 
any method of distributing industrial FS ES reek ware: Ratchet Wrenches work in tight 
factured with an absolute places 








equipment and supplies other than 
that which exists today is economic- 
ally unsound. Prompt service, which 
is vitally important to the user cannot 
be had except through distributors. 
There may be isolated instances where 
this is not true, but these are so rare 
that they have no material effect on 
the industry as a whole.” R. L. Fiett, 
vice-president and general manager, 
The American Products Company, 
Cincinnati, Ohio. 


crushing action on the 
pawis. Only one-half of 
a complete turn of the pape at 

< knurl required to reverse ance 
the action from right to 


left-hand. 





Write to us for further information 


LOWELL WRENCH CO. 


WORCESTER, MASS. 























The Distributor’s Services 


Aine |  WWIPING CLOTHS 


” HERE are factors which are 
working in favor of the dis- | Please Your Customers 
tributor in the field of industrial dis- : ae 
tribution. Analysis of selling costs BLUE GRASS quality eliminates any pos- 
is bringing manufacturers to the real- sibility of a disgruntled customer. The care 
ization that unless they have a very employed by the Louisville Senttary pe 
; 4 pers Co., Inc., in selecting materials and 
preparing them for use insures complete 
satisfaction to the industrial plants to 
whom you sell our sterilized wiping cloths. 
They are clean—soft—absorbent—lintless 
—sanitary—germ-proof. 


wide line they cannot sell profitably 
direct to any except a few large 
users. As the realization of this fact 
spreads, manufacturers will, increas- 
ingly, recognize the economic value 
of selling exclusively through dis- 


tributors. A d M k M Y 1f 
“Another condition favoring the | n a € oney ourse 


distributor is that small manufactur- BLUE GRASS wipers will prove a 


nig Aap e Re ; mighty profitable line for you. They have 
ers in the future, will be faced more the requisite quality and are marketed ex- 














and more with the necessity for ag- | clusively through the distributor. We co- 
gressive selling, and since they are operate with our distributors—and _pro- 
not usually able to handle such ex- =e tect them. Make real profits in 1931 

atta 1 , ; * | SLUS — od with wiping cloths by handling the 
tensive sales » Ss ay J = | ipers and polish- ° 
ensive sales eftorts, they will un io aan os ale BLUE GRASS line. 
doubtedly come to depend more and sanitary and depend- We Protect Our Distributors—Ask for Prices 

° e . . t 

more on the services of the distribu- wah oun tat thay 
Robert FE Blder asvstant pre. || eget | LOUISVILLE SANITARY 
fessor of marketing, Massachusetts | ] If found otherwise, 

. magic ‘ a - any and all ship- W 
Institute of Technology, Cambridge, ments are returnable IPERS C O., o ¢ IN Cc. 
Massachusetts. (Cont’d on page 126) cause” LOUISVILLE KENTUCKY 
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(Continued from page 125) 


“I Look for No Radical 

Change in Distributing 
ANEW LINE.. angel 

HE method employed in the 

WALL products distribution of any company’s 

RICE | products varies with the class of 

NEW LOW P material or equipment distributed. 

| For instance, our large equipment, 

the sale of which carries with it engi- 

neering and application problems, 

can only be handled through our own 

technical sales organization and [| 

cannot visualize any other method of 
distribution. 

The less technical lines, however. 
| can be handled very effectively 
| through distributors and I do not 

before, each is a newly devel | anticipate in the near future any rad- 
seed o verve best your west rUCS ical change in this system of distribu- 
LL. qealiey foe tion.—Otto H. Falk, president, Allis- 
Chalmers Manufacturing Company, 





"Taouct lower in pre 


needs, without the sacrifice ©! typice WA 
{ typ’ 1 


for 
i sobber at once—OF 
ou to get in touch with your Jo 
Ie will pay Y 


, hh with us. . 
rs to get in touc i rgh, Pa. Milwaukee. 
P ae aie tle Company * Pittsburé » * * 
’ i DN AU Gi T There Will Always Be a Need 
— E : for Distributors 
OF 
DR segercice with Safes oS ACES 


_———— im Ss 
BLOW TORCHES @ILERS 


ua 
| — | 


| VISE 


ARE THE MOST COMPLETE 
LINE OFFERED TO INDUSTRY 


| LL. Pi 
Os 24 Styles—109 Sizes ee 


‘6 HE distributor, in my opinion, 
A Big Selling STEEL : 




















will continue to be an import- 
JAWS | ant factor in the economic life of this 
e | country if he functions properly. 
Point for THAT _ “By reason of his position, it is 
Di ib incumbent upon the distributor to 
istri utors serve as link between the manufac- 


Cannot work loose because \ 
turer and industrial user. It is cer- 


Sl they are cast on. tainly his duty to see that his trade 

No need of fussing and filing is offered the best the market affords 
° at a fair price, and also to make a 

to make replacement jaws profit for himself. 

fit with Yost Vises because 


“The distributor’s service is often 
the steel jaws last as long as | overlooked by those who are served. 


‘ ’ Too small a value is placed upon the 
the vise, and that’s years. relative position of the distributor 


who is busying himself at all times f 
to see that his trade is supplied with 
| up-to-date tools, and other items, that 
_ will fit most economically into the 
operations of his clients. 

“There are many other reasons why 


YOST MFG. Co., Meadville, Pa. U.S.A, 2¢, 2! distributor is an_ important 


factor but chief among them is the om 








The Yost Sales Policy gives you full protection and is backed up with the 
“Make Good Guarantee” of 


“A YOST VISE MUST MAKE GOOD OR YOST DOES” 





— 
es 
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MARATHON 
“a | 
] PRODUCTS ‘ 


Stand Up Under Punishment 


The Quality of the Marathon Line 


unquestionably gives it leader- 
ship. There are no mysteries, no 
high sounding names to Marathon 
“OK” Motors, Grinders and Fans. | 
They are products with under- 
standable features. They meet 
the exactness of industrial require- 
ments. A line of distinguished 
service—of quality measured by 
performance. 





























Marathon Will Increase Your Profits 


The Marathon ‘‘OK” Line, 
because of its quality and depend- 
ability, is profitable for the dis- 
tributor. An attractive sales plan 
awaits your inquiry. Let's get 
acquainted. 



































Marathon Electric Manufacturing Co. 
Box 440 


Wausau - Wisconsin 
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fact that he is in a position to tell the | 
needs of his trade collectively, and | 
then buy in large quantities for quick | 
and convenient distribution. Obvi- | 
ously individual users would have to 
buy in much smaller quantities. 
“There will always be a need for 
a nearby distributor who can furnish 


| goods that are needed from day to 


| day 
| cost. 
| ufacturer would, naturally, necessi- 


| tate much loss of time, and possibly 
| shut downs. 


| trade quite so much as he would be 
| if this means of distribution were 


, 
_—— 


N HOCKEY and other 
orts, there are 

y ways those individ- 
uals that stand out as 
being better than the rest. 


This is also true in the 
manufacture of tools. 
VICTOR SAWS are 
fast being substituted for 
inferior blades, as metal 
workers are finding that 
VICTOR SAWS are 
better and to be relied 
upon. 


Your distributor can 
supply you. 


VICTOR SAW WORKS, Inc. 


Middletown » New York 


| soon realize the advantage of having 
| goods stored at strategic points for 


| Supply Company, 


| Distributors Who Really Sell 


quickly, and at a moderate | 
Ordering direct from the man- 


“The industrial distributor has 
been a factor so long in business that 
he is possibly not appreciated by the | 


suddenly cut off. In such a case, 
manufacturer and user alike would 


quick delivery.” J. L. Pitts, presi- 
dent, Brown-Roberts Hardware and 
Alexandria, La. 


* * * 


Have a Bright Future 

Y knowledge of the indus- 

trial supply business and 
similar fields leads me to believe that 
the distributor will not become any 
less important than he now is in the 
marketing of industrial supplies and | 
equipment. ‘This statement is based 
upon the assumption that he will ad- | 











| just his policies and methods to the 
| needs of the various parties he is | 


called upon to serve. 

“The main problem of the average 
manufacturer today is, of course, 
that of selling. The trouble with 
many distributors in the past has 
been that they have not supplied a | 
satisfactory means by which manu- 
facturers may solve this problem. 
They have functioned well as assem- 
blers of numerous and varied items 
for industrial users, but as a result 
of handling competitive lines and 
stocking very diversified items they | 








| have not been in a good position to 


| 
| 


| selling requirements. 


serve the average manufacturer’s | 
“In my opinion the distributor who | 


narrows his stock, and functions pri- | 


| marily as the sales representative of 


|a group of non-competing manufac- | 


| old 


turers has a better future than the 
type of distributor who func- 


| tioned primarily as an assembler.” 


ey 


Palmer, professor of market- 


‘ing, University of Chicago. | 








A New 
“Always 
Reliable’’ 
Torch 
for 


Mechanics 


——" 91 Quart Torch. Cov- 
oa Patents. Addi- 
atents Pending. 


The No. 91 gasoline —_. is the latest 
“ALWAYS RELIABLE” to reh and is fitted 
with an improved burner [= hich a patent 
has been applied. It will vere — 
with a blue hot flame before thorough 
cleaning is necessary. It can then be cleaned 
quickly. 
This torch is fitted with the following new 
features: 
1—It has_a spiral spring in burner 
pipe, which when turned by looped 


ses through the burner 
ner block in the form o: 
2—The flame can be ed very low 
and still ay under perfect control 
of pressur 
3—-The aan needle ’ attached to 
burner n which keeps the hole 
in the burner block open at all 
times. 
4—The blunt burner needle fits into 
No orifice to be 


This torch is also fitted with all the other 
improved patented ee already embodied 
in the other models of the f: WAYS 
RELIABLE” torches. 

The No. 91 torch is Sg shipped for gaso- 
line, unless for 


amous “‘AL! 





A sample will be sent for test and examina- 
tion upon request. 


Order through your jobber who — es you 
prompt service and satisfactory pr! 


OTTO BERNZ CO., INC. 


Newark, New Jersey 














co RRECT| 
SOLUTION 


of any problem in automatic 
pressure or flow control of steam, 
air, water or gas is found in the 
complete line of Davis Automatic 
Valve Specialties. The effective 
simplicity in design brings the 
stamp of approval from experi- 
enced engineers. The well estab- 
lished and extensively advertised 
Davis line carries a good profit 
for the distributor. 


DAVIS REGULATOR COMPANY 
2544 South Washtenaw Avenue 
CHICAGO - ILLINOIS 


MS1—Gray 
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Here is the newest addition to the 
famous Boston Line of Rubber 
Transmission Belting Bull Dog 
Plied Edge Belting 


This new belting is of laminated con- 
struction. Note the plied edge in the 
illustration. No seams. Increased flexi- 
bility and gripping power. Ideal for small 
pulleys and high speeds. 


The illustration indicating the colored 
i lengthwise edge shows that the so-called 
raw edge is cemented and sealed. 


Write for a sample of Bull Dog Plied 


BU pu DOG Edge Belting and full information. 


BOSTON WOVEN HOSE & RUBBER CO. 
LEI SE Cambridge, Massachusetts, U.S. A. 


Makers of High Grade Mechanical Rubber Goods for 
2) more than 50 years. 
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WHITMAN & BARNES 
MARKS ANOTHER YEAR 
WITH 





\ 
; 


% 


HERCULES 
MAJOR 
DRILLS 
especially designed for 
drilling HIGH MAN- 


GANESE STEEL on a 
production basis 


HIGH SPEED 
DRILLS 


of new design and heat treatment 
—establishing new standards of 


\ BLUE DIAMOND 


production for small high-speed 
drilling. 


DISTRIBUTOR’S It is but natural that Whitman & Barnes, producers of fine tools | 
FRANCHISE for 77 years, should make this additional contribution to modern | 
ae a eee industry. Such developments but indicate the resourcefulness of 
is qrewing more velsable each this seasoned organization to meet the needs of modern production | 
year. Correspondence is in- requirements. Wherever production problems are greatest—and 
vited from distributors organ- costs watched closest—you will most likely find W & B tools on the 
ized to render an intelligent tool job. Whitman & Barnes leadership keeps W & B distributors "out 


i he i trial ” . " ‘ ‘ . 
stevine te Ge ele ane in front" and makes drills and reamers one of their profitable lines. 


INCORPORATE 


WHITMAN & BARNES 





Vanufacturers of Canadian Factory 
TWIST DRILLS - REAMERS + CUTTERS wa 3 CANADIAN DETROIT TWIST DRILL 
END MILLS ‘ COUNTER BORES: ETC. “SS & CO.LTD.,.WALKERVILLE ONTARIO TESTED AND 
: — PROVED 


ees 








NewYork -- DETROIT «-~ Chicago 
MAKERS OF FINE TOOLS FOR 77 YEARS 





ex 








OV 











We RIDE WITH 1931 


MILL SUPPLIES, from its intimate knowledge 
of recent activities of distributors and manufactur- 
ers, firmly believes that the current of business has 
quickened. 


We are not reveling in the idea that there 
will be a sudden return to prosperity. That just 
isn't in the books. But we do know that a country 
as large, as progressive, as resourceful as the 
United States—and with its business leadership— 
is bound to move forward despite temporary set- 
backs—and a forward movement, we believe, is 
now under way. 


We believe that the outlook for the industrial 
distributor in 1931 is particularly encouraging, be- 
cause he is more definitely established today as a 
vital factor in distribution than he has ever been 
before. In addition, every indication is that the 
year 1931 will be characterized by plant modern- 
ization everywhere — with resultant exceptional 
sales opportunities for distributors. 


And we are not alone in our views. Our opti- 
mistic opinion is shared by the manufacturers who 
have placed sales messages in this issue of MILL 
SUPPLIES, the first of 1931. They attest their 
faith in the distributor and his salesmen and their 
confidence in returning prosperity. 








Lf Yor. 
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ag, Fatt fy E have seen in the article beginning on page 10 ) 
: at ¥ Cre ~ & Sy ns \ of this issue how ina diasiotion has v 
ok se ae by) AE 7g A grown in the past two decades from a million is 
a be to a billion dollar industry ; how the number of distribu- T 
Ne setts: 2 tors serving industry has more than doubled; how the n 
ds PY seen capital invested in distributing houses has been multiplied fi 
a AE g te tei many times over ; how the stocks of merchandise carried 
—-—— ‘Tools have been increased tremendously ; how the services ren- n 
 cewrmen dered by distributors have been stepped up to keep pace f 
Ge with advancing times. l 
i ae | Now let us see what part Mitt Supptigs has played n 
S behomibaeaga and is continuing to play in the development of this great 
Sn S00D, S00 Grete atten tenet en industry. Started by Elmer Crawford in January, 1911, ; 
the experiences of 124 distributors, sales- with the backing of many prominent distributors and I 
men, manufacturers and users, appeared. manufacturers, Mitt Suppvies began its service with an a 
active staff of some four men. In those days, a business ( 
magazine was expected to deal with current topics of a 
general nature rather than specific problems concerning I 
the immediate industry which it was serving. Therefore, ; 
in the early days of Mitt Supptiss, subjects were dis- 
cussed which had no connection whatsoever with the 
industrial distributor’s business. 
However, as time went on, the industry grew, its prob- 


lems became more complex, and the editorial job of the 

magazine changed from one of bringing its readers infor- : 
mation on general topics to that of dealing directly with 
problems faced by distributors and their salesmen. And | 
so Mitt Suppties, with the years, grew to be an idea 
exchange, a newspaper, a veritable fountain of infor- 





Two hundred new product items, more mation for industrial distribution. 


than 17 an issue, were brought to the A few statistics as to what the magazine offers its 
attention of readers last year. 


readers today will be interesting. In the year just passed, 








hes. An average of five editorials per month, 
Last year 900 news items and 401 written on subjects of vital interest to 
news pictures appeared in the pages of distributors, appeared in this magazine 
Mill Supplies. in 1930, 
132 MILL SUPPLIES 
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Mitt Suppties published 109 feature articles dealing 
with the vital problems facing every distributor. This 
is an average of a little over 9 features each month. 
These articles were based on the experiences of 124 
members of the industry—distributors, salesmen, manu- 
facturers, users—an average of slightly over 10 a month. 

The last 12 issues contained 900 news items and 401 
news pictures, an average of about 75 and 33 respectively 
for each month. Two hundred new product items—over 
17 per issue—were introduced in 1930; while 445 busi- 
ness tips—37 an issue—were published. 

Biographies of 12 outstanding distributors and 12 
“Sell Him Something More” features dealing with ap- 
proximately 100 products appeared last year. An aver- 
age of five editorials a month, about pertinent problems 
confronting the industry were published. 

Last, but not least, the sales messages of hundreds of 
leading manufacturers of industrial products appeared 
—1276 pages in all, an average of 106% per issue. 

This fund of data, of course, cannot be gathered 
with so small a staff as existed years ago. The staff 
of four which served the magazine in the beginning 
has grown to one of 20. 

Mitt Supp ties is proud of its record of 20 years of 
service to industrial distribution, of the part it has played 
in improving conditions and pointing the way to greater 
profits and increased volume. But the eyes of the pub- 
lishers are looking ahead to the even greater job which 
lies in the future—a job which it is tackling with greater 
vigor than ever, full well realizing its responsibility, but 
confident of its ability to put industrial distribution on 
an even higher plane than it is today. 





Biographies of 12 outstanding indus- 

trial distributors were made available to 

readers of this magazine during the past 
12 months. 


JANUARY, 1931 





The sales messages of hundreds of 
leading manufacturers were carried last 
year—1276 pages in all. 





— Mitre 





Twelve “Sell Him Something More” 
features, dealing with 100 products were 


included in the last 12 issues. 









Each month approximately 37 items, 
concerning new construction in process 


and contemplated, were published. 
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Profits 


T= year 1931 will be an era of profits for the dis- 
tributor who goes out and sells JONES speed re- 
ducers and V-belt sheaves. Your customers need this 
kind of equipment if they are to compete successfully 
for the increased business that will inevitably result 
from the present day trend toward plant moderniza- 
tion. And the distributor handling JONES equipment 
is in an enviable position. He has products that stand 
the severest tests of efficiency and economy and the 
backing of a company that gives every sales co-opera- 
tion and protection to its distributors. Furthermore, 
all JONES products are money makers for the dis- 
tributors. 


Jones Speed Reducers 


Herringbone » Worm » Spur 
Efficient—Economical—Sure Money 
Makers for the Distributor » » » 


HERE is a large and constantly growing market 

for JONES speed reducers. Modern transmission 
engineering demands efficient, long lasting, economical 
drives. That's where JONES reducers fit in perfectly. 
JONES speed reducers are simple in construction, 
compact, sturdy, quiet, oil-tight and efficient. They 
embrace all that the best fnaterials, finest design and 
most exacting workmanship can provide. Inexpensive 
in installation, operated with a minimum of care, 
JONES reducers will make the distributor's selling 
task a light one—and profitable. . . . Carried in 
stock at the factory and at several distribution points. 


Let Us Tell You About Our 
Distributor Policy 


For further information about our product, 
see our catalog exhibit in the 1930-1931 edition 


of the MILL ‘SUPPLIES CATALOG & 
DIRECTORY. 


- W. A. JONES 


FOUNDRY & MACHINE CO. 
4401 Roosevelt Road .. Chicago, Il. 
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1931 with 


ie Ideal Drives 


Aa distributor is a protected distributor. 
JONES provides him with adequate and 
helpful sales information. JONES offers the distrib- 
utor expert engineering service to assist him in han- 
dling inquiries and sales. A special advertising plan 
helps establish JONES distributors in their territories. 


Jones V - Belt 


Sheaves 


Better Power Transmission 
» Greater Sales! 


JONES V-belt sheaves provide better 
V-belt transmission. They are efficient, 
smooth running and economical. 

There is no question as to the popu- 
larity of the V-belt type of drive. It is 
growing daily—so rapidly that the dis- 
tributor handling JONES sheaves has an increasing opportunity for 
large sales and proportionate profits. 

Distributors selling JONES V-belt sheaves are provided with a 
catalog for distribution among customers with their name imprinted 
on it. This is a great aid to your customers in ordering V-belt 
drives from you. 
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A COMPLETE LINE @ FAS$ 


bccn is a big market in industry for the sale of MILWAUKEE Industrial 
Brushes—and a steady, handsome profit for the distributor who goes after this 
business. 


Every industrial plant in every territory needs brushes—some of them for 
hundreds of purposes. There’s a MILWAUKEE brush for every industrial use. 


Milwaukee 
Backs Its Distributors 


HE Milwaukee Brush Manv- 
facturing Company not only 
provides its distributors with a 
complete line of undisputed qual- 
ity. It supports distributors 
with an unqualified guarantee 
ran ; on every one of its products 
rhe Right —and uid them in deter. 
Industrial mining the proper type of 
Brush for brush for any industrial 
Eve ry Pu rpose » use. That’s distributor 
backing for you. 


best bas {haw All eee 














Brushes and Brooms 
Bristle, Fiber and 
Wire. For Main- 
tenance or Production 
use. Hand or Power 


operated. » » » » 
a 

for anything in the 

way of a brush or 

Broom for use in any 

industrial plant 

» » MILWAUKEE 








Make Real Profits in 1931 with the 
Milwaukee Industrial Brush Line. « 


Remember 


Means “Brush Excellence’ 









2. 
i 
4 
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SELLING @ PROFITABLE 


Besides, we are equipped to manufacture any special type of brush your customer 
requires. 


Once secure the entree of our products in your customers’ plants, and repeat 
orders will flow in to you. 


Specialize 
on Milwaukee Brushes 
ILWAUKEE Industrial 


Brushes are ideal for special- 





ization by distributors. In the first 
place, there’s a great market for ee 
them. Secondly, they possess 


the highest quality and are 


A Great 
Sales Help 


» » » » » 


backed by the manufacturer’s 





absolute guarantee. They 


are easy to sell—and each ''Mono-Bilt Wire wheel Brushes 
sale means a profit for the 


distributor. 


» » » » » 





THE MILWAUKEE BRUSH MANUFACTURING 


Write for Catalog 
No. 29 Illustrating 
and Describing our 
line. » » » » » 


» » » It will give 





you some mighty 


“Mono- good Sales Sugges- 
Bilt” tions. 
Center 


Co. 









764 TO 790 SOT STREET 


MILWAUKEE 
WISCONSIN 
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HONOR ROLL 


20 Year 


Advertisers in Mill Supplies 


American Injector Company 


American Pulley Company, 
The 


Appleton Car Mover Co. 


Belmont Packing & Rubber 
Co., The 


Bond Foundry & Machine 
Company 


Borden Company, The 
Bristol Company, The 


Chicago Rawhide Mfg. Co., 
The 


Cincinnati Rubber Manufac- 
turing Co., The 


x * 


Cleveland Twist Drill Com- 
pany, The 


Deming Co., The 
Detroit Lubricator Co. 


Dodge Manufacturing Cor- 
poration 


Donnelley, R. R., & Sons Co. 
Illinois Malleable Iron Co. 
Jenkins Bros. 

Nason Mfg. Co. 


Ohio Valley Pulley Works, 
Inc., The 


.Pyott Foundry Company 


Starrett, L. S., Co., The 
Thermoid Rubber Company 


Toledo Pipe Threading Ma- 
chine Co., The 


Walworth Company 
Whitman & Barnes, Inc. 


Williams, D. T., Valve Co., 
The 


Wood’s, T. B., Sons Com- 
pany 


Yale & Towne Mfg. Co., 
The 


10 to 19 Year 
Advertisers in Mill Supplies 


Advance Car Mover Co. 
Allen Mfg. Co. 

American Saw & Mfg. Co. 
Armstrong Bros. Tool Co. 
Atkins, E. C., & Co. 


Chicago Pulley & Shafting 
Co. 


Clipper Belt Lacer Company 
Cushman Chuck Co., The 


Diamond Rubber Co., Inc., 
The 


Dixon, Joseph, Crucible Co. 
Edgemont Machine Co., The 
Fairbanks Company, The 


Ferry Cap & Set Screw Co., 
The 


Flexible Steel Lacing Co. 


* 


Ford Chain Block Co. 
Goodyear Tire & Rubber Co. 
Goulds Pumps, Inc. 

Graton & Knight Company 
Greenfield Tap & Die Corp. 
Harker Mfg. Co. 

Hettrick Mfg. Co., The 
Hollow Center Packing Co. 
Imperial Brass Mfg. Co. 


Indianapolis Brush & Broom 
Mfg. Co. 


Jones, W. A., Foundry & 
Machine Co. 


Mechanical Rubber Co., The 


Myers, F. E., & Bro. Co., 
The 


National Tube Company 


Osborn Manufacturing Com- 
pany, The 


Parker, Charles, Co., The 
Penberthy Injector Company 


Royersford Foundry & Ma- 
chine Co. 


Schieren, Chas. A., Company 


Simonds Saw & Steel Com- 
pany 
SKF Industries, Inc. 


Standard Electrical 
Co., The 


Standard Pressed Steel Co. 
Templeton, Kenly & Co. 


United States Electrical 
Tool Co., The 


Williams, J. H., & Co. 
Yale & Towne Mfg. Co., The 


Tool 

















| | 
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#@A NEW AND BETTER YEAR 








ih A NEW AND BETTER PULLEY 








; high efficiency of leather 

for transmitting power has always 
been conceded in both Science and 
Industry. By building Atlas Pulleys of 
leather fibre—which we produce in our 
own mill—we have developed an ad- 
vanced type of pulley embodying this 
power efficiency to a remarkable degree. 


Aus Pulleys are constructed of 
layers of leather fibre, which are com- 
pactly compressed by a special process 
of our own design and manufacture, and 
represent an improved type of construc- 
tion especially adapted to electric motor 
service and other drives where speed 


constancy and service durability are es- 
sential. ; 


= symmetrical rims at no sacri- 
fice to strength of pulley structure due 


to metal reinforcing dowels — distinctly 
an Atlas feature. 


All pulleys treated with a_ special 
weather-proofing process, particularly 
adapted to leather products. 





Distributors 
Write for 


Agency Details 















‘LEATHER FIBRE 


‘\ 


CULE 


Well Balanced 











Metal 


Dowels 


Metal 

















Side Plates 








ATLAS LEATHER COMPANY 


CASEYVILLE, ILLINOIS 
Established 1905 
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A tribute to their accuracy 
When users say “OK"— 


They know the standards of industrial require- 
ments are more than satisfied—that our rigid 
inspection of tools and production is carefully 
checked—and their own convincing tests are 
made. 


HOLO-KROME SCREW CORPORATION 
HARTFORD, CONN. 


Sales Offices: 
Detroit, Mich. Evanston, Ill. 
3360 Pasadena Ave. 816 Mulford St. 


New York City—407 Broome St. 






Periodical inspection 
and check on tools 
and production. 






















Cold-drawn Hex- 
holes—accurate— 
uniform in size. 





EVERY SINGLE 
HOLO-KROME SCREW 
INSPECTED BY HAND 
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% DISTRIBUTORS’ 
dais A Policy of DIRECTORY 
5 FOR 1931 


on, Mass. 
Chandler & Farquhar Co. 
Byfeert, Conn, 
unter < Havens 


Brooklyn, 
Kasper & Nicviste Hardware Co. 
Buffalo, N. Y. 


Louis F. Seltenreich 









Chicago, Ill. 
Samuel Harris & Co. 

From the very start the American Swiss Cincinnatl Ohio ay Co. 
File & Tool Co. has given the consumer Cleveland. Ohio a co, 
quality and service. Dayton. Ohio 

“4 ; The ‘Boyer-Campbell C 
= e yer- Dd oO. 
That we have kept to a high standard Chas. A. Strelinger Co. 
ae : Elizabeth, N. J. 
of quality is due to our superior methods, Be scirne Hardware Co. 
artfoi 
quality material and expert craftsmanship. racy, Robinson & Williams Co, 
Long Island City, Y. 
Leng Island Rhstwase Co. 

That we have kept to a high standard "“Ducommun Hardware Co. 

of service is due primarily to the excellent MPhillip. Gross, Hardware & a 
. . D Co 
service offered the consumer by our dis- Newark, N, J. 
Ludlow & Squier 
tributors. Baniater & Pollard 


Oppel, Glanfield & Rowe 
Seither & Ellis 
Squier, Schilling & Skiff 


American Swiss distributors carry a New Haven, Conn, 
complete stock of American Swiss Files New Tesh, Our. ty Co. Bae. 





ee . . . J. & C. Ernst 
of Precision. They make quick deliveries Carter Sutehtian & Pran 
. . an ardware 0, 
and render valuable service which result Pr sri 
e ° New ‘Jersey Eng. & Supply Co, 
in actual savings to the consumer. Paterson, N. J. 
Geo. A. Myera Co. 
oo dwell © 
° ° osep oodwe 0. 
Hence, buy from the nearest distributor. Philadelphia, Pa 
. C, Ulmer, Inc. 
Boneh R. I. 
Z. Berberian Co 
George L. — Co. 
Rochester, N. 
AMERICAN SWISS FILE & TOOL CO. |) “sise.":2. ... 
St. Louis, Mo. 
410-416 TRUMBULL ST. : : ELIZABETH, N. J. St. Louis Machinist Supply Co. 
i Francisco, Calif. 
. W. Marwedel 
Sorinafel, Le my 
W. J. Foss Co. 
Syracuse, N. Y. 
Syracuse Supply Co. 
Toledo, Ohio 
Kirkby Machinery & Supply Co. 


Toronto, Ont., Canada 
The Masco Co., Ltd. 


2,400 different 
sizes, shapes and 
cuts of Ameri- 





can Swiss Files Trevod ik. Blanchard 
of Precision al- Waterbury, 





Conn, 
low file users a Hamilton — Corp. 
eS wide range of Worcester, 
y selection from Duncan & Go Goodell 


Ld bd oll 

4 seco Files Of precision ‘i 
— Mechanics’ Hand Tools Sa es en. 
"! Pd ae A “ 

and Knurls To ac ati a, 


> 
‘ ‘‘Only the Best are Good Enough”’ 
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A Real Reward 


in 1931 


for distributors who sell 


BUCKEYE 


Bronze Bars and Bushings 





Now is the time to select your fast mov- 
ing profitable lines for the coming year 
—BUCKEYE is a fast mover and a 
real profit maker. 


You can offer your customers 
a complete bronze bar service 
—a flexible selection from 154 
sizes in three grades. Send for 


We offer distributors sales co- 
operation on an exclusive ter- 
ritorial arrangement. And 
there are many interesting sell- 


weight chart. ing helps besides. Write us 
today for details. 
Service Finished 
Stock Bushings 
Send for List 542 Stock Sizes 





THE BUCKEYE BRASS & MFG. CO. 


THE HOME OF QUALITY BRONZES SINCE 1900 
6410 HAWTHORNE AVE. CLEVELAND, OHIO 


4( 
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198,248 Times Each Month 
ARMSTRONG Ads Say 





TOO LS ye your 
Supply House 4 




















Affirming a 
40 Year Old Policy 


Every advertisement of ARMSTRONG Tool Holders 
and of ARMSTRONG Tools in periodicals reaching the 
industrial field carries this logotype, “Buy ARMSTRONG 
TOOLS from your Supply House”—-a campaign direct- 
ing business to the Industrial Distributors inaugurated by 
the Armstrong Bros. 'Tool Co. even before the formation 
of the Joint Merchandising Committee of the Mill Supply 
Business. 


In recommending that readers buy ARMSTRONG 
Tools from the Mill Supply Houses, this company is 
carrying out a 40 year policy, a policy as old as the com- 
pany itself. Armstrong Bros. Tool Co. has always sup- 
ported and protected its distributors, has believed that the 
distributors’ interests were common with the company’s 
interests. 

The wisdom of this policy can best be determined by the results 
obtained, and today ARMSTRONG TOOL HOLDERS are used in 
over 96% of the machine shops. To our knowledge, only two others 
can dain such complete coverage of the industrial market; there is no 


better evidence of the competence of industrial distributors to build 
business for manufacturers. 


* ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 
305 N. Francisco Ave., CHICAGO, U. S. A. 
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ARMSTRONG ARMSTRONG BROS. 
Tool Holders “©” Clamps Ratchet Stocks Pipe Cutters 
Lathe Dogs Ratchet Drills Triplex Stocks Chain Vises 


High Speed Steel Bits 

Drop Forged Wrenches 

Chain Pipe Wrenches 
Pipe Wrenches 


Solid Dies and Stocks 
| Dies ond ae 
Hinged Pipe V 
Knife Blade Guiner "Wheels 


Write for Catalog B-27. Shows, describes and prices all ARMSTRONG Tools 


AR 








TRADE MARK REG.IN U.S. PAT. OFFICE 
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Before You Buy 


A Single 


23-A Series With Semi-Steel 
Base 


Made in various types of wheels: 
Plain bearing, Roller bearing, Rub- 
ber Tired, Thread Guard, etc. 
(Patented). 





Caster 


Let’s Go Through 
Your Plant..... 


Manufacturers who carefully watch their materials handling 
costs demand proven value in equipment, Plants are planned to 
adequately meet production needs. Of no less importance— 
materials handling equipment must be bought on a planned basis 
to be really economical. 


Truck casters, seemingly an unimportant part of your produc- 
tion, should be chosen only after careful planning of just what 
each truck must do. That is where Bond, justly proud of the 
way Bond casters are proving superior, fits into your problem. 
Whether you use 5 trucks or 500, let Bond help you decide 
which casters will prove most economical. 


That’s the story every Bond salesman will tell you and what 
he will do for you. Economy in truck casters is purely net profit 
—so let’s go through your plant. 


Our POWER TRANSMISSION 
MACHINERY catalog should be 


part of your equipment files. 
Send for a copy. 


*x* 


Bm Foundry & Machine Co. 


Manheim, Lancaster Co., Pa. 


Phila. Office: 617 Arch St. N. Y. Office: 256 Broadway 
Chicago Office: 39 S. Clinton St. 
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TRADE MARK 


FLEXIBLE SHAFTS 























AND EQUIPMENTS _ 


Type 
The World’s Largest Exclusive Builders nee = 













BACKGROUND of 26 Years—For 26 years we have 

manufactured flexible shafts and equipments. This long 
experience has served to bring our line to the peak of perfec- 
tion. All STRAND flexible shafts are guaranteed both as to 
material and workmanship. Our products will do their jobs in 
a way that will bring joy to the operator's heart. 











A Complete, Profitable Line MLS ig. aeuP@ne.  O 
for Distributors & 


| 











There is a broad market for STRAND Three Speed 
flexible shafts and equipments. Every or Direct Drive 
plant, from the largest industrial to the Machines 
smallest machine Vertical 
shop, can use them or a — aa 
ypes 
oe from 1/8 to 2H.P. 
Capacities 


Direct 
We Build Many Attach- “—" Sar 
ments for These Flexible 
« « Shaft Machines » » 


- 2 
SEND for our CATALOG 


STRAND 


FLEXIBLE SHAFT 
EQUIPMENTS 


For Rapidity and Accuracy 











Type 
MP5—!/,-H.P. 


3] 
Type M7-A—1'/2-H.P. 


in Grinding, Polishing, Buffing, 














VERTICAL OR ; i 
HORIZONTAL Scratch Brushing, Rotary Filing, 
_— Sanding, Drilling, Tire Buffing, 
egg engl Reaming, Nut Setting, Screw 
Ya. Yan Yar Vo are a 
: ¥%41,1Yy,2 HP. Driving, Filler Rubbing and many 
KEEP TO THE FRONT other operations. 
SELL HIGH GRADE MACHINES... . . 
YOU PROFIT MOST Our Wire Core Shafts Wound 
....» AND SERVE THE BEST in Our Own Plant 








N. A. STRAND AND COMPANY 


MAIN OFFICE AND FACTORY: 5001-9 N. LINCOLN ST., » »* »* »* CHICAGO »* 


Agencies in all the principal cities in the United States and many Foreign Countries 
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Lffictent 


CAR MOVERS 


offer means for 


SALES APPROACH 


Weather, sports, and other 
trite, old time entrees give 
way to direct-to-the-point 


opening talk. 


ANY salesmen have long since 
discovered that the quickest 
and most effective way to 
orders is to greet buyers with 

opening remarks which tend to imme- 
diately put the conversation into chan- 
nels of business. Not only does such 
an approach lead more readily to or- 
ders but it eliminates the tremendous 
waste of time that is involved in dis- 
cussions concerning the depth of the 
snow, the probable winner of the Big 
Ten basket title, and other topics of 
like bearing on orders and profits. 


While car movers are often thought 
of as only minor units of sale, it is 
actually surprising to learn how ad- 
mirably they present themselves as the 
subject of positive sales approach. 
Practically every factory, mill, ele- 
vator, mine, railroad, etc., has con- 
stant use for a mover. Every side 
track is a key to a prospect. 




















positive 


What more direct and con- 
venient approach can be had 
than of a reference to car load- 
ings and unloadings? Isn’t han- 
dling equipment the next logical 
thought, and an easy one to in- 
troduce? Car movers are a 
necessity when railroad cars are 
a factor in materials handling. 


It is of genuine importance, of 
course, to be able to talk about a 
car mover that presents tangible 
features of efficiency and superi- 
ority such as those found in the 
Atlas, manufactured by the Ap- 
pleton Car Movér Company. This 
mover has held a unique leader- 
ship in performance for over 
twenty years and is still out- 
standing in its field. 

Combining an ingenious application of com- 
pound leverage with sound mechanical design, 
the Atlas exerts unbelievable power with a 
minimum of strain on any part. Tests have 
repeatedly proved that the Atlas will move 
tremendous loads with less man-power than 


other movers, and that it is built to withstand 
heavy duty. 


Distributors are invited to acquaint 
themselves with the results of compara- 
tive tests as well as with other factors 
concerning the Atlas. Write for de- 
tails to the Appleton Car Mover 
Company, Appleton, Wisconsin. 
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Socket Set Screws atu 















CHICAGO “SAFETY PLUS” Socket Set Screw 
will give your customers long and continuous 
service. Made of the finest alloy steel, carefully 
heat treated, and rigidly inspected, they pro- 
vide maximum strength and durability. Your 
customers can fully depend on CHICAGO 
“SAFETY PLUS” Socket Set Screws for the most 
important machine and factory uses. They are 
carried in stock in all listed sizes, ready for im- 
mediate shipment. 





A CONSISTENT SELLER 
FOR THE DISTRIBUTOR 


Here is a Quality Product that will bring the dis- 
tributor repeat orders and reward him generously for 
his efforts. CHICAGO “SAFETY PLUS” Socket 
Set Screws are an ideal line for you to carry and 
distribute in 1931. 


The distributor is assured of full co-operation. 


“Chicago Safety Plus’- A GOOD LINE FOR 1931 


The CHICAGO SCREW Co. 


1026 SOUTH HOMAN AVENUE CHICAGO, ILLINOIS 


“Buy It From Your Distributor’ 
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F. W. KNOTT 
President Detroit Belt Lacer Co. 


O doubt when you started in busi- 
N ness you found the necessity of 

getting volume and to do this 
you concentrated vigorously on a few 
lines which you had selected. As a 
consequence of doing a good job on these 
few lines, you attracted other lines. You 
still did a good job at selling and at- 
tracted still more lines until it became 
impossible to sell any one of them as a 
result you developed, unwillingly, into 
somewhat of a warehouse institution 
rather than a sales organization. 


We, like other manufacturers, must 
have our goods sold. If the mill supply 
dealer cannot get us the volume we think 
we should have, we are practically forced 
to go out and sell our own goods to get 
volume. 


It is not my intention, nor have I the 
temerity to tell the mill supply dealer 
how to conduct his business. I only hope 
from the manufacturer’s viewpoint that 
I may be able to say something that will 
suggest the possibility, in a measure at 
least, of getting back to first principles 
and actually selling the goods. 


eAn Open Letter 


TO MILL SUPPLY 
DISTRIBUTORS 


by 
F.. W. Knott 


There has been a great deal written 
recently about “selective selling”. I take 
it that they do not mean selective order- 
taking, but rather selling the lines which 
they have selected and lines which will 
show them a fair margin of profit. In 
this connection there may be a possi- 
bility of so departmentizing the mill sup- 
ply business as to make it possible for a 
salesman to know the lines which he is 
selling. 


I solicit correspondence from mill sup- 
ply dealers who see any possibility of a 
change in this direction. I would wel- 
come an opportunity to meet distributors 
and discuss this very question. Or, inas- 
much as we hope to derive some benefit 
from our advertising in this medium, it 
might be well, and certainly would be of 
interest to us all, if this vital question 
could be discussed frankly in the pages 
of this publication. 


(Signed) 
F. W. KNOTT, 
President 


Detroit Belt Lacer Company, 
Detroit, Michigan. 
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SQUIER, SCHILLING & SKIFT 
HARDWARE AND MILL SUPPLIES 
419 PLANE STREET 
Newarn N. J 


National Machine Tool Cocpany, 
153% Clark Street, 
Racine, Wieconsin. 


Aisention Mr. A, Hansen: 





Dear Sir: 


We are enclosing herewith 
our order No. I-3240 calling for 5 - #3 and 7 ~- #4 
Handnibde Complete, amd will appreciate it if you #ill 
apply the one sent on memo against this order. We 
are returning your memo invoice. 


Our men have had this tool 
out 3-1/2 days, and have sold five outright and two 
on trial - a total of seven tools. 





Although business conditions 
in Newark are below normal, and it is difficult t sell 
new equipment it appeare though that the arewent put 
forth in the second paragraph of your letter of the 

17th te sound and we feel that we can probably sell 
between thirty and fifty Handnibs during the next tw 

or three wonthe. 


Pending further sales and 
territory arrangements We can assure you that we #i 
give you the utmost sales representation in ist 
ritory which is covered by four outside men. 


You, too, 


Will Find It Profitable 


Yours very truly, 


SQUIER, SCHILLING & SKIFF. 


ee loan a 
The accompanying letter speaks for itself. Here is 


a leading industrial distributor who only recently 
took on the HANDNIB and who almost immedi- 
ately attained marked success in selling it. Five 
HANDNIBS sold outright and two on trial—with 
only 31/, days effort! Think of it! Not only that, 
but bright prospects for many future sales. 


Yet what Squier, Schilling & Skiff has done, many 
another progressive distributor can do. Here is a 
tool that is a tool—a tool that does its work effi- 
ciently and economically—and faster than it takes to 
tell about it. Your customers need it, and you can 
sell it to them. (It will almost sell itself.) And 
every sale of a HANDNIB means an honest-to- 
goodness profit for you. 


40 minutes or of 4 


= 
Three Operations with One Tool! 


The three operations feature of the HANDNIB makes it a remark- 











THE HANDNIB 
now a Drill Rod Cutter 

a Nibbler 

and a Shear.... 








4 minutes 








able time and labor saver. This tool will cut drill rod or any 
round stock of 3/16”, 44”, 5/16”, 36” and 34” diameter. It will 
nibble sheet metal up to 3/16” into any shape, inside or outside. 
It will shear flat stock up to 3/16”. The HANDNIB is sturdy, 
compact and portable. It is placed in a vise or on a bench for 
use. The simplicity and handiness of the tool make it readily 
salable for distributors. 


& 
We Protect our Distributors —Write for Terms and Further Details 


The National Machine Tool Co. 


RACINE, WISCONSIN 


For more complete Data on the various 
models of THE HANDNIB, see our 
page (Page 115) in the 1930 MILL 
SUPPLIES CATALOG & DIRECTORY 
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QUICK-AS-WINK 
OUPLING 





SPEEDS UP SALES —-TOO 


SAFE 
EASY TO WORK 


































mc RY 5s 


1000 
SERIES 


me 
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2000 2100 


H venvwrere they use air under pressure they 


buy Quick-As-Wink Valves and Valve Couplings on 
sight. 

Quick-As-Wink Coupling is the first and only quick- 
acting coupling which also coatrols the air. 


Anywhere on the air line — from pipe to hose — or 
from hose to tool—the operator can “turn on" the 
air right at the coupling—and tool or hose cannot be 
disconnected as long as air is on. When he shuts off 
the air at the coupling, all pressure beyond that 
coupling is automatically bled. 


All essential parts of stainless steel—for long service 
and freedom from theft. A full range of airline sizes 
also in the Quick-As-Wink Valves—(without swivel 
_—— coupling) for use on air operated ma- 
chines. 


Complete details—sizes—types of adapters and list 
prices are given on price book pages and envelope 
enclosures which are available for your use. 


Send for samples and discounts which show supply 
houses an unusual margin of profit. 











SERIES SERIES 












uick-As-Wink 


CUSHION ABRASIVE WHEEL 





; of this wheel are so apparent it is being adopted rap- 
idly for all buffing and polishing jobs. 


It makes high speed buffing and polishing safer, does better work and 
reduces costs as much as 50%. 

The extra investment and continuous nuisance of refacing rag buffs are 
overcome by curing a thick rubber cushion onto a steel or Lynite drum 
by a special process. No amount of heat or speed can cause any part to 
loosen, break or “blow up". 

They can be run at definite speeds, because they are always round, of 
unchanging diameter and accurately balanced. 

You can sell hundreds of Quick-As-Wink Cushion Abrasive Wheels to 
metal and wood-working industries in your locality—and they show you 
an unusual margin of profit. 


Send for price book pages giving complete range of sizes, speeds and 
prices. 


Cc. B. Hunt & SON 


645 McKinley Avenue - SALEM, OHIO 


Abrasive bands of 
any ‘‘grit’’ may be 
used — change be- 
ing made in 30 se- 
conds without re- 
moving wheel from 
spindle. 


Made in 3, 4, 6, 8, 
10, 12, 14, 16 and 
18 inch sizes—wheels 
and drums — special 
sizes to order. 
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“BOSS 


_..... COUPLINGS 


si, * * 




























+-%4 
a 


Better Hose Connections 
for your Customers » 


» And Satisfactory profits 


Performance 
for yourself 


“FyOss” Couplings are 

the last word in hose 
connections. All parts 
are cadmium plated at no 
increase in price. This at- 
tractive rust-proof finish has 
improved the appearance 
and lessened sales resistance. 





—— 
Strength 


“BOSS” offers the utmost in performance and is famous for its 

durability. You are giving your customers real service when —s 

you attach “BOSS” Couplings to steam, air or water hose, Du rab ility 
« 


whether for high or low pressure. 


OUR GUARANTEE 
“BOSS” 


WILL HOLD THE LINE 


N O matter whether you sell to 
i industrial plants, contractors 
or mines, or for any unusual con- 


dition, you have our unqualified — couplings, noted 
guarantee that the “BOSS” will or their stability, that sell 


“hold the line” and do all that is Stabilit y readily to all hose users. 
expected. That kind of backing ae y Repeat orders and good 
from the manufacturer gives the profits. Write to us for 
distributor real confidence in the product he sells. prices and other details. 


We Sell Only 
Through 
Distributors » 


It is Dixon’s established 
policy to sell only to dis- 
tributors and in so doing 
provides them with de- 





DIXON VALVE & COUPLING CO. 
PHILADELPHIA, PA. 








Manufacturers of Couplings 
for Distributors 


DEXON 





“BOSS” FEMALE COUPLING 


“BOSS” I. P. T. MALE 
WITH I. P. T. SPUD 


COUPLING 
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EASY ONE HAND 
OPERATION 


A TIME SAVING 
MICROMETER 










SPEEDER — For running 
screw rapidly back and forth. 









RATCHET — Convenient 
location on thimble — easily 
operated with thumb 
and forefinger. 






ONE OF MANY 
FINE PRECISION TOOLS 


The Goodell-Pratt No. 2R 
Micrometer is a typical ex- 
ample of the care exercised 
in designing and making all 
Goodell-Pratt fine precision 
tools. We will be glad to 
send any machinist interest- 
ing literature on Goodell- 
Pratt Calipers, Dividers, 
Feeler Gauges, and Depth 
Gauges. 































Depth Gauges, Electric Drills, 
Lathes, Levels, Squares, Straight 
Edges. 






a”. 















Try This Demonstration 


On Your Customers 


Many mill supply houses are equipping 
their salesmen with a Goodell-Pratt No. 
2R Micrometer and instructing them to 
use the demonstration shown in the 
above photograph when calling on their 
trade. It shows the buyer instantly an 
outstanding advantage — the ratchet 
can be turned by the thumb and fore- 
finger of the same hand that is holding 
the "mike", leaving the other hand free 
to hold the work being calibrated. 


Oftentimes this simple demonstration of 
the operating efficiency of Goodell-Pratt 
precision tools is the ‘entering wedge’ 
tor a sizeable order. If you are not ac- 
quainted with the line of Goodell-Pratt, 
we will be glad to send a copy of our 
new 416 page catalog on request. 
Please use your firm letterhead. 








Hack Sow Blades, Feeler Covees, (MOQ OO) 0) 33 & Sets, Repair Kits, Valve’ Lifter 
PRATT 


Carbon Scrapers Glass Cutters, Bit 
Braces, Mitre Boxes, Nail Sets, 
Punches. 


GOODELL-PRATT COMPANY 
NEW YORK GREENFIELD, MASS. a 


107 LAFAYETTE ST 


Member of the American Supply & Machinery Manufacturers Association 


58 NORT 
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Tool 
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, Bit 
Sets, 
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LINEAR 
DISTRIBUTOR POLICY WITH A PUNCH 











» » » Behind the product and the man 











HE industrial distributor of today requires more than good sales- 
men and good products—he needs to represent manufacturers 
who recognize the distributor heartily and support him. LINEAR 
not only provides the distributor with outstanding quality 
packings. It sincerely accepts him as a necessary factor in 
distribution, helps him in his sales activities and accords 
him substantial protection. Among other things, 
LINEAR permits its distributors to use their own 
brand names on LINEAR products. 









YOUR Brand Name Has 
Added Pulling Power 


HEN it’s on a quality line 
like LINEAR. Sales 
belong to you that way, 
and you can make the 
kind of profits that en- 
courage concentrated 
effort. 


Square Braided Flax— 
All Grades 





High Pressure Asbestos 
Rubber Back Steam Packing 





A Complete Quality Line Worth 


Specialization in 1931 Folded Wire Inserted 


Asbestos Gaskets 
HERE are LINEAR standard packings for all con- 


ditions of steam, water, air, gasoline, oil, am- ISTRIBUTORS: Send 


us your orders and in- 


monia and acids; for all types and sizes of machinery. gid vil nl we 


Special packings can be made from your sample 
or specification. All packings can be packed, a 

labeled and shipped under your brand name LINEAR 

if desired. Delivery on standard types f ° ‘Packing 

within 24 hours. Here’s the kind of a dnear. & Rubber Co, Ine. 
PISTON AND SHEET PACKINGS 


STATE ROAD AND LEVICK STREET 
Puitapevpuia 


line on which to specialize—with profit 
—in 1931. 


a 
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What We Have Accompili hed in 
35 Years » » » 








Established MONARCH BALL as standard 
1. bearing metal in thousands of mills, fac- 
tories and shops in all lines of industry. 


Sold exclusively through Mill Supply and 
, Hardware Distributors, but through one 
only in every territory. 


9. Maintained uniform quality at all times. 


4 Fulfilled our contracts with Distributors to 
= the letter. 


What about your 1931 babbitt business? 
Are you interested in an A-1 metal with 
100% sales cooperation ? 




















Ask us to send further details 





MONARCH BALL METAL 


mars “The Steel Process Babbitt” 


MONARCH BALL is cast in a steel 
mold. In the center of each ingot is 








Flows as free as water. Produces a 





placed a deoxydizing flux, which ex- 
cludes the air and prevents the alloy 
from separating while in a molten 
state. This insures pouring a bearing 
of uniformity through and through, 
free from hard spots and blow holes. 


perfect and solid bearing of great 
strength and long-life, with a grain 
the texture of steel and a surface as 
smooth as glass)s MONARCH BALL 
is fully guaranteed for high speed and 
most severe service. 


To aid Distributors and to prevent the consumer attempting to purchase from us, every box is stenciled 
with the Distributor’s name (not ours). Thus MONARCH BALL METAL becomes their private brand, 
and being made by us, it is always uniform and dependable. 


MONARCH BALL ingots weigh I!/ and 3!/, Ibs. each. 
Packed in 30, 56 or 112-lb. boxes. 


MONARCH MAETAL COMPANY 


ESTABLISHED 1895 











119 So. Lincoln St. 





Chicago, Ill. 
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Greater Hack 
Saw Profits J 


Famous saws . . . backed by a sales 
NaNO . plan that assures you steadily increas- 
S Shs . ing Hack Saw business from your own 
—e customers and prospective customers. 
ON Eager to drive in greater Hack Saw 


BEERS : profits—these rangy Wolves of Lenox 
S SSS are attractively packaged in plaid. 
SS ae yP § P 


REARS oe 
SS PRS : 
SSS. aR ENOX—the Hack Saw blades nationally known 
SSS SS for their high speed and long life—are bringing 

Sa RRR S aieaes ey the advantages and economies of increased produc- 
_—.< S SSSssps tion to shops throughout the country—are ready 
SENNA . to bring them to you. Their popularity has swept 

RRR RRS the country as the name of that famous wolf pack 

FS OS OS Oy docks dy dd cdnedad swept thru the hills of old Scotland. 
RRR Each blade uniform in quality and workmanship— 

S Dcdbcdbcdhcdhbcab hhh attractively packaged in plaid—well advertised— 
DRI priced to build up for mill supply dealers a swiftly 
SRI moving, profitable account. Let us tell you of a 

RRR RRR sales plan to introduce these blades and build 
RMA ABA steadily growing sales for you. 
RRR es 
NII Send today for 
» a UThe Story of 
SRR the Wolves of 
SS kkk Lenox. 
SERB 
SRR 


Bey “The Jools in lhe Plaid Bow” 


VERE 


Sec * AMERICAN SAW & Mrec. COMPANY 
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we SS Springfield, Mass. 
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Cutting Overhead 


Curtis  I-Beam Trolleys 


q 
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CurtisIndustrial Compressor — 31050 
H.P. Capacity up to 250 cu. feet per minute. 
Water cooled. Curtis controlled splash lubrica- 
ting system assures low- 
est oil consumption with 
certainty of safe lubrica- 
tion. Design of valves, 
bearings, piston and con- 
necting rods has beenim- 
proved to permit higher 
speeds. Unloader regu- 
lates air pressure. By- 
pass valve permits easy 
starting with no load. 





Curtis I-Beam 
foot span 4 to 10-ton 


———- ——— 


HE time saving, labor saving and space saving advan- 
tages of over-head trolleys and cranes in material hand- 
ling are self evident for any size plant. 


The saving of space (often making additional buildings 
unnecessary) means the high piling of goods possible under 
over-head trolley tracks system. A minimum aisle space is 
required. All floor wear is eliminated and trolley tracks 
are always safe, unobstructed, clean and in condition for use. 


One man with a Curtis I-Beam Trolley on a single I- 
Beam track can handle loads all day long that 40 men could 
hardly carry 100 yards or which would require 15 men to 
handle over good floors with trucks. 


The I-Beam trackway is the most practical of all trolley 
tracks procurable, as the I-Beam is so strong in itself that it 
needs no supplementary support between far-separated 
suspension points, making it cheap to erect and easy to keep 
level and distributing safely the load over the whole roof 
structure. Trackway can be spliced or curved. The sur- 
faces are wide and heavy and do not wear the trolley 
wheels like the narrow faced bar track, nor collect dirt or 
wear through like the thin U tracks. 


Curtis I-Beam Trolleys run easiest under test, be- 
cause they have large inclined wheels free from the tread 
friction common to conical treads; flexible roller bearings, 
load-equalizing side frames and proper shaped wheel flanges 
for easily rounding curves. Because of self-oiling bearings, 
they require minimum attention. 


Adjustable-Spread Frames permit a stock trolley 
to be used on many size beams and insure even distribution 
of load on all four wheels and quick mounting of trolley 
on or off any point of track beam. 

Curtis Trolleys are safe because side frames are made 
of certified malleable iron or steel with a large factor of 
safety. All parts securely locked. 

Curtis Roller Bearing Trolleys need but half the 
pull of trolleys not having roller bearings. Roller bearings 
are the flexible, anti-friction automobile type, not the com- 
mon, cheap solid roller bearings ordinarily used. 

Neon - Geared Trolleys for use when one man can 
push the required load, and geared trolleys when required 


CURTIS INDUSTRIAL EQUIPMENT 


Crane for 10 to 40 Curtis Paint Spray Compressor — 
capacity. Very light and sizes 4 to $ H. P. Single or two stage. Auto- 


strong, pressed steel construction. Roller bearing, matic control. Recommended by leading manu- 
easily handled. Requires no special operator, facturers of spray guns because Curtis Centro- 


successfully operated 
by any workman, 
especially with Curtis 
Air Hoists. Curtis 
i-Beam Trolley 
has large wheels, roller 
bearings, self-equaliz- 
ing frame and other 
features to make it un- 
usually easy running. 


ring lubrication prevents 
clogging of filters, minimizes 
chance of lubricating oil get- 
ting into air lines to ruin 
the paint job. Safety and 
efficiency have made 
Curtis the standard 
compressor in auto- 
mobile, airplane and ¢ 
other industries. 
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ie 
costs-w 
and Cranes 


load necessitates their use or 
where the load is to be accurately 
moved through short distances. 


For Any Type Hoist — 
Curtis I-Beam Trolleys will carry | 
air hoists, chain hoists and elec- 
tric hoists and can be furnished 
with current carrying devices for 
supplying power to the hoist. 


Curtis Single I - Beam 
Cranes are built up to 20,000 
pounds capacity and span up to 
40 feet,and with or without rack- 
ing device for moving either 
bridge or trolley. Large diameter —— 
roller bearing wheels. 








All parts designed with a fac- 
tor of safety of five, not only in- 
suring safety but long life under 
heavy duty, resulting in econ- 
omy, as there is practically no 
expense for upkeep. 


Curtis Pressed Steel Crane Truck 
{Patented} results in a light truck with proper 
strength to insure full factor of safety. Far superior 
to cast iron or cast steel whose dead weight cuts 
down your live load. 


Curtis Double-Beam Traveling Bridge 
Cranes with trolley on top have same character- 
istics as Curtis single I-Beam Cranes except that 
they are made so every bit of head room is utilized 
as hoist can go up between the bridge beams; built 
up to 20,000 pounds capacity and spans up to 40 
feet. 14 total types, jib or bridge, in all sizes for use 
with either air, electric or chain hoists. 








Let us quote you on your specifications. 


CURIIS 


pooceeenemnnnme CH SOULS 


Curtis Pneumatic Mchy. Co., 
1928 Kienlen Ave., St. Louis—5518-¥V Hudson Term., N. Y. 
Please send catalog and information about({State product you are interested in} 
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hy 
is Copper 


Equipment Essential to Most Industries? 


Because heat, like electricity, is useful only when put to 
work, and heat is transmitted most efficiently through 
copper. 

Copper coils, bends, expansion joints and special pipe and 
sheet work are in continual demand. Power and public 
utility plants, paper mills, and sugar mills, chemical plants, 
steel mills, food manufacturers, the paint and varnish and 
dozens of other industries buy special copper work. 

As industrial distributors you are in touch with all these 
users and we invite your cooperation during 1931 in se- 
curing this profitable business. Our 47 years’ experience 
as coppersmiths and engineers are at your service. 


Write us for further details. 


ARTHUR HARRIS & CO. 
Coppersmiths Since 1884 
210-218 N. Curtis St., Chicago, IIl. 


Also Fabricators of Equipment of Brass, Aluminum, Monel, 
Pure Nickel, Stainless Steel, etc. 


























1931 























ightnin Fast, 
bey ot on 4 OL oF 


BRQW Nil 
PAPERSXPULLE 


READY TO SHIP 


The Ohio Valley Pulley Works, Inc. 


DIVISION GENERAL FIBRE PRODUCTS, Inc. 
x * Maysviile, Ky. 








158 MILL SUPPLIES 





The Evolution of Industrial 
Buying 
(Continued from page 13) 


enable distributors to analyze the 
| needs of their customers, are provid- 
ing the first basis for market deter- 
mination. The continued cooperation 
of manufacturers with distributors 
in this important task will provide the 
economically sound result of planned 
profits for distributors and planned 








Permanent sales volume for cnmiiniaies. | 


Business 


Your men need sell Vincent's but once. | 
The satisfaction they give keeps them sold. | 
And the price is right — with a good 
profit for you. | 

Conveniently packaged. 
We believe in the mill supply distribu- 
tor and sell only through him. 


method as applied to individual prod- 
ucts, is the next logical step in the 
development of industrial marketing. 


| Dienst Boosts American 

| Products 

| The A. P. Dienst Company, New 
York, believes that business would be 
better if distributors insisted on sell- 
ing only American products. There- 


Write for our proposition. 


The Vincent Steel Process Co., 
2434 Bellevue Ave. 
Detroit, Mich. 


SWincentz, 
Lito BIT, 
ih 


il 
ARM AND H AMMER | Arkansas “in an Men 


“ ” — Married on Same Day 
Wrot Iron Anvils | L. T. Rucks, general manager, and 
CRUCIBLE STEEL FACE 


We 





ev. H. Goodrich, secretary-treas- 
urer, Arkansas Mill Supply Company, 


same day, (Continued on Page 166) 





= 
% | American industries running. 
| I | sell the product of American Manu- 
| facturers only.” 


nto out the details of this | 


| fore, on all correspondence it uses | 
the following rubber stamp: “Keep | 








What Distributors 
Should Know About 





On the market for over thirty years. 

Used throughout the mechanical 
world, in the bearings of every 
class of machinery. 

Made from highly refined metals, 
amalgamated under our special 
process. 

Lead base, toughened with tin and 
hardened with copper. 

Has a low coefficient of friction. 

Unexcelled for general railroad and 
machine shop use, and almost uni- 
versal in its application. 

Stands high speeds and severe service. 

Carries our guarantee of satisfaction. 


Write for Distributors’ Samples 
and Terms : 


Metal Company 


1458-60 Collins St., St. Louis, Mo. 

















THEIR 
EXTREME 


SIMPLICITY 


Pine Bluff, Arkansas, picked out the MAKES THEM EASY TO SELL 


- 





Class B. 1 to 20 Ibs. 


hem |: 


=a 


| Class C. 20 to 70 Ibs. 
| Sidelug. 40 to 150 Ibs. 


Sold Through 


Distributors 


Prompt Shipments 
Made from Stock 





Distributors and their salesmen will find 
Nason Time Tested Traps and other spe- 
| cialties increasingly profitable to handle. y 
| Write us for catalogs and other sales helps / 
| we are prepared to offer. 


NASON MFG. CO. 


71 FULTON ST., NEW YORK CITY 


NASON | 1 












COLUMBUS ANVIL AND 
FORGING CO. | 


Main Office and Plant 
115-129 FRANKFORT STREET 





COLUMBUS :: CBO TIME-TESTED SINCE 1841 4 
. James H. Browning, vice-president of 

General Forgings Topping Brothers. Mr. Browning has STEAM TRAPS ' 

of Wrought Iron and Steel been in the mill supply business 22 KEEP UPKEEP DOWN Y, 
years, starting, like most executives, as 

PO GELORE SY BOFS HO SHESOSOTOOOE a clerk and office boy. > 
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699 OOHHHHHHHHHHHHHHHHHHHHHHS 
A NEW UNIQUE 
PROGRAM for 19331 





































Durine the coming year we 
will offer in this magazine 
aMarketing Program for Mill 
Supply Distributors and their 
salesmen, that will point out 
NEW SALES POSSIBILITIES, show 
WHERE and HOW to sell 
Mechanical Rubber Goods, 
and help every man who stud- 
ies and uses it to 


INCREASE Sales and Profits 


Nothing like this has ever be- 
fore been offered to the Mill 
Supply Trade. 

A Definite, Detailed, 
Workable Plan 


Look for it next month 



























THE « 


DIAMOND _ eee - £ cemeteries - INC. 
AKRON + > - >» OHIO 
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BUSINESS TIPS 


ARKADELPHIA, ARK.—Board 
of Education plans to install manual 
training equipment in new 2-story 
senior high school, to cost $100,000. 
Petter and McAninch, Pyramid Life 
Building, Little Rock, Ark., are 
architects. 

* * * 


BALTIMORE, MD.—Public Im- 
provement Commission, City Hall, 
plans to install manual training 
equipment in new two-story and 
basement Northeast junior high 
school to cost $500,000, for which 
bids have been asked. Architect is 
William W. Emmart, Union Trust 
Bldg. H. J. Leimbach is supervising 
engineer for commission. 

x * O* 

BUFFALO, N. Y.—New York 
Central Railroad Co., Central Ter- 
minal, is planning new market ter- 
minal at Chicago, Perry and Scott 
Streets, to cost about $1,200,000 with 


equipment. 
x * * 


CAMDEN, N. J.—New Jersey 
Port Commission has plans for a 
two-story storage, distributing and 
terminal building, 160 x 300 ft. Con- 
veying and other handling equipment 
will be installed. Project will cost 
$500,000. Charles W. Staniford, 50 
Church Street, New York, is engi- 
necr, 

x * x 


CHELSEA, MICH.—Chelsea 
Foundry and Mfg. Co. has been 
organized with capital of $50,000 by 
John A. Merrill and associates, and 
local foundry will be operated for 
manufacture of gray iron, steel and 
other metal castings. Francis J. 
Baldecker, Dearborn, Mich., is also 
interested in the new company. 

* * * 

CINCINNATI, O.—Heekin Can 
Co., 435 New St., has let general con- 
tract to Ferro Concrete Construction 
Co., Third and Elm Sts., for 4-story 
and basement addition, 127 x 161 ft., 
including improvements in present 
factory, to cost over $150,000 with 
equipment. Plant and business of 
Pacific Can Co. has been bought by 
the Heekin organization and will 
consolidate. New subsidiary will be 
formed under the name of the Hee- 
kin Pacific Can Co., to take over and 
expand property. 


New Factories and Additions, 
Under Way or Contemplated, 
Which Carry Sales Possibilities 
for the Distributor of Industrial 
Supplies and Equipment. 








COLUMBIA, MISS.— McDor- 
gan-Phillips Packing Corp., Mobile, 
Ala., will build one-story food prod- 
ucts canning plant, 85x 250 it., to 
cost about $85,000 with machinery. 
General contract has been awarded 
to Dye and Mullings, Columbia. In- 
cluded in the project will be a one- 
story machine shop and boiler house. 
A. J. Kressler, Mobile, is the com- 
pany engineer. 

* * * 


DALLAS, TEX.—In connection 
with extensions and improvements in 
water system, Preston Road Fresh 
Water District plans installation of 
elevated steel tank and tower and 
other mechanical equipment. Koch 
and Fowler, Central Bank Bldg., 
Dallas, are consulting engineers. 

x * x 


DES MOINES, IA.—lowa Light 
and Power Co. and affiliated organ- 
izations, Des Moines Electric Co. and 
Des Moines Gas Co., are arranging 
for expansion and improvements in 
1931 to include extensions in power 
plants and transmission lines, and 
also pipe lines for gas distribution. 
Project will cost $750,000. A fund 
of $150,000 will be used for addi- 
tions in transmission system in rural 
districts, 


* oe x 
ELIZABETH, N. J.—Fischer and 

_Dackerman, 1153 Chestnut St., 

maker of automobile bodies, will 


build one-story addition, including 
improvements in present plant, to 
cost close to $30,000. General con- 
tract has been awarded ‘to Wilhelm 
Construction Co., 119 Division St. 
William L. Finne, 1201 E. Grand 
St., is architect. 
ok a * 


ELLWOOD CITY, PA.—Dravo 
Contracting Co., Neville Island, 
Pittsburgh, is planning to establish a 
new stone quarry, with installation 
of quarrying and crushing machin- 
ery, conveying and other equipment, 
to cost over $50,000. 


FRANKLIN, IND.—Franklin 
Mfg. Co. has been bought by E. 
Vernon Knight, New Albany, Ind., 
chairman of board, United Plywood 
Corp., and will be remodeled for 
early production. 

Ss 2. 

FRUITVALE, CAL—Oliver 
United Filters Co., Fourth and 
Madison Sts., Oakland, will ask bids 
on general contract for new plant to 
cost over $400,000 with equipment. 
Architects are Reed and Corlett, 
Oakland Bank of Savings Bldg., 
Oakland. 

a 

GREEN BAY, WIS.—Four mill 
additions will be built during 1931 
by Northern Paper Mills, Inc., Day 
St., at a cost of about $250,000. The 
first of the new group will be a 
chemical laboratory and office build- 
ing. Chief plant engineer is H. W. 


Gochnauer. 
x * x 


INDIANAPOLIS, IND.—Board 
of State Institutions has approved 
plans for a new power house at 
School for Feeble-Minded, Butler- 
ville, to cost about $50,000 with 
equipment. Engineer is O. B. Little, 
307 N. Illinois St., Indianapolis. 

=? 

ISHPEMING, MICH.—Cohodas 
Brothers is erecting one-story and 
basement cold storage and refriger- 
ating plant, 27x176 feet. It will cost 
about $80,000 with machinery. Con- 
tract was let recently to Carl Erick- 
son, Ishpeming. 

“a2 

KEWAUNEE, WIS.—Frank 
Hamacheck Machine Co. has plans 
for an extension to its machine shop 
and for a new foundry unit, both 
to be erected early in the spring. 
Frank Hamacheck, Jr., is president 
and general manager. 

= 2 

LEWISBURG, PA.—Treasury 
Department, Washington, has asked 
bids for new Federal penitentiary to 
include factory unit, 62x202 ft., auto- 
mobile service and garage building, 
26x125 ft., storage and distributing 


building, 43x129 ft., and other 
mechanical units, to cost $3,000,000. 
* * * 


MERCER, KY.—Pacific Coal Co. 
is planning to rebuild its motor- 


nw fm © © 838 FeSO re eo 
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generator plant and mechanical fan | 
house which was recently destroyed 
by fire, with loss of about $25,000. 


x * x 


MINNEAPOLIS, MINN.— 
Northwest Automatic Products Co., | 
138 Holden St., has plans for a one- | 
story factory on Fourth St. It will | 
be 85x88 ft., and will cost over 
$40,000 with equipment. Architect 
is Martin G. Lindquist, Security 
Bldg. 


* * * 


NEW YORK, N. Y.—Plans have | 
been filed by the Consolidated Tele- 
phone and Electric Subway Co., foot | 
of 140th St., and Harlem River, for 
one-story mechanical shop, 32 x 108 | 
ft., to cost about $25,000 with equip- | 
ment. | 
2 « | 

NIANTIC, CONN.—A. J. Lun- 
dem has purchased property, 75x100 
ft. for a boat-building and -repair 
plant project, to include a marine 
railway, and boat storage facilities. 
Property fronts on the Niantic River. 

. a | 


OLD BRIDGE, N. J.—Anheuser- 
Busch, Inc., 721 Pestlozzi St., St. 
Louis, has bought about 19 acres in 
East Brunswick Township as site for | 
new plant, to be used for production 
of yeast, with boiler plant, machine 
shop and other units. Project will | 
cost over $1,500,000, with equipment. 
Plant is expected to be ready for 
service early in the spring. | 

es @ 


PHILADELPHIA, PA.—J. Clif- 
ton Buck, Fidelity Philadelphia Bldg., 
maker of chemical and drug special- | 
ties, will build 3-story and basement | 
addition to its plant at N. Fifth St. | 
Addition will be 30x50 ft. for stor- 
age and distribution, to cost over 
$65,000. General contract has been 
awarded to Cramp and Co., Denckla 
Bldg. 


*x* * * 


RYE, N. Y.—Board of Education, 
Union Free School District No. 4,,| 
plans to install manual training de- 
partment in new senior high school 
to cost $1,350,000, for which super- 
structure will soon begin. 

* * * 


SEATTLE, WASH.—Bacon and 
Matheson Forge Co., 17 W. Lander | 
St., will rebuild immediately part of | 
plant recently destroyed by fire. Loss | 

| 
| 


| 





was estimated at about $50,000 in- 
cluding equipment. 





A New Way 


to Clean 
Steel eka ee: 


BERG 


CLEANING TOOL 


Removes Paint, Rust, Scale—Quickly 


The BERG Cleaning Tool introduces a new and greatly 
improved method for removing paint, rust and scale from 
steel surfaces. Saves time and labor. Displaces tedious 
wire brushing and scraping. Cleans the surface thor- 
oughly, without injury. Produces bright, clean, smooth 
finish, permitting perfect adhesion of new paint. 

We have an unusually attractive proposition for distribu- 
tors. Details mailed upon application. Write—no obli- 
gation. 





Portable — easily oper- 
ated — light weight 
(weighs only 8 Ibs.). 

Made in two models— 


The Concrete Surfacing Machinery Co. 


‘“‘BERG”’ Cleaning Tool Division 


4667 Spring Grove Ave. Cincinnati, Ohio 














An outstanding sales opportunity 


HAT?’S what the live-wire industrial distributor’s salesman has when 

he sells the IMPERIAL line of welding and cutting equipment. 
Next year is going to see a big demand for welding and cutting equip- 
ment. Be ready to take advantage of it with the superior IMPERIAL 
line. 


With profit the incentive! 





IMPERIAL is_ the 
last word in welding 


| and cutting equip- 


ment—efficient, eco- 
nomical, easy to op- 
erate. 


The No. 15 outfit, il- 
lustrated herewith, 
solves all your cus- 
tomers’ welding and 
cutting problems, 
from the lightest to 
the heaviest. 


All torches and regu- 
lators chromium fin- 
ished — welding tips 


| have choke taper 


bore. 














“STANDARD OF THE TRADE”’ 


The market for IM- 
PERIAL welding 
and cutting equip- 
ment is large — and 
profits are good. 


Here is an oppor- 
tunity to do an out- 
standing sales job in 
1931. 


Write to us and let 
us tell you about our 
profitable sales plan 
for distributors. 


“Imperial Brass Mfg. Co. 


511 So. Racine Ave. 


Chicago, Ill. 


Also manufacturers of IMPERIAL S. A. E. Flared and Compression Tube Couplings 
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Automatic 


Injectors 
SAFETY 


device 
that brings 
profits and 
repeat sales be- 
cause it com- 
bines efficiency, 
economy and 
reliability in a 
quality product 
the distributor 
can sell to ad- 
vantage. 
N addition to the 
thousands of pros- 
pective new buyers, there are 
700,000 satisfied users who provide 
a wide market for replacements. 


Make 


Here is your opportunity. 
use of it. 


Write for our distributor plan. 


* * AMERICAN 


INJECTOR 


COMPANY 


Detroit & 


Michigan 











DISTRIBUTORS 
HERE IS A FAST SELLING 
AND PROFITABLE 
LINE 

Ball Bearing 
Portable Electric 
Blower 


oy 
The new “Marvel” Model ( 
No. 2 Air Cooled Ball 
Bearing Blower outfit for 
$45 list. Designed espe- 
cially for all classes of 
industrial use and in big 
demand by your custom. 
ers for blowing dust and 
dirt out of machinery, 
motors, generators, 
switch boards, looms, etc. 
Liberal profits and fast 
turn over. 
Model No. 
$60.00. 


3 Sells for 


Electric 
Blower 
Company 


352 Atlantic Ave., 
Boston 9, Mass.. 
U.S. A. 





SPRINGFIELD, MASS.—Rolls- 
Royce of America, Inc., will concen- 
trate body-building branch at local 
plant. Brewster branch will be re- 


moved from Long Island City, N. Y., | 
to Springfield, and operations ex- | 
| 
| 


_ panded. 


* * 


ST. CHARLES, VA .—Old 
Dominion Power Co., Norton, Va., 
is planning extensions in power sta- 

| tion in Black Mountain district, for 
| mining and industrial service. 
* * * 


SUPERIOR, WIS.— Bids were 
| closed December 17 for a new munic- 
_ipal garage and machine shop, 75 x 
| 140 ft. It is to be a one story building 
| and will cost approximately $25,000. 

oe 4 


SYRACUSE, N. Y.— Syracuse 
Lighting Co., S. Warren St., will 

| build automobile service, repair, and 
| garage building for company trucks 
and cars, to cost about $100,000 with 
equipment. Contract has been let to 
J. D. Taylor Construction Co., 115 


S. Salina St. 
* 


Xk 


* * 


TITUSVILLE, PA. — Struthers- 

| Wells-Titusville Corp. has plans 

under way for a one-story addition, 

to cost about $65,000 with equipment. 
x * x 


| 
| TOLEDO, O.— Moto-Meter 
| Gauge and Equipment Corp., 511 
| Hamilton St., maker of automotive 
| equipment, etc., is planning program 
| of expansion at local factory and at 
| branch in La Crosse, Wis., to include 
_ additional equipment. Entire project 
| will cost over $100,000. Company 
| has recently acquired a new fuel- 
saving device, and will arrange facili- 
| ties for production. 
* * 





* 


WASHINGTON, D. C.—J. E. | 
Hurley, 1219 Ohio Ave., N. W., now | 


operating a machine and repair shop, 
will build a new one-story machine 
works, 75 x 93 ft. Project is to cost 
about $25,000 with equipment. George 


T. Santmyers, 1418 I St., is architect. 


* * * 


WESTFIELD, MASS.—Percy N. 


Hall, 80 Elm St., and associates re- 
cently formed the Planet Mfg. Co., 
and plan operation of local factory 
| for manufacture of household tools, 
utensils and mechanical equipment. 
Mr. Hall will be treasurer. Robert 








Gowdy is president. 


| 
| 


PPPOE ™\PP~P 
SHEET METAL TRUCK 
STYLE 44 





CHASE 


» A Service Line 
that sells 


ADE under rigid super- 

vision, CHASE Trucks 
are strongly constructed, 
smooth running and easy to 
handle. Their high quality 
insures dependability and long 
life. 


» » » 


(CHASE products are excep- 
tionally easy for distribu- 
tors and their salesmen to 
sell. . 








Send for catalog No. 300 


THE CHASE FOUNDRY & MFG. CO. 


COLUMBUS, OHIO 
Manufacturers of Roller Bearing Trucks and 
Industrial Cars of all kinds 


IROVERSO 


You Can 
“Bank” 
On This 














Y ou can “bank” on the Iro- 
verso to give long and satisfac- 
tory service, due to the materials 
used, its construction and the re- 
versible disc and seat! Distinc- 
tive features like these enable you 
to “bank” profits from quick 
sales and repeats on any Wil- 
liams product. 


Let us hear from you! 


‘THE x * 
D. T. WILLIAMS VALVE CO. 
CINCINNATI, OHIO 











CONVINCING FACTS 


To all Distributors and Manufacturers 
of MillsSupplies 



















The National Catalog Plan, originated and sponsored by the National Supply 
and Machinery Distributors’ Association, is a PROVEN SUCCESS! 


Since its many advantages have become known to distributors, orders for 
catalogs are continually increasing. The reduced cost of catalogs under the 
Association’s Plan makes it possible for all distributors to have catalog repre- 
sentation, issue catalogs more often, give them wider distribution and show 
lines more completely. 


The following are a few of the accomplishments and outstanding features 


of the Plan: 


IH It has reduced the cost of distributors’ catalogs upward 
of 50% over former prices. 


Twenty-one distributors have placed orders for catalogs 
under the Plan. 


The actual average cost to each manufacturer co- 
operating under the Plan has been only $26.20. 












1,251 manufacturers are now co-operating. Over 40,000 
up-to-date units showing the material of almost 2,000 
manufacturers are available for immediate use in distrib- 
utors’ catalogs without any further charge to either the 
distributor or the manufacturer for composition. 







*® Manufacturers are constantly reporting new accounts 
they have opened as a result of having their material 
displayed in the master dummies of the official publishers. 


Manufacturers and distributors, regardless of their association affiliations, are 
invited to participate in this movement, which is sponsored by the National 
Supply and Machinery Distributors’ Association on behalf of the industry as 
a whole. 








Further information on the National Catalog Plan 
may be obtained by writing the official publishers 


THE CUNEO PRESS, INc. 


Twenty-second, Canal and Grove Streets, Chicago, Illinois 











HE CATALOGS reproduced above were published under the National Catalog Plan. 

With the exception of The Cavanaugh Company, all of these distributors had previ’ 
ously purchased catalogs from other sources. They will be able to give you first hand 
information as to the savings effected under the National Catalog Plan and the service 
rendered by the official catalog publisher. If you are contemplating a catalog, write 
these distributors for their experience. Full particulars as to prices, procedure, etc., may 
be had by addressing The Cuneo Press, official publishers, 2242 Grove Street, Chicago, IIl- 
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Editors on WHEELS 


—are making your 


business paper! 


He’s out—but he’s not at the country club. His 
chair is empty this afternoon — but it won’t be to- 
night. He’ll be back from the front with important 
news for you and your business. 


For today your business paper is edited on wheels. 


Is there a hint of a new process, a new method, a 
new machine that may cut costs for a whole industry? 
Your editor is there by the shortest, swiftest route. 


Is there a rumor of impending price changes—of 
a merger that may affect competition—a tariff that 
may affect exports? Your editor is on the ground, 


looking at emergencies through your eyes, getting 
the facts for you. 





Is there news of a selling plan, a packaging idea, a 
distribution scheme that moves goods quickly? He 


y is there, to appraise its value to you, to bri ou the 
KD is t ’ pp you, ng y 
Aly 0- story of just what happened. 


THIS SYMBOL identifies an en , . 
MP ener... Bt pr No wonder your editor is not at his desk. He is 
honest, known, paid ciren- riding the rails, flying the airlines, touring the roads— 
lation; straightforward 


business methods, and edi- a reporter at the front, an editor on the way home. 
Stet nae ee P And he is doing it all for you. His reports, digested 
reader interest... These are 


the factors that make a val- for you, written for you, published for you—are 
ee yours in the pages of your business paper. 


4 * 4 


MILL SUPPLIES IS A MEMBER OF 
THE ASSOCIATED BUSINESS PAPERS, INC. 


TWO-NINETY-FIVE MADISON AVENUE - NEW YORK CITY 
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MILL SUPPLIES 








INCLUDE 


GENUINE HETTRICK 
STITCHED CANVAS 
BELTING 


IN YOUR 1931 PLANS 


THERE’S A “GENUINE 
HETTRICK” BELT for 
every light and heavy duty 


power transmission, elevat- 


ing or conveying purpose. 


156, Mill Supplies Cat- 


ee our Catalog al 
alog & Directory. 


Distributors—Write us at 
once for special discounts 
covering this year’s require- 
ments. 


HETTRICK MFG. CO. 
Summit & Magnolia Sts. 


* TOLEDO, OHIO 














Copper Tubing 


Seamless. Sizes—from 7; to 1% 
in. O. D. any gauge. 


Brass Tubing 


Seamless. Sizes—from vs to 1% 
in, O. D. any gauge. 


Aluminum Tubing 


Seamless. Sizes—from }; to 1% 
in. O. D. any gauge. 


Coils and Bends 


—all shapes and sizes which use 
tube from 7; to 144 in. outside 
diameter, any gauge. Unbrazed 
lengths up to 100 feet. 


Fabricated Parts 


and Complete 
Assemblies 


—manufactured to your specifi- 
cations. Send your blue prints 
for prices. 


_WOLVERINE j LUBECO. ., 


= 
ome S 
— 








BRASS & ALUMINUM 





1451 Central Ave. Detroit, Mich. | 


(Continued from page 158) 


December 21, on which to be mar- 
ried. Both men kept their plans secret 
so neither knew that the other had 
selected the same day for his wedding. 
Mr. Rucks married Miss Mildred 
Cox of Dallas, Texas. The bride 
formerly lived in Pine Bluff. 


After a visit in Texas and Okla- | 


homa, Mr. and Mrs. Rucks will be at 
home to friends at the Hotel Pines, 
Pine Bluff. 


Mr. Goodrich was married to Miss 
Georgie Adine Bradford of Pine 
Bluff. 


Mr. and Mrs. Goodrich left imme- 
diately after the ceremony for a mo- 
tor trip through Tennessee, after 
which they will be at home in Pine 
Bluff. 


* * * 


| Schroeter Brothers Hardware 


to Liquidate 


A. W. Shapleigh has been appointed | 


receiver of the Schroeter Brothers 
Hardware Company, St. Louis, an 
old established hardware and indus- 
trial supply house. 


The Schroeter Brothers Company 
has always enjoyed a fine reputation 
and its many friends will be sorry to 
learn that the court has ordered its 
liquidation. The assets of the com- 
pany will be disposed of at public 
sale on January 14 by Ben J. Selkirk 
and Company. As of December 2, 
1930, the stock on hand amounted to 
$91,023.58. 


* * * 


Corby Supply Employees Are 
Stockholders in Company 


For 14 years, every employee of 
the Corby Supply Company, St. Louis 
—from truck driver and stenographer 
to salesman and executive—has been 
financially interested in the company. 
As soon as an employee proves his 
worth, he is invited to become a stock- 
holder and allowed to invest in pro- 
portion to his income. He may apply 
a percentage of his salary toward the 
purchase of the stock to which he is 
entitled. 


This plan has not only increased 


efficiency and reduced employee turn- | 


over, but it has cut salesmen’s expense 
accounts and office expenditures ap- 
preciably. Everyone feels that he 
is working for himself, and therefore 
watches the pennies with a personal 
interest. 





DISTRIBUTORS 


Sell Your Trade 


ELLS 


ROLLER 
BEARING 


HANGERS 








AND YOU 
SELL THEM 
SATISFACTION 





| “ROLLERINE”’ 


For Lubrication of 
Roller and Ball 
Bearings. Has Given 
Excellent Service for 
Years. Tell Your 
Trade About It. 


* Royersford 
Foundry & Machine Co. 


Royersford, Pa. 


ECONOMY 


The Kind of a Line 
You’ll Want in 1931 
ECONOMY Socket 
Head Cap Screws 




















ECONOMY 
Safety 
Set Screws 





Headless Set Screws 
(In Machine Screw Sizes) 


Special Screw Machine 
| Products Made to Order 


| Distributors’ inquiries given 
immediate attention. 


ECONOMY MACHINE 
PRODUCTS COMPANY 


5214 Lawrence Avenue 
| Chicago, Illinois 
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Applied with the bare hands—No tools 
of any kind required—lInstalled or re- 
moved six times as quickly as ordinary 
types—Positive connection between 
shafts afforded—Strongly made of semi- 
steel, and accurately machined — Pat- 
ented design which employs no bolts, 
screws, keys, pins or other projections 
that might cause accidents—“Bull Dog” 
Couplings are used exclusively in many 
of the leading industrial plants of the 
country. 


Standard sizes for shafts from 1-1/16 
to 4-11/16 inches, with special sizes or 
reducing couplings to order. 


Bulletins and distributor’s proposi- 
tion on request. 


HURON INDUSTRIES, INC. 
ALPENA, MICH. 


GUARANTEED 


to contain 
no Resin 












Smith-Courtney Co. 
Richmond, Va., sold 
ninety gross of 
WIZARD in 1929 


Not a Single Consumer 


is on Our Books 


That means that our distribu- 
tion is 100% through the sup- 
ply trade. 

Many jobbers in the U. S., 
England, Canada and the 
Philippines are getting good 
results from our system of 
mailing samples of WIZARD 
to their customers. The plan 
will work as well for you as 
for them. 


Write for our proposition. 


RICHMOND BELT DRESSING 
MFG. CO., Inc. 
ena tig Va. 














Atkins Opens Branch at 
Klamath Falls 

E. C. Atkins and Company, Indian- 
apolis, has selected Klamath Falls, 
|| Oregon, for the establishment on 
|| January 1 of another branch house, 
which will be located at 330 South 
Seventh Street. 

The Atkins Company already has 
branch houses and service shops in 
New York City; Atlanta, Georgia; 
New Orleans, Louisiana; Memphis, 
Tennessee; Chicago; San Francisco; 
Portland, Oregon; Seattle; Vancou- 
ver, B. C., as well as a factory at 
Hamilton, Ontario, and sales offices 
in Paris, France, and Sydney, Aus- 
tralia. 

Klamath Falls was selected for a 
branch because of its being the natu- 
ral center of a great lumbering ter- 
ritory. The company expects to carry 
complete stocks for the lumber camps 
besides saw tools and mill specialties. 

A. W. Shaw, manager of the San 
Francisco branch, who is well known 
among the mills and supply trade of 
this vicinity, will also have charge of 
the Klamath Falls house with capable 
assistants. 

J. E. Hibbert, who has been travel- 
ing this district visiting the mills and 
industrial plants, and Dave Sloan, 
who has called on lumber camps for 
several years past, will continue to 
represent the Atkins Company as 
heretofore. 

* * »* 


Foote Brothers to Get Out 
New Data Book 


Foote Brothers Gear and Machine 
Company will soon have a new data 
book and catalog ready for distribu- 
tion. It will deal with worm gear 
speed reducers. 

The data book, containing 80 pages, 
will be of unusual interest to those 
concerned with power transmission 
problems, beginning with a discussion 
of the evolution of worm gearing and 
carrying on through to its application 
today. 

The second section of the book, en- 
titled “The Customer’s Problem.” 
takes up the questions of design, ma- 
terials, manufacturing methods, and 
the selection of type from the stand- 
point of the user. 

The balance of the book is devoted 
to valuable data, tables, curves, for- 
mulae, working problems, and inter- 
esting illustrations with suggestions 
as to their application to specific 
problems. 








The MARION Dolly 
—Sell’em on a 


GUARANTEE! 


As agile as an eel in narrow and 
crooked aisles, the Marion Dolly is 
built to last. It easily handles 
clumsy and odd shaped packages up 
to 4000 pounds. Turns on a dime— 
stays put while one man loads and 
unloads from side or end. 

Hundreds are in _ use. Eve 
plant’s a F ect. You can se 
these han little workers on a 
make-good or money-back basis, 


The margin of profit is attractive. 
Write us today for our dealer 
— and descriptive liter- 
ature. 


The Marion Malleable Iron Works 
920 Miller Avenue 
Marion, Indiana 





Made in low wheel, high 
wheel and flat top models. 

















Wire Brushes for every 
Heater or Boiler 






“WORCESTER WN 
LUE-BRUSH 





Boiler Tube Cleaners— 
Sectional and House Heat- 
ing Flue Brushes. 


Write for samples and 
prices on thie economical 
and efficient line. 


WORCESTER 
BRUSH & SCRAPER CO. 


34 Austin Street Worcester, Mass. 
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ANVILS 
Columbus Anvil & Forging Co. 
Yost Mfg. Co. 


APRONS, LEATHER 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 

Chas. A. Schiere: 


Whitman & Barnes, Inc. 


AWLS 
Goodell-Pratt Co. 


BABBITT METALS 
Buffalo Fdy. & Machine Co. 
Dodge Manufacturing Corporation 
Frictionless Metal Company 
Monarch Metal Co. 


BARRELS, TUMBLING 
Royersford Foundry & Machine Co. 


BARROWS 
The Fairbanks Company 


BEARINGS, BALL AND ROLLER 
8 K F Industries, Incorporated 


BEARINGS, SHAFT, BABBITTED 
Bond & Machine 


T. B. Wood’s Sons Co. 


BEARINGS, SHAFT, BALL 
Chicago Pulley & Shafting Co. 
S K F Industries, Incorporated 
T. B. Wood’s Sons Co. 


BEARINGS, SHAFT, ROLLER 
Bond Foundry & Machine 


Ro 
S K F Industries, Incorporated 


BELT DRESSING 
E. C. Atkins & Co. 
Chicago Rawhide Mfg. Co. 
Joseph Dixon Crucible Co. 
Graton & Knight Co. 
Richmond Belt Dressing Mfg. Co., 


Inc. 
Chas. A. Schieren Co. 
BELT FASTENERS 


Flexible oe Lacing Co. 
Safety Belt Co. 

BELT rye '< “wae 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 

Chas. A. Schieren Co. 


* BELT SHIFTERS 
T. B. Wood's Sons Co. 
BELT TIGHTENERS 
Dodge Manufacturing Corporation 
T. B. Wood’s Sons Co. 


BELTING CANVAS 
Hettrick Mfg. Co. 


BELTING, CONVEYOR 
Boston Woven Hose & Rubber Co, 
The Ciamond Rubber Co., Inc. 
Goodyear Tire & Rubber Co., 
Graton & Knight Co. 
Hettrick Mfg. Co. 

The Hesteaieal Rubber Co. 
Pioneer Rubber Mills 

The Republic Rubber Co. 
Thermoid Rubber Co. 
Whitehead Bros. Rubber Co. 


BELTING, LEATHER 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 

Chas. A. Schieren Co. 
BELTING, _——— 

Chas. A. Schieren Co 

Graton & Knight Co. 
BELTING, ROUND 

Chicago Rawhide Mfg. Co. 

Graton & Knight Co. 

Chas. 


BELTING, RUBBER 
Boston Woven Hose & Rubber Co. 
The Diamond Rubber Co., Inc. 
Goodyear Tire & Rubber Co., Inc. 
Graton & Knight Co. 
The Mechanical Rubber Co. 
Pioneer Rubber Mills 
The Republic Rubber Co. 
Thermoid Rubber Co. 
Whitehead Bros. Rubber Co. 


BELTING, THRESHER 
Goodyear Tire & Rubber Co., Inc. 
Graton & Knight Co. 

Hettrick Mfg. Co. 

The Mechanical Rubber Co. 
Pioneer Rubber Mills 

Chas. A. Schieren Co. 
Thermoid Rubber Co. 


BELTING, TWISTED 
Graton & Knight Co. 
Chas. A. Schieren Co. 


BELTING, “Vv” 
Chicago Rawhide Mfg. Co. 
Dayton Rubber Mfg. Co. 
L. H. Gilmer Co. 
Goodyear Tire & Rubber Co., Inc. 
Graton & Knight Co. 
Chas. A. Schieren Co. 


PO ay WELL DRILLING 
Goodyear Tire & Rubber Co., Inc. 
Thermoid Rubber Co. 


BENCHES (WORK), JEWELERS’ 
Leiman Bros. 


BENCHES, STEEL 
Standard Pressed Steel Co. 


BITS, SCREWDRIVER 
American Swiss File & Tool Co. 
Goodell-Pratt Company 


BITS, TOOL HOLDER 
Armstrong Bros. Tool Co. 
Simonds Saw & Steel Co. 

The Vincent Steel Process Co. 


BLOCKS, CHAIN 
Ford Chain Block Co. 
Reading Chain Fn Block Corp. 
Wright Mfg. Co. 
The Yale & Towne Mfg. Co. 
BLOCKS, PILLOW 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Manufacturing Cerporation 
W. A. Jones Fdy. & Machine Co. 
Royersford Foundry & Machine Co. 
S K F Industries, Inc. 
T. B. Wood’s Sons 
BLOCKS, TACKLE 
Williamsport Wire Rope Co. 
BLOWERS, FORGE 
Champion Blower & Forge Co. 
Electric Blower Company 
BLOWERS, ote AND OIL 
CoM TION 
Electric oe a enna 
Leiman Bros. 
BLOWERS, PORTABLE, 
ELECTRIC 


Clements Mfg. Co. 
Electric Blower Company 
BOILERS, TUBULAR AND 
WATER TUBE 
Henry Vogt Machine Co. 
BOLTS, CARRIAGE 
Buffalo Bolt Co. 
Clark Bros. Bolt Co. 
H. M. Harper Co. (Brass) 
Russell, Burdsall & Ward Bolt & 
Nut Co. 
BOLTS, COACH OR LAG 
Buffalo Bolt Co. 
Clark Bros. Bolt Co. 


BOLTS, EYE, poem. RING AND 
Armstrong Bros. Tool Co. 


Bonney Forge & Tool Works 
Buffalo Bolt Co. 
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BOLTS, MACHINE 
Buffalo Bolt Co. 
Clark Bros. Bolt Co. 
H. M. Harper Co. (Brass) 
Russell, Burdsall & Ward Bolt & 
Nut Co. 
BOLTS, SINK, STOVE AND 
PLOW 


American Screw Co. 

Buffalo Bolt Co. 

Clark Bros. Bolt Co. 

Russell, Burdsall & Ward Bolt 
& Nut Co 


BOLTS, STUD 
Buffalo Bolt Co. 
Clark Bros. Bolt Co. 


BRACES, TRENCH 
Templeton, Kenly & Co. 


BRACKETS, WALL 
Bond Foundry & Machine Co. 
Dodge Mfg. Co: 


rporation 
i /. ~ Fdy. & Machine Co. 
Wood’s Sons Co. 


BRASS a ~ 7 PLUMBING 
Grabler Mfg. Co. 


BRASS GOODS, STEAM 
American Injector Co. 
Detroit Lubricator Co. 

a Injector Co. 
The D. T. Williams Valve Co. 


BRAZERS 
The Turner Brass Works 
P. Wall Mfg. Supply Co. 


BRONZE BARS, CORED AND 
SOLID 


American Injector Co. 

Buckeye Brass & Mfg. Co. 

= Bunting Brass & Bronze Co. 
rthur Harris & Co. 

m L. Oberdorfer Brass Co. 


BROOMS, FACTORY, WARE- 
HOUSE AND RAILROAD 
Deshler Broom Factory 
Indianapolis Brusn rid Broom Mfg. 


Co. 
The Joseph Lay Co. 
The Milwaukee "Brush Mfg. Co. 
The Osborn Manufacturing Co. 


BRUSHES, ce. FLOOR, 


“enn m... “& Broom Mfg. 


The Joseph Lay Co. 

The Milwaukee Brush Mfg. Co. 
The Osborn Manufacturing Co. 
Worcester Brush & Scraper Co. 


BRUSHES, MOTOR 
Joseph Dixon Crucible Co. 


BRUSHES, PAINT AND 
VARNISH 

The Milwaukee Brush Mfg. Co. 

The Osborn Manufacturing Co. 


BRUSHES, WIRE, FLUE, ETC. 
The Milwaukee Brush Mfg. Co. 
The Osborn Manufacturing Co. 

rush & Scraper Co. 


BRUSHES, WIRE WHEEL 
The Milwaukee Brush Mfg. Co. 
The Osborn Manufacturing Co. 


te ELEVATOR 
Dodge Mfg. 
Illinois Maiteabie ‘Iron Co. 


BUFFERS, ELECTRIC 
The Black & Decker Mfg. Co. 
Jas. Clark, Jr., Electric Co. 
Marathon Electric Mfg. Co. 
N. A. Strand & Co. 


BUFFING WHEELS 
Cc. B. Hunt & Son 


BUSHINGS, + ~eeee 


8 Co. 
M. L. Oberdorfer Brass Co. 


BUY ADVERTISED PRODUCTS 


A Classified Index to the Products of Advertisers in This Issue 
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CANS, OILY by “oe 
Geo. W. —e Mfg. 


ao Mfg. 
. Wall Mfg. _ on Co. 


CANS, SAFETY, GASOLINE 
Geo. W. Diener Mfg. Co. 
Harker Mfg. Co. 


CAR-MOVERS 
Advance Car Mover Co. 
Appleton Car Mover Co. 


CARTS, PUSH 
The Fairbanks Company 
Lansing Company 


CASTERS, TRUCK 
The Bassick Company 
Bond Foundry & Machine Co. 
Lansing Company 


CASTINGS, BRONZE AND 
ALUMINUM 


Buckeye Brass & Mfg. Co. 
Arthur Harris & Co. 
T. B. Wood’s Sons Co. 


CASTINGS, GRAY, MALLEABLE 
Brown & Sharpe Mfg. Co. 

Illinois —, oo Co. 

Marion Malleable Iron Works 
Pyott aie & Machine Co. 

T. B. Wood’s Sons Co. 


CASTINGS, SEMI-STEEL 
=~ Foundry & Machine Co. 
Wood’s Sons Co. 


CATALOGUES 
The Cuneo Press, Inc. 
R. R. Donnelley & Sons Co. 


gy HIGH TEMPERATURE 
. J. Lavino & Company 


CEMENT, BELT 
Rawhide Mfg. Co. 
The Diamond Rubber Co., Inc. 
Graton & Knight Co. 
Geo. Rahmann & Co. 
Chas A. Schieren Co. 


CEMENT, PIPE JOINT 
Joseph Dixon Crucible Co. 


CHAIN 
Reading Chain & Block Corp. 


CHARGING SETS, BATTERY 
Marathon Electric Mfg. Co. 


CHARGING WAGONS 
The Fairbanks Co. 


CHISELS, COLD 
American Swiss File & Tool Co. 
Goodeil-Pratt Company 
Stanley Electric Tool Co. 


CHUCKS, a aad TAP 


The Standard Tool Co. 


CHUCKS, LATHE 
Cushman Chuck Co. 


CHUTES, COAL AND CONCRETE — 
Lansing Company 


CLAMPS, BELT 
Chas. A. Schieren Co. 
T. B. Wood’s Sons Co. 


CLAMPS, “C” 
Armstrong Bros. Tool Co. 


CLAMPS, HOSE 
Boston Woven Hose & Rubber 
Dixon Valve & Coupling Co. 


CLAMPS, GIRDER 
Bond Foundry & Machine Co. 
CLAMPS, PIPE REPAIR 
M. B. Skinner Co. 


Co. 


CLEANERS, FLUE 
The Milwaukee Brush Mfg. Co. 
Worcester Brush & Scraper Co. 
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